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One new plant; increased facilities all 
afound, twelve warehouses, mean the 
promptest shipments possible of 
IDEAL Boilers and AMERICAN 
Radiators this season. 


AMERIGANRADIATOR (COMPANY 


LAKE AND DEARBORN STREETS, CHICAGO 
















“DEFENDER” STEEL 
BOILER 
For Steam and Hot Water Heating Sufface Burner. 
For Soft and Hard Coal. Portable and Brickset. 


Kewanee Boiler Company, Kewanee, Ill, 


167 E. LAKE ST., CHICAGO, 
St. Louis Office, 518 Bank of Commetce Bidg. 


THE ILLINOIS” 


Have Stood 


ILINOY 


MADE BY PRACTICAL STOVE MAKERS 








QUINCY STOVE MFG. CO. QUINCY, ILL. 




















the Test of 


or viata 
Yeats. 





MAYER & COMPANY 


METALLIC SKYLIGHTS 
Made in 10 Styles and 600 sizes. 

‘“THE ILLINOIS” are the best lights made. We 
also manufacture Cornices, etc. depicht 
handsome Illustrated catalogue. light 
glass furnished at very lowest prices. 


J. H. JONES & SON, Mfrs., 


Lock Box 33. STREATOR, ILL. 





















ae pereap s comers rest 8 and keep a —= in perfect condition. Will fit any ——- 
end. say sun. Tomlinson is is cheap - 1.00 
care. aoa sides furn 


Agency 313 Broadway, New York City, N. Y. BRIDGEPORT, CONN. 


CORTRICHT 


The Sign of a Good Roof 





The Tomlinson Cleaner 


Is the most satisfactory means of thoroughly cleaning a shot gun ever invented, It bn | FREE EDUCATION ON ROOFING 
booklet, 


00 for it will last a lifetime with proper , ~ rep ap 


BRIDGEPORT GUN IMPLEMENT co., CORTRIGHT METAL ROOFING . Ce. 


Philadelphia and Chicago. 
























Is the most complete line of Shotgun 
Ammunition on the market. 


a7 oe Suilviy Seulede SNiells 


Loaded with all the standard bulk and dense smokeless powders, semi-smokeless and black powder, 
fulfilling every requirement of the sportsman at the trap or in the field. 


Ciilied 7, Hold the World’s Records in Rifle, 


~, 2 tw 
IEE Revolver and Pistol Shooting. 








sacunscns ST NEWvoRt, chnss‘aones, ome te THE PETERS CARTRIDGE CO. 


T. H. Keller, Manager. F. B. CHAMBERLAIN & CO., St. Louis, Mo. CINCINNATI, OHIO. 
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WHITE'S 
















































BETTER THAN 
EVER FOR 1903 


BETTER THAN 
EVER FOR 1903 


THE BASE IS CAST 
IN ONE PIECE 


THE BASE IS CAST 
IN ONE PIECE 


It is the 
Best Oak 
Stove 

on the 


Market 


It is the 
Best Oak 
Stove 

on the 


Market 


IT WILL PAY YOU To © ep IT WILL PAY YOU TO | 
SECURE THE AGENCY SST) 6 0 lasewmeese~ | SECURE THE AGENCY | 
Se ~~” FOR OUR LINE 














WRITE FOR CATALOGUE 


THOMAS WHITE. 
x STOVE CO. -< 


QUINCY, ILL. 
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ANDES STOVE 























THE GENEVA OAK 


A Real Good Medium-Priced Oak with 
Air-Tight Dampers and Triangular Grate. 





THE OAK ANDES Tk 


A First-Class Oak Stove. Very large sale’ 
Has Triangular Grate and is Air-Tight. 


_ Phillips@ tk 


GENKN. 


EASTERN BRANCH: 





THE IDEAL ANDE S 139 River Street, Troy, N. Y. 


on the Market. 


90k 






PRINT IN BINDING 
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EF] AND RANGES 
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THE OAKVALE ANDES 


A Strictly High-Grade Return Flue 
Oak Stove, 


THE RUBY ANDES 


An Entirely New Medium-Price Base 
Burner in Four Sizes. 


tk Stove Lo. § 


VEN. Y. 
WESTERN AGENTS: 


ook @ Van Evera Company, THE. GRAND ANDES 


38 Lake Street, Chicago. Ill. As Good a Range As Can Be Made. 
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Besent upon request. BELLEVILLE STOVE |WORKS, Belleville, Ill. 
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Ohe 
SCHILL 
OAK 


MADE IN FIVE SIZES: 
12, 14, 16, 18 and 20-inch. 
With or without hot blast. 





A FIRE KEEPER 


THE PRICE WILL 
SURPRISE YOU 


Manufactured by 


Ohe Schill Bros. Co. 


Crestline, Ohio 


ROYAL OAK 


THE MONARCH OF THEM ALL! 





Tas up-to-date Oak Stove is the latest pro- 








duction on the market made in the newest 
and most modern stove foundry in Amer- 
ica. Embodies practical ideas of skilled 
labor. Having every labor-saving appliance and 
modern equipment we challenge competition. 
The Royal Oak has XXth Century Ornamen- 
tation and is absolutely air-tight and the price— 
well if interested write to us and learn a thing or 
two about our Steel Ranges, Steel Cooks and 
Hot Bins’ Heaters, : fF tiecioetest bs : 





—nenearecceee 


ROYAL STOVE @ RANGE CO. 


GREENVILLE, OHIO 








Makers of the Most Modern Stoves 
in the Newest Stove Foundry. 
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High in Quality and moderately Priced. 
A combination that is always listed on the 
“Stock Exchange of Success.”’ 


THE KING HEATER 


Solid—Sensible—Satisfactory. 
Fire Pots 16 to 22 inches. 


“A Regular Frost Killer” 


We make every Style, Shape and Size of 
Cannon Stoves-8 to 22 inch Fire Pots. 


THE CHIEFTAIN 


Is a smoke consumer—14 to 20 inch Fire Pots. 
It is a very economical stove, and is the 
jonly Cannon Stove that is a specialty. We 

\ live where iron is plenty and we use lots of 
\ it. That’s why our Cannon Stoves outlast 
others. 





The PITTSBURGH STOVE & RANGE CO. 


PITTSBURGH 


Western Sales Agent, W. D. Sager, 30 to 40 [lichigan St., Chicago, Ill. Chicago’s Busiest Stove Jobber. 

































There is Money in a Specialty—We 
Have a SPECIALTY in Our 


“WINNER” 


DOWN-DRAFT STOVE 


Dealers who handle it say it is rightly named, as it is 


A WINNER 


It saves half the fuel. 
Fire pot at top of stove. 
Smoke pipe at base. 
Heat drawn to the floor, 


PERFECT COMBUSTION, SIMPLE, PRACTICAL, 
PERFECT. 


Write us at once for further information, Don’t delay but 
secure the agency for your territory. You can make money 
and friends and satisfy your customers with the 


‘““WINNER.’’ 
6he PECK-HAMMOND CO. 


CINCINNATI, OHIO, 


Manufacturers of Stoves and Furnaces. 





The Tuttle-Allen Stove Co., Kansas City, Mo., Agents for 
Kansas, Indian Territory, Oklahoma and Missouri. 























THE AMERICAN ARTISAN AND HARDWARE RECORD 


: 
] 





QUICK M 


Steel Ranges 
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In their New Dress for 1903 are Attractive and Hand- 
some. Their High Closets and High Shelves are of the 
Latest Design. They are made entirely out of Sheet Steel 
which make them light and strong and gives them a neat 
and smooth finish not found in the ordinary old style cast 
iron ornamentation. 


RINGEN STOVE CO. =: 


ST. LOUIS. 


SAN FRANCISCO, CAL. PORTLAND, ORE. . 
45 and 47 Bluxome St. 4th and Davis St. 
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oe OF OUR 
BRANDS 














OUR NEW SIXTEEN-PAGE 
ILLUSTRATED CATALOG 
DESCRIBING OUR FULL 
LINE WILL BE SENT TO ANY 
DEALER UPON REQUEST 








NICKEL PLATE STOVE POLISH CO. 


MANUFACTURERS 
. CHICAGO 

























THE PORTSMOUTH STOVE & RANGE CO. @eateteannnneg™ 


The End of It. 


Our new pouch feed is now completed and 
is of the best construction, being made of extra 
heavy cast iron so it will not rust out or be 
destroyed by the action of soot or smoke. It 
is an artistic and valuable addition to the 
MODEL STEEL RANGE. 

Has unusual large pouch or boiler door for 
feeding coal or broiling purposes, which are 
fitted with register, giving perfect control of 
fire. The draft door is such size and shape 
that bottom of fire box can be reached with 
poker; burns any kind of fuel. Has a water 
heater, equal in capacity to any range without 
pouch feed. 

There are many other excellent points in 
this new departure of which we can’t tell you 
here. Write us for more particulars. 





tte a 
y 


NS 


PORTSMOUTH, OHIO. .e. 
e) OT 





MORLEY BROS., SAGINAW, MICHIGAN, “"°"Michicant”® °°" ~ 
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“A good record is the best guarantee for the future.” 


ALL-STEEL 
PEERLESS 
RANGES 


Favorably known for over nine 
years have 


MALLEABLE STEEL TOP PLATES 


Ground smooth and bright. 


Malleable doors and other 
fittings 
Steel-asbestos-steel flue bot- 
& tom 
et Ne Massive fire box 
. ' Steel oven. shelf 
Extra Large ovens 
Extra large reservoirs 
Pan for elevating wood fire 
Pouch feed and blue steel with- 
out extra charge 
Catalog shows these and other 
good features 


PEERLESS 
STEEL RANGE 
WORKS 


CHICAGO 


Van's 


Pat. Improved Wrought 
Steel Portable 


Range 


For HOTELS, RESTAURANTS, 
PUBLIC INSTITUTIONS. 
BOARDING HOUSES and 
PRIVATE FAMILIES. 





All Kinds of Hotel Implements 
for Culinary Purposes. 


Manufactured and For 


Si The 
ohn Van 
Range Co. 


419 Elm and 
414%, 412, 414 & 416 Home Sts. 


CINCINNATI, OHIO 
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CHAMPIONS! 


ALSO MARQUARTS 


They possess every feature 
of genuine merit known to 
modern steel range construc- { 
tion and have one feature 
found in no other range on 
the market in the shape of an 
additional flue, which is be- 
low the main heating flue, and 
conducts the air through the 
ash pit to the combustion 
chamber. 


CHAMPION STEEL RANGE CO. ———a i 


CLEVELAND, OHIO. 

















Your home trade, Mr. Dealer, by putting 
WILLARD STEEL Ranges on your floor. 
These high quality goods at low prices make 
competition from mail order houses a sheer 
impossibility. 


Wm. G. Willard, Mir. 


619-621 N. Fourth St., ST. LOUIS, MO. 
OOO OOOOOO OOO OOOOOH OOOO OOOO8OOOOOO 0888880000 00800000000000008 


We make largest line of cook- 
ing and heating apparatus, 
cast cooks, cast ranges, steel 
cooks, steel ranges. hotel out- 
fits, heating stoves, furnaces. 
hot water and steam heaters. 


Send for catalogue. 
MILWAUKEE, WIS. 
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M. TRAVILLA, 
QUINCY, ILL. 
“Air-Tight” Stoves 

ASK 


FOR 
PRICES. 





= 
MANUFACTURED enna THE | 


tant 3 CRousE Co 


== UTICA N.Y. & 
“ALE THE CEADING LINES of = 


a Steam. HotWarer. & Hor Air, 


Gor HEATING ALL CLASSES: ‘OF BUILDING. 


P) 
QRS WATER ST.WX. BRANCHES. "$9 LAKE ST.CHICAGO, 


TOLUIMBYS . 9. ST.LOUIS. Sestheetibe pamaiiall tines 
opie VERY BEST.”’ 















THE AMERICAN ARTISAN AND HARDWARE RECORD. 












v nD 
“RELIABLE OIL HEATERS 


Are sold, used and endorsed by the best class 
of trade throughout the world. 
THEY NEVER DISAPPOINT! 
This is the strongest endorsement possible. 

All of the heretofore disagreeable features of re-wicking 
an Oil Heater are overcome in the ‘*RELIABLE”’ Wicking 
Device. 

Secure our catalogtie and best net prices. 

MADE BY 


SCHNEIDER & TRENKAMP DIV. 


AMERICAN STOVE CO. 
SAN FRANCISCO CHICAGO 
















































CLEVE!AND 
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WE ARE BUSY 


But are filling orders promptly from Main Office and Foundries 
at Dayton, Ohio, also through JOHN KONTNY, 153-159 S. 


Jefferson Street, Chicago, our New Western Agency for 


TRIVMPH 


WARM AIR 


, FURNACES 


"| and HOT WATER and STEAM 


HEATERS 


The many practical features and up-to- 
date XXth Century ideas in our con- 
structions makes the TRIUMPH LINE 































The Best to Handle, 
The Easiest to Sell, 
Most Profitable to Push. 


Dealers who handle TRIUMPH 
FURNACES and HEATERS 


make money and give satisfaction. 
If you want to be “in it,” 


SECURE AGENCY NOW. 


Craig-Reynolds Foundry Co. 


Z. A. CRAIG, “resident. 


DAYTON, : OHIO 
JOHN KONTNY, 53-150 soutH JEFFERSON ST.. CHICAGO ! 
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MANY STYLES. ONE QUALITY. 


MUELLER 


FURNACES and BOILERS 


Are Made in All Styles for All Kinds of Fuel 
In But One Quality—THE BEST. 


Write for Catalog and Prices. 


EVERYTHING IN THE HEATING LINE 


ESTABLISHED 1857. 


L. J, MUELLER FURNACE CO., 19! Reed Si., Milwaukee, Wis, 


HERO Furnaces “0 
BEST FOR A COLD CLIMATE 


IIE STANTON 


is built on strictly scientific 
principles—each point covered 
by letters patent. Front and 
rear heads protected on inside 
by specially made fire clay 
blocks which help to equalize 
the heat. Flues are large 
making it possible to burn 
cheapest grades of coal. 
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Better writ: for catalogue. 
Also keep looking at this space. 


THE STANTON HEATER €0.} | mb \ VM 


MARTINS FERRY, OHIO. 10nd REAR HEAD CONSTRUCTION 


rey) FRONT WALL PLATE 
























































Improved Japan and Enameling 
Oven Stove. 


Length,36 inches; Width, 18 inches; Height, 24 inches 
Weight, complete with grates, 600 pounds. 



















Made in one casting of the best quality of iron, has no sharp 
corners to crack in expansion or contraction. Has *{-inch metal 
every where and with proper care will last for years. The corru- 
gations give nearly double the radiating surface for the size. 

It has been fully tested by leading concerns, doing the finest 
class of work, and found to outlast and be the most economical in 
fuel of any stove made for this purpose. 


WRITE FOR CATALOGUE. 


STERLING FOUNDRY CO. 


STERLING, ILL. 
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The Old Reliable 


Manufacturers of 
Up-To-Date Heaters 























S 














Steam, Hot Water @ Hot Air 


4 ea 
BOYNTON'S STEEL DOME FURNACE. 


64e Boynton Furnace 
New York 








We have them ail in 
@reat variety, and 
are expecting and 
prepared for the 
A. largest trade we 

phHave ewer Known 


NEW CATALOGUES AND 
PRICE LISTS NOW READY 











Co. 


Chicago | 














Mith| - t 





Large Radiators, Easy to Clean Out. 


e 
A Furnace Recipe. 
One Part, Good Material. 
One Part, Good Design. 
One Part, Good Workmanship. 


This is the one we use ir making the 


AMERICAN 
FURNACE -: 


Every furnace we make is guaranteed and 
our furnaces will bear comparison with any 
made. It isclean, durable and economical. 
A boiler-plate furnace, hence it don’t crack. 


> The AmericanFurnace Co. 
1911-13 Pine Street, ST. LOUIS. MO. purn Hard or Soft Coat or Coke, Lagge Doors. 


Write for prices and secure the agency before the other fellow gets it. 














CLARK’S 


and nut coal, 


Every part of this furnace is made with great care, and is very strong 


and durable. 


The feeding device is hung oscillating. 
The radiator is on the top, 

The entire furnace is cast iron. 

It has but three joints. 

It is a comparatively smokeless furnace. 
The grate does not shake but revolves, 


FEED FURNACE. 


Is the best heater on the market for burning the cheaper grades of slack 


WRITE FOR CATALOGUE 


W. A. CLARK & CO. 
35 PIKE STREET =: =: : 


CELEBRATED UNDER- 





COVINGTON, KY. 
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The Robinson Grescent 


is a new addition to our Celebrated line of 
furnaces for 1903. This furnace is made with 








“<B\INSo” “i. 
O80 ¥; 
| Sorescent™: bey 


a crescent, or horse-shoe flue, and has a large 
combustion chamber. The fire-pot is corru- 
gated in two sections. 

The Eclipse Grate, which has become so 
popular is supplied with this furnace. This 
type of furnace is sure to be a good seller 
where a heater is wanted which is lower in 
price than our regular Tubular Furnace. 


Robinson Furnace Co. 


107-109 Lake Street, Chicago, Ill. 


FRIENDS 


are what you need to prosper, 
Mr. Dealer, and you will make 
friends of your customers if 
you handle 


The Crown Furnaces 
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These furnaces are economical 
of fuel, and are generally satis- 
factory to users. 


Ask For Our 1903 Furnace Book. 


MARCH-BROWNBACK 
STOVE CO., 


POTTSTOWN, = - 





- = PA, 


The Crown “Low Down’’ Warm Air Furnace. 





- Every Furnace 


Shown in our catalogue is the re- 


sult of much careful study and is 





intended to meet a special demand. 
Perfect castings, skilful work- 
manship and careful supervision 
are features of the Floral City 


Furnaces. 


MONROE 
FOUNDRY & FURNACE CO. 


MONROE, MICH. 








































Our 
Double Door 


Added to the Front Rank Furnace for 
1903 is especially adapted for wood or 
large lumps of coal. 

Our new style grates are triangular 
and either side may be turned to the 
fire. 

Why not write for our catalogue. 


FRONT RANK STEEL 


FURNACE Co. 


2301 to 2309 Lucas Avenue, 
ST. LOUIS, MO. 
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The dealer who has on his floor a 





Phoenix Furnace 


makes no mistake. His trade is sure and 
continuous—undoubtedly the best HOT AIR 
FURNACE in the world and the greatest fuel 


saver on the market. 


0 C.F. PALMER 


PHEENIX IRON WORKS. UTICA. N. Y. 


MONCRIEF 


WARM AIR FURNACE. 


All Cast Iron. 
Moncrief Duplex Grate. 
Large Radiating Surface. 
} Double Fire Pot. 
) Large Grate Surface. 
| Top Return Flue. 
Simplicity, Durability, Economy, 
| Cleanliness in Use. 


HENRY & SCHEIBLE CO. 


6-8-10 Long St., Cleveland, O. 
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Specialties 





















THE SALE OF THE 


TORRID ZONE FURNACE 


during the first three months of 1903 has ex- 
ceeded that of any other year in the correspond- 
ing three months by about six to one. If you are 
not on our list, you had better look us up and 
you will see what this great advance in the de- 
mand means. 

We are getting out a new Catalogue that 
has many things of interest in it for the dealer. 
They will be ready for mailing by the 20th of 
this month—free for the asking. 

Cor. Ninth Ave. and Frederick St., 








The man who does not adver- 
tise, says the Ashland, O., Ga- 
zette, simply because his grand- 
father did not, ought to wear 
knee breeches and a queue. 











The man who does not adver- 
tise because it costs money 
should quit paying rent for the 
same reason. 











The man who does not adver- 
tise because he tried it and 
failed, should throw away his 
cigar because the light went 


out. 
. 














The man who does not adver- 
tise because he doesn’t know 
how himself, ought to stop eat- 
ing because he cin’t cook. 

















The man who doesn’t adver- 
tise because somebody said it 
did not pay, ought not to believe 
that the world is round because 
the ancients said it was flat. 








Lennox Manufacturing Co. “* narsuatitown, iowa. 




















FARWELL, OZMUN, KIRK & CO., St. Paul, Minn., Northwestern Distributors, 
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ary = (SAS AND 
STEEL S001 
CONSUMING | 


THE HEAVIEST STEEL FURNACE MADE. 


Absolutely Gas and Dust Tight. A Great Heat-Producer, 
but a Fuel Saver 










MANUFACTURED BY 


THE MEYER FURNACE CoO. 


1300-1304 S. Washington St., 
Send for Catalogue. PEORIA, ILLS. 


“The HANDY FURNACE PIPE” 


Made with a View of Being Safe. 





The saving of labor in putting it up really makes it the 
cheapest hot air pipe on the market. 
MANUFACTURED BY 
F. MEYER & BRO. CO. 
Send for Catalogue. PEORIA, ILLS. 








Richardson @ Boynton Co. 
ee | OS eee 
‘RICHARDSON ” Bor ROMER Boeke 


~~ 














SMOKE COLLAR 


Standards of 
WY Excellence. 










~_ 





ye 

f i: 
x 5 
~, 


gy 


ee Embodying 


ae 
afl 


é i All Latest 


= Improvements. 





COLLAR 





DIRECT DRAFT 


















(Established 1837.) 






Richardson Steam and Hot 
Perfect Wood Furnace. Water Sectional Boiler. 


31 PORTLAND ST, Boston. mass. 94 LAKE ST., CHICAGO, ILL. 


EMPEROR 
FURNACES 


For Wood 
SIMPLE SAFE DURABLE 


The Best and Cheapest 
Line of Wood Furnaces 


FURNISHED FOR EITHER BRICK OR 
GALVANIZED IRON CASING. 
Send for Catalogue, 


Lone Tw, 


NEENAH, WIS. 
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Saved in Fuel Each Winter 


To the purchaser of every 


Cole's Spiral Tubular Radiator 


Saves the heat usually wasted up the 
chimney. Heats a room without 
any cost for fuel. 

Takes the place of one joint of 
stove pipe and can be retailed at a 
handsome profit at from $2.50 to 
$3.50. Can be used in connection 


vith rt ti apparatus. Mad ™ .r = ; 
Se rHEATRE 
yt = £0) 29R% 


steel in two sizes. : 


ANY SIZE PIPE COLLAR FURNISHED. FI | | A ( EF 
: . ‘ . pf p . 
Write your nearest Jobber or direct to us for Prices. INi dell eaten 4.) 2 








FOR 


—  Gole Manufacturing Co. DETROIT HEATING 
in in 3218-3238 So. Western Ave. AND LIGHTING CO. 


CHICACO, ILL. DETROIT MICH. 























— ry © 
¢== New Era Radiators 
> wa.” NOW OFFER SHAPES, STYLES AND PRICES 
THAT WILL PRACTICALLY SUIT EVERYBODY 


SQUARE STYLE—This style is only adapted for floors above the 
stove or furnace. They are very handsome in design and are 
bought by many who would not otherwise run a stove or furnace 
pipe through their house. 


THE ORIGINAL ROUND STYLE—This style has been very suc- 
cessfully sold for many years, It is adapted either for the back of a 
stove or to heat an upper room or hall, 


’ | i. ’ b WRITE AT ONCE FOR OUR INDUCEMENTS 
2 Wilmot Castle Company 
—— | Rochester, N. Y. , 


Sell The Radiator That Radiates 


Take a common sense view of heating. If you wish to heat a 
poker you hold it OVER the fire, not at the SIDE. 

We hold 96 to 120 pokers over the fire; each having a hollow air 
space in center, through which a current of air rapidly passes, 
sending the heat to all parts of the room, getting results which no 
DRUM or SIDE HEATER can give. Advertised in 82 family 
papers and magazines, bringing 18,000 inquiries about the Rochester 
Radiator. Those from YOUR town are referred to YOU while you 
carry our goods. Thus we sell them to you and then sell them 
FOR you. A postal will bring you full description and proofs from 
men in the trade who have sold thousands of them. 

We will remember you with a Souvenir later, watch out for 
it. Address 


4,866 sq. ins. 5 ’ 


Business. jh No. 120 Furnace St., ROCHESTER, N. Y. 




















TITIIIIIIIIIIIIIIIIIIIIIIIIIIIIITIIIIIMIIIIIIIIIIIIIIIII1 
Jesse J. Hensel, Milan, Wis., writes: ‘‘I find your publication of such,inestimable 
value in my previous capacity as hardware manager for a large firm located in the west- 
ern part of this state, that I feel as if I could ill afford to be without it now.” 
TIX IXIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIITIIIIIIIIIIIIIIIII! 
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WHY NOT 


When you are writing a letter of introduction, 

When you are requesting payment of a debt, 

When you are making application for a position, 

When you are writing a draft to your own order, 

When you are making an agreement for hiring a workman, 
When you are assigning with power of attorney, 

When you are making a merchandise broker’s contract, 
When you are applying for incorporation papers, 

When you are taking a note from’a married woman, 
When you are desirous of acquiring a trade mark, 
When you desire to send money to a foreign country, 
When you desire to detect counterfeit money, 

When you desire to draw up articles of co-partnership, 


DO IT RIGHT? 


You Will Learn How by Consulting The Manual of Business. 


The Beet Sugar Gazette, Chicago, writes: 

‘“*The Manual of Business’ js intended to be a reference book for 
the many forms of business usage and correspondence which enables a man 
to carry on his business in accordance with the current commercial customs. 
The following table of contents shows the, wide field covered by the author: 
Penmanship and Commercial Correspondence, Bookkeeping, Debts and Col- 
lections, Banking, Commercial Papers, Contracts, Notes, Patents, Measure- 
ments, Public Roads, Postal Regulations, Discount and Interest, Property, 
Real and Personal, Transportation, Rights of Parents, Parliamentary Rules 
and Forms of Resolutions, Dictionary of Business Terms, Business Abbrevia- 
tions, Business Maxims. The book is well printed and bound, and will 
make a pleasing addition to any library.” 


Domestic Engineering, of October 25, says; 

‘**The Manual of Business’ is a book of 263 pages containing a 
collection of corréct business forms for executing all commercial in- 
struments, commercial data and advice on the thousand and one questions 
of correct methods that are constantly arising in every-day business life. 
It is compiled from various sources by Sidney P. Johnston, and published 
by Daniel Stern, of 69 Dearborn street, Chicago. This work is intended 
as a reference book for retail merchants, and we believe with the compiler 
that it will prove ‘a ready reference work in regard to the many forms of 
business usage and correspondence whose employment identified the man 
posted in commercial methods and commands an attention and recognition 
that the incorrectly worded commercial instrument is rarely accorded.’ 

‘*This work will also prove invaluable to the young business man, 
acquainting him with the forms in vogue in commercial life and increasing 
his commercial worth as he masters its points.” 


THE PRICE IS $3.50 A COPY. FOR SALE BY BOOKSELLERS EVERYWHERE, OR 
DANIEL STERN, 69 DEARBORN STREET, CHICAGO. 
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SMEAD'S 


“FIRE ON THE HEARTH” 


FOR THE 


School Room, Lecture Room, Store Room and Cottage 


_, All the 
World 


Loves 
* Open 
Fire 


ILLIONS have been ex- 
pended for apparatus 
that will warm and 
ventilate the expen- 
sive home, but how 

about the house that has no 

basement? The thousands of 
cottages and small homes of 

those who cannot afford a 

furnace, steam or hot water 

apparatus? How about the 
country school house? These 

must use a Stove and secure a 
little ventilation by open doors 

and windows, that chill the 
rooms and freeze the feet of 

the school children. To provide against these dangerous and unsatisfactory conditions, we have designed 
the ‘‘Fire on the Hearth,” an Open Fire Ventilating Stove. 

It can be placed in the corner of the room and if it stands over a cold air duct leading to the outside 
air, as soon as the fire is built it floods the house or room with fresh, warm air,:the foul and cold air 
being drawn off through the open fire as with a fire place. Any kind of fuel can be used, soft coal; hard 
coal, wood and all rubbish that always collects around the house. 








<vo 
COLD AVR FRO™ - 











Standing on its feet in a store or other room, it pulls the cold air off the floor and it passses through 
the open top warmed, and an equal temperature is secured in all parts of the room. Rooms are not only 
warmed but ventilated, and all at the least possible cost for fuel. 


It is a little ‘‘Central Heating Station,” as useful for the smaller home or the school room as are the 
more costly plants for the larger and more expensive schools and residences. The cost is but little more 
than for necessary stoves that heat, but do not ventilate. Is the largest and most systematical heater ever 
manufactured. 


ISAAC D. SMEAD @ CO. 


Or 141 East Fourth Street 


Royal Stove @ Range Co. CINCINNATI, OHIO 
GREENVILLE, OHIO 
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TUBULAR HEATING 
av VENTILATING Co. 


PHILADELPHIA, PA. 


Fort. Wourn, TEXAS, June 12, 1903 
The Tubular Heating & Ventilating Co., 
} hilapelphia, Pa. 

Dear Sirs:—In sending you the inclosed check 
we take the opportunity to say that the two 
No. 6 Forbes heaters pur- 
chased from you last fall 
have given the fullest 
satisfaction. They are 
in use in the ‘“‘Ma@rid,"’ a 
small apartment house, 
containing twenty rooms. 
We have found that they 
not only furnished, plenty 
of heat but did itwitha 
very satisfactory coal 
bill. The fuel used was 
soft lump coal for the 
first fire in the morning 
but the rest of the day 
only slack, from soft coal, 
wa? used, costing #2.50 per 
ton. We think the heat- 
ers a great success and 
do not see how you can 
improve upon them 

Very truly, &c., 
The Fort Worth Real 
Estate & Investment Co., 


FORBES FURNACE. Only &1 in. High. By Frank Gray, Pt. 





















Ghe Independent 
DeflectingWallRegister 


THIS Is the Wall Register 
YOU have been looking for 
Standard in Size 


No Special Tin or Carpenter Work 
Required 


The PRICE will INTEREST YOU 

















MANUFACTURED BY 


INDEPENDENT REGISTER CO. 
CLEVELAND, OHIO 




















The 
House-Warming 
Manual 


Is beyond all doubt the best 
book published on practical 
house heating. 

It contains the plans and 
essays on heating a house 
submitted in THr AMERICAN 
ARTISAN House Warming 
Competition for $300.00 
prizes, and is in fact 


An Encyclopedia of the Most Modern and 
Improved Practical Methods of Heating a 
House by Steam, Hot Water and Warm Air. 


A Leading Western Newspaper says: 


“The volume is a well-bound and 
artistically printed and illustrated 
volume of nearly 300 pages, and con- 
tains some masterly essays on steam 
heating, hot water heating and warm 
air heating. Nearly every prominent 
authority in this field is quoted, and 
an application of principles and im- 
provements suggested covers all 
technical details in a simplified and 
practical way. House plans and dia- 
grams accompany the subject matter, 
which deals specifically with radia- 
tion, combustion, ventilation, prices. 
estimates, and the best and latest 
methods for placing, connecting and 
utilizing the apparatus adopted." 





Price, Only $3.50 Per Copy. 


For sale by all booksellers or the 
Publisher 


DANIEL STERN, 
69 Dearborn Street, CHICAGO 




















Maaufacturers of Gilt Edge Furnaces and Northwestern Distributors 


GILT EDGE FURNACES 


THE MOST COMPLETE LINE MANVFACTURED FOR 


TE ALL KINDS OF FVEL. DURABLE, ECONOMICAL, GAS 


= 


TIGHT. 








included in each register. 


Ghe Jones Side-Wall 
Register... ... 


The register having full 
capacity of- hot-air pipe for 
large living rooms or for 
heating a room on the 
first floor and extension to 
second. Has a face of neat 
design and not a hole in 
the wall whenopen. Has 
a regulator which holds the 
damper permanently in po- 
sition. Can not get out of 
order. Double safety box 





Send us sketch for plans of latest method of heating with 
GILT EDGE. FURNACES and JONES REGISTERS, - least work, 
least pipes, least waste of Heat, miost ecOnomical. 


“Re J. SCHWAB @ SONS COMPANY, 


of Jones Side-Wall Registers. 





‘e re fe MILWAUKEE, WIS. 
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iS THE 


uct 


STRONG 


AND 


SIMPLE 


Creater Capacity 
Than Any Vihar 





Write: for 
' Circular and 
Pat. applied tie. To open, push lever down with foot. Prices. 


LW. J.§ MUELLER FURNACE Co. 


191 REED STREET ( Established 1857. ) MILWAUKEE, WIS. 





Pat. applied for. To close, push lever up with foot. 






















SYMONDS WALt REGISTER 


Send in your orders. 

Floods are easy; shipments sure. 

Write us for free sample. 

Factory high and dry—floods are easy—nothing 
but the end of the world can stop the 
Symonds Register. 





To ant PUSH INWARD AT TOP. Symonds Mfg. Co., East St. Louis, tl. 10 CLOSE, PUSH DOWN AT BOTTOM. 























~~ mM ER W 
STOWELL SIDE WALL REGISTERS | 000 


Tested. 
THE LATEST AND BEST Not an 








| 
Experi- 
ment. 
Beautiful Design The only 
Perfect Ventilation one that 
All Finishes + hdl 
All Sizes | pearance 
Furnished with or without pipe a te 
The only 
ADVANTAGES one — 
{ is prac 
Air tight. es 
No discoloration. tie Aged a 
Noiseless. ; ms a = rare 
Ventilaces both floors. The only one that closes tight having no grating 
No cutting of carpets or floors. over front to catch dirt and dust. 
No dust. ° Write for Catalogue. 








‘Th AUER REGISTER CO. , Toledo, 0. 


Address Register Dept. | 


STOWELL MFG, & FOUNDRY ©, 


South Milwaukee, Wis. 





































Do not buy Registers until you write 
us. Large assortment —all 
sizes—prompt shipments. 


Wwe ARE MAKERS 


The Walworth Run Foundry Co. 


Cleveland, Ohio. 
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TUTTLE & BAILEY MANUFACTURING COMPANY, 


Bos TOnm. NEW YORK. Sonam 
Established Over Sixty Years. ~ 


“THE OLD RELIABLE’’ 
‘*THE STANDARD OF COMPARISON” 


Everything in the Register line, 































Many styles of design to select from. New “T & B” 

Largest stock in the world to draw from. Special 

300,000 registers always on hand in our warehouses. | Side Wall 
Our New ‘*T & B” Special Side Wall Register is now on mre : 
the market. It isthe result of careful study and is sot Secian sm 





an experiment. It combines more geod points than al! 
other ‘‘Sidewalls” combined. 


Send for our new 1903 Catalogu>, now ready. In effect July Ist, 1903. 


THE CLEAR 


PATENT 
CONVEX-CLEANABLE 


REGISTER 











THE CLEAR REGISTER can be 

installed at any point between the floor 

and ceiling in less time and trouble than 

any other make. In point of efficiency 

and ornamentation I defy the world to 

produce its equal at any cost. No possi- 

, a of fire occuring from its use. No 

cold rooms and no complaints of fur- 

“sex, \ naces. No cold feet. If you desire to 

we 7% ~ i 4 e SU lease your customers and control the 

. ee inl ANS * urnace trade send in your orders for the 

Pe OH CLEAR. The best goods for the least 
o> ae => money is my motto. 

(ae ASS CHAS. CLEAR, 


Patentee U. S. & Canada. 
Office, Broadway & Le Salle St. 
ST, LOVIS, MO. 














FERROSTEEL 
REGISTERS 


and you will 


BUY NO OTHER. 
They are 
The Absolute Best. 
Mechanism Perfect. 
Finish Superb. 
Price Lowest. 
Terms Easiest. 


FERROSTEEL SIDE WALL FERROSTEEL FLOOR 


FERROSTEEL COMPANY, crevercanon, conic. 

















VENTILATORS 


H. & C. WROUGHT 
STEEL REGISTERS 


Increased air space, less weight and more strength 
are features of our Wrought Steel Registers. 

We are now making all sizes of Registers, Face 
Plates, Borders and Ventilators up to 24x42 inches. 


| 


-—r—-++—_++—_+—_+—_+_+-4__ + IB 
| 2 2 en a ao ae 
» a) (ah Cm) (HD Gia) Gem) GD Glam, eam 
5 a 2 a Gem Ae doo oo ow | 
>—_?}—+—__4+—_ 4—_4 44 44 


+ 
+ 
i 
+ 
+ 
a 
= 
+ 
= 
=< 


} 





SEND FOR NEW PRICE LIST 


THE HART & COOLEY CO., Manufacturers, NEW BRITAIN, CONN. 


General Sales Agents: STANLEY WORKS, New Britain, Conn., 79 Chambers St., New York, 19 Lake St., Chicago 
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coy wile 
While we make the best ' 
Hot Blast now on the market ( 
and while fifty cents’ worth 
of soft coal at $2.25 per ton 
may last all winter— 
we don’t think— 
The genuine Round Oak, 
thirty-two years old this fall, 
with a greater sale than ever 
before, will-after several 
years’ use—make them all 
look like a mistaken 
investment if not worse. 
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In amount of fuel used 

and heat given out, 
durability, holding the fire 
and ability to burn any kind 
of fuel, the genuine Round 
Oak excels every other heating 
stove in this country, as 
several million of its friends 
will testify— 

and it only costs 

a few cents more. 


a 


a 


Buy the Hot Blast, however, 
if you like it. 


We make it good. wT) |i .\ 
But good land! *siviliBarionr '\ 
Ftv 


The Round Oak is the best The Passing of 
first, last and all the time. Tha Wag ur wa 


Estate of P. D. BECK WITH, 
DOWAGIAC, MICH. 
Makers of Good Goods Only. 
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Representative of the Stove, Tin, Hardware, Heating 
and Ventilating Interests. 


PUBLISHED EVERY SATURDAY. 


Tewams or SUBSCRIPTION IN THE UNITED STATES, THEIR POSSESSIONS, AND 
Cawnapa, (Invariably in advance): One Year, PostaGe Pap, ‘ 
Im Foreicn Countries Except CanApa, One Year, PostaGe Pap, &.00. 
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Entered at the Chicago Post Office as Second Class Matter. 
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CHICAGO, JULY 18, 1903. 

Tue British hardware journals are complaining be- 
cause the bulk of the cream separator trade in that 
country goes to the Scandinavians. 


THe Montreal City Council recently passed an or- 
dinance. prohibiting the use of trading stamps, and a 
local trading stamp company have brought suit against 
them. claiming that only the federal government had 
a right to legislate in the matter, and are suing the 
city for losses incurred from this ordinance. 


Tue electric atmosphere of the American business 
world makes our young people impatient. They want 
to fly before they can even walk well. Many an Amer- 
ican youth is willing to stumble through life half pre- 
pared for his work; and then he blames some one else 
because he is a failure. Trades are adopted, not ac- 
quired—adopted at the suggestion of fancied ability. 
No wonder so many do poor, feverish work, break 
down in middle life and die of old age in the forties. 

In a recent, article on the psychology of salesmanship 
the following interesting statement was made: 

“By always remembering that the desired impres- 
sions to be created in the mind of the customer by the 
spontaneity of thought, it is possible for the salesman 
to so construct his selling-talk that any or all of the 
emotions can be aroused as may best suit his purpose. 
For example, a jesting remark made at the proper 
time will cause the customer to smile, or a serious 
question asked in a solemn manner will cause the cus- 
tomer to assume a sober attitude.” 





THERE are more than half a hundred women in the 
Uinted States who earn a living, and a good one at 
that, by acting as “drummers,” or commercial trav- 
elers, for business houses. One of the most success- 
ful of these saleswomen, according to an exchange, 
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is not of the opinion that all members of her sex could 
do as well as she has done. ‘The women who have 
made a success on the road,” she said recently, ‘are 
the women who would have made a success in any 
line of work they took up. There is the rank and 
file in every business, but I think that fewer women 
go on the road now than did a few years ago.” 





INTERNAL commerce conditions, as shown by the 
monthly report of the Department of Commerce and 
Labor through its Bureau of Statistics, compare favor- 
ably with the corresponding period of last year. For 
the month of May receipts of live stock at five western 
markets have been larger than either of the two pre- 
ceding months, a total of 2,512,501 head having ar- 
rived, compared with 2,461,868-head in April, and 
2,346,410 head in March of the current year. The 
usual course of trade is in the other direction and 
these larger receipts may be partly accounted tor by 
the excellent condition of pasturage throughout the 
producing sections, owing to the more prolonged 
period of rainfall. 


THOUSANDs of practical instances could be given to 
show the value of improved varieties of corn. For 
instance, one Southern Illinois farmer, more progres- 
sive than the rest, was induced to secure enough seed 
to plant three hundred acres as a result of his study of 
corn in the Illinois College of Agriculture. These 
three hundred acres outyielded all of the other fields on 
his farm more than thirty bushels an acre; and, so far 
as could be determined, the fields of that entire sec- 
tion yielded about thirty bushels an acre. This in- 
crease in yield meant a total gain of about nine thou- 
sand bushels, which represented a cash value of about 
$4,000 that season. As this increase did not repre- 
sent an increased cost of production, the gain was 
pure profit. 


Dun’s Index Number of commodity prices pro- 
portioned to consumption was $99.456 on July 1, 1903, 
compared with $98.935 a month previous. The slight 
advance of about 52 cents in the cost of a year’s sup- 
ply of the necessaries of life was not important, 
amounting to about one-half of one per cent, and was 
chiefly due to the speculative activity in grain and 
cotton. These raw materials affected the clothing and 
breadstuffs classes sufficiently to more than offset more 
numerous declines in articles of less relative impor- 
tance. Compared with the level of quotations on July 
I, 1902, there appears a decline of 2.4 per cent, which 
occurred in breadstuffs. Most other classes, notably 
clothing, average somewhat higher than they did a 
year ago. 


It is said that the tin mine owners of Mexico have 
formed a combine for controlling prices and establish- 
ing a large tin plate mill in the City of Mexico. 

As is well known to everybody, the Mexican tin 
plate mines produce 110 per cent of all the tin in the 


world. Each of the tin mines that will enter into this 
combine are doubtless capitalized on the basis of what 
their yearly output ought to be, if they really had any 


output at all. We predict great success for the new 
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combine. As a stock promoting enterprise, it will be 
as juicy as a Georgia watermelon in the heighth of the 
season. As an investment the stock will certainly be 
as good as some of the oil and gold mining companies 
which have recently been advertising so liberally in 
the daily papers. 

ViIcE-PRESIDENT FARLINGER of the Georgia State 
Grocers’ Association gives the following interesting 
list of the objects of local and state associations, which 
serve as well for hardware dealers as for grocers: 
To bring about a better collection law. 

To weed out the ‘deadbeats.’ 

“3. To stop wholesalers selling to consumers. 

“4. To encourage co-operation of manufacturer, 
wholesaler and retailer. 

“s. To eliminate price-cutting. 

“6. To restore confidence where petty jealousy now 
reigns. 

“7. To become honest with one another. 

“8. To better the conditions of the retail merchants. 

“9. To correct the evils that now exist in the retail 
trade. 

“to. To affiliate with the National and State Re- 
tail Grocers’ Associations. 

“11. To urge a more general reading of trade 
papers.” 


“ 

q. 
‘kK, 

“: 


Aw exchange makes a sensible plea against talking 
hard times, from which we condense the following: 
Warnings continue to be sounded by writers of repu- 
tation and those without reputation that the era of 
good times is going to end this year, next year or 
some time in the not distant future. If this kind of 
talk is kept up long enough and loud enough, the 
prophecy will be fulfilled. It is generally admitted 
that times of panic come not because money has be- 
come scarce or because the crops have failed, but be- 
cause of the lack of confidence in the stability of things 
by those who have money to invest. The spirit of 
good times and of bad times is infectious. During 
the depression that existed from 1893 to.1897 there 
were plenty of men who talked “hard times” and 
bought only what they had to have, notwithstanding 
their incomes were greater than ever before. It was 
simply because there had been a panic and many in- 
dustries had closed down, throwing people out of 
employment, and “hard times” was in the air. Every 
one remembers how it was almost impossible to get 
hold of a gold piece in 1896. Not because there 
wasn’t plenty of gold, but because it was hoarded 
away, doing no one any good. 


A LEGAL journal points out that in several states 
and in England the law in regard to married women 
should be amended. In some states a merchant sup- 
plying household necessaries to a housewife is entitled 
to sue the husband unless he can prove that the wife 
has separate means, and herself pays the household 
bills, or that she receives a sufficient allowance from 
her husband to maintain the household. But the onus 
of proving this is upon the creditor, and a fair altera- 
tion in the law would be to throw the onus upon the 
wife, to show that her husband, and not she, main- 
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tains the household, and that he does not make her any 
sufficient allowance for the maintenance of the family. 
This would save creditors a great deal of expense, 
which is now incurred by suing the wrong party, and 
could do no injustice either to the wife or husband, 
since they act together, and when family debts are 
incurred, there is no reason why one should not be 
made equally liable with the other, unless the huskand 
gives notice to the contrary. A still better alteration 
would be to give the creditor the right to sue and ob- 
tain judgment against both husband and wife when 
they are living together, and the goods supplied are 
household necessaries consumed or used by both hus- 
band and wife, as, if creditors were given this power, 
both husband and wife would be more careful about 
the household debts. In some cases this might oper- 
ate harshly against husband or wife, but the present 
state of things operates still more harshly against hon- 
est merchants. 


It is a general principle of the law re- 
lating to sales of goods that in a sale of 
goods by sample the vendor warrants the 
quality of the bulk to be equal to that 
of the sample. This principle has been restated with 
emphasis in the case of Talcott vs. Henry et al., re- 
cently decided by the New York Court of Appeals. 
In this case it appeared that the appellant, upon re- 
ceipt of samples of fancy worsteds from a firm in 
Bradford, England, ordered a large quantity of the 
goods, giving the numbers of the samples and the 
weight per yard. The material after its arrival was 
cut and sold by the appellant, but his customers com- 
plained of the quality as defective, and he was obliged 
to make rebates. The Bradford firm, upon his com- 
plaint, took the ground that he should have protested 
immediately upon the receipt of the goods. In a suit 
brought by the English manufacturers for the value 
of the goods, they recovered a judgment in the trial 
court, which was affirmed by the Appellate Division 
of the Supreme Court, but this judgment was reversed 
by the Court of Appeals, which held that upon a sale 
by sample there is an express warranty.that the goods 
are equal in quality to the sample furnished. The rule 
is the same whether the goods are in existence at the 
time of the contract of sale or are to be manufactured 
at some subsequent period. If, the court holds, the 
goods when delivered do not equal the sample, the 
buyer need not return them in order to recover for the 
breach of warranty, but he can recover for the differ- 
ence between the quality called for by the sample and 
that of the goods received at any time he desires to 
make such an application to the seller or to the courts. 


The Sale of 
Goods. 


There can be no question of the soundness of this 
general principle. If the traveling man visiting the 
hardware dealer secures his order for high-grade 
goods and then the scalawag concern he represents 
send the dealer a bunch of seconds, the latter cannot be 
forced to take them or pay for them. 


Thousands of farmers who have been misled by 
glaring advertisements into buying catalogue house 
rattletraps from their descriptions in the catalogue 
would be legally justified in throwing them back on 


































































the sellers as not up to sample in cases where they 
tamely take them. 

Nearly every law bearing on commercial subjects is 
designed to protect the buyer. Various statutes pre- 
scribe penalties for the man who adulterates his ma- 
terial. Honesty is the best policy and the seller must 
live up to his contract. 


THE commerce of the United States 

‘Colonial’? with its non-contiguous territory will 

Commerce. aiiount to nearly 100 million dollars in 

the fiscal year just ended. The figures 
for eleven months ending with May, 1903, as an- 
nounced by the Department of Commerce through its 
Bureau of Statistics, amount to $86,581,026, and as 
those for the single month of May amount to nearly 
9 million dollars, it is apparent that the total for the 
full year will fall but little below 100 million dollars. 
Of this grand total of nearly 100 millions of commerce 
with the non-contiguous territory, more than one- 
third is merchandise shipped to that territory. 

Of the grand total of $86,581,026 in the eleven 
months ending with May $33,080,779 was merchan- 
dise shipped to Porto Rico, Hawaiian Islands, Philip- 
pines, Guam, Tutuila and Alaska. Of this total of 
practically 33 millions of merchandise shipped to 
non-contiguous territory in the eleven months ending 
with May, a little over 11 millions went to Porto Rico, 
10 millions to the Hawaiian Islands, 8 millions to 
Alaska, a little over 34 millions to the Philippines and 
nearly one hundred thousand dollars’ worth to Guam 
and Tutuila. Of the 53 millions of merchandise re- 
ceived from the non-contiguous territory during the 
eleven months, nearly 22 million dollars’ worth came 
from the Hawaiian Islands, 11 millions from _ the 
Philippines, 1544 millions from Porto Rico and 10 
millions from Alaska. These 10 millons from Alaska 
is merchandise and does not include the gold received 
from that territory, which amounted in the eleven 
months to $4,540,677. Adding these shipments of 
gold Alaska sent us to the grand total of merchandise 
above mentioned, and estimating the month of June, 
the grand total will probably reach the round sum of 
$100,000,000. 
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RANDOr1 SKETCHES. 





BY SIDNEY ARNOLD. 
Tue trade paper is a platform on which the manu- 
facturer and jobber addresses the dealer. 
3K * K 
Ir is a long-distance telephone in which he can talk 
to thousands of dealers at once. 


. 2 3 


Ir is the cheapest circular he can distribute to the 


mails. 
: = £ 


~~ 


Ir is a signboard placed in the most conspicuous 
location. 
* ss * 
Ir is a wireless telegraph being thousands of simul- 
taneous business messages. 


ok * * 


Tue make-up, the contents, the clientele of a really 
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first-class trade paper fairly exude the spirit of prog- 
ress, and it is a natural assumption of the reader of 
such a paper that the advertisers therein are progres- 
sive people. 

= oe 


OnLy the _ advertiser's slothfulness can 


counteract the favorable impression he makes by ad- 
vertising in an enterprising trade paper. 


own 


* 


A TRADE paper’s advertising pages are a collection 
of trade invitations. The man who advertises is one 
who wants the readers’ business—otherwise he will not 
do so. 

* 

A TRADE paper advertisement is a drummer who 
asks only a salary. 
exacts no commission. 


He has no expense account and 


ok * * 
A MAN once lamented that he could not cross a 
river. “You overgrown idiot, don’t you see that row- 


boat?” said a bystander. Many a small manufacturer 
mournfully wails that he “cannot reach the trade”— 
when there is the trade paper on his desk. 


x * x 


From an advertising standpoint the trade paper is 
a sieve that gives the manufacturer a carefully assorted 
circulation. 
oo 
THEN again, call it a filter that purifies general cir- 
culation for the purpose of the special advertiser. 


* * * 


MANUFACTURERS are all the time looking for lists 
of selected buyers—not every Tom, Dick and Harry, 
but the cream of the trade. It is the easiest thing in the 
world to reach a complete list of this kind—advertise 
in a progressive trade paper and the paper will do the 
rest. 

es -@ 

AN interesting story comes from California, where 
a certain firm, after cornering the Lima bean crop, 
securing 6,000,000 pounds thereof, suddenly discov- 
ered that people were doing without Lima beans, and 
were not concerned at all about this Napoleonic coup 
in a particular vegetable. 


x * x 


ALL hail to the Agamomermis Culicis, the recently 
discovered parasite which destroys mosquitos by the 
million. 

K * * 

Joun Dasso, with J. L. Perkins & Co., 235 Lake 
street, Chicago, is a lucky man. On being notified by 
telephone that he was the winner of the silk umbrella 
offered by THE AMERICAN ARTISAN coupon guessing 
contest he came over promptly and claimed the prize. 
Just as he was leaving the building a heavy rainstorm 
came up and the umbrella came in very handily. 


en 2 


From the Dubois, Ia., Clarion of July 11 I learn that 
“The miscreant who tied a tin can to a dog’s tail, 
causing it to overturn the tinware display in front of 
the hardware store, should be severely dealt with.” 




























































News Siftings. 





The Indiana Rolling Mill Co., Newcastle, Ind., have 
increased their capital stock from $300,000 to $400,- 
000. 


The Detroit Stove Works, Detroit, Mich., will estab- 
lish southern headquarters at Birmingham Ala., with 
W. A. Gibbons in charge. 


Frederick H. Carlough, Wm. A. Moore and Knee- 
land S. Durham are the incorporators of the Suydam 
Stove Co., Albany, N. Y., capitalized at $5,000. 

William D. Twist, Charles Thorp and George 
Thorp are among the incorporators of the Thorp- 
Twist Fireclay Co., St. Louis, Mo., capitalized at 
$3,000. 

Gen. Robert Shaw Oliver of Rathbone, Sard & 
Co., Albany, N. Y., stove founders, has been appoint- 
ed assistant secretary of war to succeed Col. William 
Cary Sanger. Gen. Oliver has seen active service in 
the civilian, the regular army and the National Guard. 
He has also served as Chief of Police at Albany. 

The Simpson Stove & Mfg. Co., Pittsburg, Pa., are 
sending out some circulars headed “Be Inquisitive,” 
in which they urge the trade to look into the merits 
of the Simpson line of gas ranges. These are low 
priced, fully guaranteed and are leaders in material, 
workmanship, appearance, efficiency and durability. 

The Peerless Steel Range Works, Chicago, are 
manufacturers of the All-Steel Peerless ranges, which 
have malleable steel top plates ground smooth and 
bright, malleable doors and other fittings, steel-asbes- 
tos-steel flue bottoms, massive fire box, steel oven 
shelf, extra large ovens, extra large reservoirs and 
pan for elevating wood fire. 


The Merchants’ Mutual Association of Kansas City, 
Kans., are soliciting contributions of a dollar each for 
the relief of the firms whose stocks were destroyed in 
the recent flood which deluged Armourdale, Kans. 
This petition for aid is signed by a large number of 
Kansas City, Kans., merchants, among them the fol- 
lowing hardware dealers: Q. I. Fennell, F. Shakenber- 
ry & Co., Gille & Plank, C. A. Swope Hardware Co., 
E. H. Lovelace. 


W. H. Newbrough, who has been connected with 
E. Bement’s Sons, of Lansing, Mich., stove manufac- 
turers, for about 21 years, and who has had charge of 
their Wisconsin business and the Milwaukee branch 
house for the past 14 years, handed in his resignation 
June 4, taking effect July 15. Mr. Newbrough retires 
from the stove business to engage in the manufacture 
of automobiles at Lansing, Mich. He is interested in 
The Clarkmobile Co., and as one of its officers will 
have charge of the sales end of the business. 

The S. Obermayer Co., Cincinnati and Chicago 
manufacturers of foundry facings and equipments, 
have secured the contracts for the entire foundry 
equipment of the new technical school of the Univer- 
sity of Chicago. They also have secured contracts for 
the entire foundry equipment of the “Crane” school 
of the City of Chicago. In these contracts are in- 
cluded complete outfits for both brass and iron foun- 
dries, and these two technical departments will have 
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the most complete and modern brass and iron toundries 
of any technical institution in the country.. These 
contracts will be completed before the opening of the 
school term Sept. Ist, 1903. 





NEW ERA RADIATOR. 





Wilmot Castle & Co., Rochester, N. Y., are manufac- 
turers of the New Era radiators. They have just 
brought out a new style for soft coal, shown in Fig. 1. 

The original round style shown in Fig. 2 has been 
very successfully sold for many years. It is adapted 
either for the back of a 
stove or to heat an upper 
room or hall. 

The square style shown 
in Fig. 3 is only adapted 
for floors above the stove 
or furnace. They are very 
handsome in design and 
are bought by many who 
would not otherwise run a 
stove or furnace pipe 
through their house. 

The methods and plans 
employed in the construc- 
tion of New Era radiators 
are unique and scientific, 
consisting of a combina- 
tion of drums and flues compactly arranged to take 
the place of a section of pipe leading from. a 





Fig. 1. New Era Radi- 
ator for Soft Coal. 


stove or furnace. The radiator intercepts the 
intense heat which always passes up the center 
of the pipe and without injury to the draft 


this current of heated air is caused to flow. naturally 
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Fig. 2.--Original Round Style. Fig. 3.--Square Style. 


and uniformly over an immense radiating surface and 
a large proportion of the heat is exhausted and thrown 
out into the room. The flues are perpendicular, thus 
allowing a rapid circulation of air. Cool air is taken 
in at the bottom and quickly heated as it rises and 
escapes at the top. So rapid is this heating process 
and so perfect is the circulation that it has been proved 
in actual comparison that the temperature in a room 
heated by the New Era only varies three or four de- 
grees between the floor and the ceiling. 
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American Hdw. Mnfs. Assn. 
Pres., F. R. Plumb, Philadelphia 
Vice-Pres.—F. S. Kretsinger, Ft- 

Madison, Ia.; J. C. Birge, St. Louis: 
Geo. W. Corbin, New Britain,Conn. 
S.-T., F. D. Mitchel), Pittsburg. 

Ex. Com., Robert Garland, Pitts. 
burg; Henry B. pages Pittsburg 
N.A. Gladd +P Indianapolis; W. S 
McKinley, Allegheny; F. L. Clark 
Birmingham; C. W. Asbury, Phila- 
delphia; G. N. Landers, New Bri- 
tain; C. H. Holt, Cleveland. 


ArkansasRetail Hdw.Dealers’ Assn. 


Pres. J. F. Maxey, Ozark 

IstV.-P., H. Williams,Hot Springs 

2d V.-P. A. L, Skillern, Nashville. 

S.-T.. C. E. Taylor, Little Rock. 

Ex. Com..C. ‘l. Rosenthal], Bates 
ville, T. B. Stewart, Newport, E. 
E. Mitchell. Morrilton. W. M. 
Graham. Clarendon, R. F. 
Russel ville. 

Retail Hdw. Dealers’ Assn. 

Pres., D. MoLaughilin. 

V.-P., H. E. Gnadt. 

Sec., G. R. Lott. 

Collector, John Hora. 

Treas., J. L. Smith. 


Hardware Merchants’ and Manu- 
facturers’ Assn. of Philadelphia. 
Pres William C. Peters. 
V.-P., Thomas Devin. 
Sec.-Treas., T. Jamles Fernley 
Directors, W. W* Supplee, H.Mc- 
Caffrey, E. S. Jackson, W. C. Peters. 
S. Disston, E. Fisher, J. H. Ritter, 
T. Deviin, T. J. Fernley. 


IMinois Retail Hdw. Dealers’ Assn. 
Pres., Charies H. Williams, 
Streator. 
V.-P., W. T. Gormley, Chicago. 
Sec., L. Nish, Elgin. 
Treas., Geo. A. Engelhardt, Chi- 


cago. 

Ex. Com., Charles H. Williams 
Streator; W. T. Gormley, Chi- 
cago; L. Nish, Elgin; Geo. A, 
Engelhardt, Chicago; William Bit- 
tel, Peoria; F. F. Porter, Chicago: 
H. G. Cormick, Centralia; H. N. 
arpey. Galesburg; C. Mauer, E. 
St uis; R. G. Scheurer, Van- 
dalia. 


Indiana Retail dw. Dealers’ Assn. 
Pres., E. M. Bush, Evansville. 
ist V.-P., A. N. Shidler, So. Bend. 
2aV.-P.,W.B.Shipley, LaFayette. 
Sec., M. L. Corey, Argos. 

Ex. Com.,M. L Lewis, Marion; 
W. P. Lewis, New Albany: Charles 
Boonshat Petersburg; E. M. Bush, 
Evansville; M. L. Corey, Argos. 
Indian Territory Retail Hdw. Assn. 

Pres., J.G. Smith, Canadian. 

ist V.P., Fred Parkinson, Wag- 
oner. 

2d V.-P., E. C. Stretch, Vinita. 

lowa Retail Hdw. Dealers’ Assn. 

Pres. S. R. Miles, Mason City 

V.-P., L. Lindenberg, Dubuque. 

Sec., H. S. Vincent, Ft. Dodge. 

Treas.,.A. C. Vieth, Oakland. 

Members Exec. Com., Jacob 
Seither, Keokuk; J. F. Doty,.West 
Liberty; L. Lindenberg, Dubuque; 
S. R. Miles, Mason City; G. C. Paul- 
son, Newhall; Paul DeVol, Council 
Bluffs; C. S. Barger, Albia; L. H. 
Kurtz. Des Moines; C. R. Keating, 
Mt. Ayr; L. A. Gnam, Carroll; C. E. 
Haas, LeMars. 

Kansas Hardware Dealers’ Assn. 
Pres., Oscar Roehr, Topeka. 
V.-P., E. J. King, Logan. 
Sec.-Treas., J. A. Cole, Topeka. 
Ex. Com.. F. W. Bartlett, Kansas 

City; T, H. Kiniry, Beloit; J. M. 

Walters, Robinson; J. H. Hamilton, 

Asheneas City; T. J. O'Neill, Osage 


Retail Hardware and 
Stove rs’ Association. 
Pres., W. T. Oldham, Mt. Sterling. 
ist V.-P., W.S. Shacklett, Fulton. 
2d V.-P., Jos. C. Kirchdorfer, 

Louisville. 

Sec., Paul Wagner, Louisville. 
Treas., Henry Heick, Wouisville. 
Michigan Hardware Association. 

. Pres. T. Frank Ireland, Belding. 
V. Pres., John Popp, Seginaw. 
Sec , A. J. Scott, Marine City. 
Treas., H. C. Weber, Detroit. 
Ex-Com., J. B. Sperry, Port Hur- 

on; F. A Turner, Caro; J.G. Patter- 

son, Detroit; F. S. Car!ton,Calumet; 

S. E. Hunt, Detroit; Samuel Win- 

chester, Jackson; Fred S. Cook, 

Fowlerville; C. E. Pipp, Otsego; A. 

Harshaw, Delray: A J. Scott Ma- 

rine City. 

Minnesota Retail Hardware Assn 
Pres., W. H. Tomlinson, LeSueur 
_* H. S. Cleveland, Minneap 

ol1ls. 

Treas., W. E. Barto, Long Prairie. 
Sec., M. S. Matthews, Mnpls. 

Exec. Com., W. H. Tomlinson, Le 
ueur; H.S Cleveland, Minneap- 


Roys, 


olis; F. E. Hunt, Red Lake Falls; 
Benj. F. Kernkamp, St. Paul; C. H. 
Hornburg, New Ulm; J. Cowing, 
Alexandria; C. H. Casey, Jordan: 
C. F’. Ladner, St. Cloud; J. Schmidt. 
Wabasha; A. T. Stebbins, Roch- 
ester; J. McGuire, St. Paul. 


Missouri Retail Stove and Hard- 
ware Dealers’ Association. 


Pres., Tayler Frier, Louisiana. 

V.-P., E. L. Wachter, St. Louis. 

sec., F. N. Neudorff, St. Joseph. 

Ex. Com., J. W. Poland. Carroll- 
ton; F. N. Kaunsteiner, St. Louis; 
W. T. Shoop, Richmond. 


National Hardware Association. 
Pres., R. A. Kirk, St. Paul. 
ist V.-P., John C. Koch, Milwau- 


kee. 
2nd V.-P., Brace Hayden, San 
Francisco. 


Sec.-Treas., 
Philadelphia. 

Ex. Com., John Freeman, De- 
troit; Samuel B. Bigelow, Boston: 
P. E. Strauss, Boston; J. D. Moore, 
ne R. M. Dudley, Nash- 
ville; W. S. Wright, Omaha. 

Advisory Board, W. W. Supplee, 
Peiatepals: H. H. Bishop, Eleve. 
land; John Bindley, Pittsburg. R. 
W. Shapleigh, St. Louis. 


Nebraska Retail Hdw. Dealers’ Asn. 
Pres. C. A. Peterson, Oakland. 
ist V.-P. Nathan Roberts,Omaha. 

d V.-P. Alex Meyer, Hastings. 
3d V.-P. Frank Hacker, Friend. 
Sec.-Treas., Harry Hal! Lincoln. 


National Retail Hdw. Dealers’ Asn. 

Pres., W. P. Bogardus, Mt. 
Vernon, O. 

V.-P.,C. H. Miller, Pennsylvania. 
' Treas., M. L. Cor y, Argos, 
nd. 

Ex. Com, H. G. Cormick, Cen- 
tralia, Lil.; Sharon E. Jones, Rich- 
mond, Ind.; T. F. Ireland, elding 
Mich.; L. Lindenberg, Dubuque 
Fowes A. T. Stebbins, Rochester, 
Minn. 


N. Dakota Retail Ndw. Dealers’ Asn. 
Pres., H. N. Joy, Hamilton. 
ist V.-P., H. F. Emery, Fargo. 
2d V.-P., Frank Lish, Dickinson 
3d V.-P., H. B. Allen, Jamestown. 
Sec., C. N. Barnes, Grand Forks 
Treas., W. H. Pinkerton, Lakota. 
Ex. Com., E. E. Elliott, Sanborn; 
H. F. Strehlow, Casselten; Hurbert 
Hartington, Fargo. 


Ohio Hardware Association. 
Pres., W. P. Bogardus, Mt. Ver- 


non. 
V.-P. J. F. Baker, Dayton. 
Cor. Sec., D. R. Burr, Piqua. 
Fin. Sec., W. C. Jones, Columbus. 
Treas., H. A. Waller, Ravena. 
Ex. Com. F. A. Powers, Norwalk; 
Geo. Hartke, Cincinnati ; E. Fisher, 
Wapakoneta; J. C. Snyder, Iron- 
ton; E. M. Potter, Cleveland. 


Pennsylvania Retail Hdw. Assn. 

Pres.,Geo. L. Moore. Brownsville. 

V -P., Geo. J. Rudolph, Pittsburg. 

Sec., J. E. Digby, MeKees Rocks. 

Treas., B. A. Maggine, Braddock. 

Ex. Com., E. E. Lyon, Greens- 
burg; C. N. Savage, California; B. 
A. Maggine, Braddock; C. 
Shroyer, Dawson. 


St. Louis Stove Dealers’ Assn. 
Pres., Wm. H. Hahn. 

ist V.-P., G. A. Pauly. 

2d V.-P., E. L. Wachter. 

Sec., Louis Boehl. 

Treas., E. Wertz. 


Southern Hardware Jobbers’ Assn. 


Pres., W. M. Criimley, Atlanta 
Ga. 


T. James Fernley, 


ist V.-P., John Donnan. Rich 
mond, Va. 

2d V.-P., E. A. Peden, Houston 
Texas. 


Ex-Ccm., Bruce Keener, Knox 
ville, Tenn. ; Chas. Ireland, Greens 
boro, N C.; O. B. Barker, Lynch 
burg. Va. 


Texas Hardware Jobbers’ Assn. 
Pres., J. C. Bering, Houston 
ist V.-P., J. Burnside, Ft. Worth. 
24 V.-P., J. Taylor, Sherman. 
Sec.-Treas., R. Bell, Weatherford. 


Wisconsin Hdw. Dealers’ Assn. 

Pres., L. Findiesen, Green Bay 

V.-P., H. L. McNamara, Janes 
ville. 

Sec.-Treas., C. A. Peck, Berlin. 

Ex. Com., J. Kornelly, Milwau 
kee; E. H. Ramm, New London; H. 
S. Scofield, Sturgeon Bay; R. 
Murdoch, Beloit. 
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THE AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing western 
hardware and metal prices corrected weekly. You 
will find these on pages 84 to 88 inclusive. 
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The Hollenbeck Gun Co. will remove their works 
to Moundsville W. Va. 

A recent fire at Scottsville, Ky., destroyed the hard- 
ware concern of Henton & Lewis. 

The Kane & Owens Hardware Co. are a new Wes- 
ton, W. Va., concern capitalized at $20,000. 

Hugh Russell, an Ashland, Ohio, wholesale hard- 
ware dealer, will shortly remove to Ironton, Ohio. 

Charles A. Jennings succeeds Charles D. Barnes as 
director of the Southington Cutlery Co., Southington, 
Conn, 

Thomas B. Steele, E. B. Dunbar, M. L 
‘W. S. Ingraham are the incorporators of thi 
Hardware Co., Bristol, Conn. 

Robert N. Clyde, Fred L. Palmer and Charles O. 
Geyer are the incorporators of the Medric Company, 
East Orange, N. J., for 
manufacture of hardware specialties. 

William H. White, Henry J. P. Whipple and Levi 
T. Snow are the incorporators of the Bridgeport Knob 
& Lock Co., Bridgeport, Conn., capitalized at $50,000. 


M. Wagner & Co., Waterloo, Iowa, will shortly em- 
bark in the manufacture of hardware specialties. 
They will also erect a two-story factory for this pur- 


re ck and 


Gristoi 


capitalized at $100,000 the 


pose. 
Adair & Son,, Anniston, Ala., 

shovels, scoops and spades on an extensive scale, and 

expect to have their factory in operation by Sept. 15th 


will manufacture 


next. 

F. L. Bartlett, James M. Lambert, Z. b 
vers are the incorporators of the East Chicago Scythe 
& Edge Tool Co., East Chicago, Ind., capitalized at 
$30,000. 

Henry F. Noyes, Bartlett G. Young and Keyes 
‘Winter are the incorporators of the Rotary File & Ma- 
chine Co., 423 Kent avenue, Brooklyn, capitalized at 
$5,000. 

M. A. Hunt, W. D. Hunt and Arthur Stedman are 
the incorporators of M. A. ‘Hunt & Co., Frankfort, 
Ky., capitalized at $150,000 for the manufacture of 


\MechWee- 


wire goods. 

The Fones Bros. Hardware Co., Little Rock, -\rk., 
have disposed of their retail hardware business to the 
City Hardware Co. and will confine their attention 
strictly to the jobbing trade. 

The Lyons Specialty Co., Lyons, la., are meeting 
with heavy sales of the Petersen Everlasting steel barn 
|: This latch is double-acting 


This firm also 


door latch and holder. 
and will hold a barn door open or shut. 
make a steel latch for sliding barn doors on r 

C. Ashmusen, Kings Park, N. Y., has invented a 
door lock which can be readily changed from a spring 
lock to a dead lock, and vice versa. It is not liable 
to be opened by unauthorized persons or unscrewed to 
give access to the mechanism, and is arranged with 
the lock mechanism contained in the doorknob and 
adapted to be unlocked either from the outside by a 
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key in the outer doorknob or from the inside by a 
push-button on the inner doorknob. 


E. F. Hall, Hayes, Texas, has invented a wire fence 
building machine which takes up slack in an unbroken 
fence wire, draws together ends of a broken fence 
wire, so as to permit the ends to be spliced together, 
cuts off surplus wire, and pulls staples from the fence 
posts. 

H. M. Sponenberg, for a number of years in the 
hardware business at Watertown, N. Y., died at his 
residence at 22 Ten Eyck St., that city. The Dozier 
& Gay Hardware & Paint Co., Jacksonville, Fla., have 
changed their style to the O’Donald & Taylor Hard- 
ware Co. 

Tom T. Johnson, formerly buyer for Fones Bros., 
Little Rock, Ark., is again back in the hardware fold, 
much to the delight of his many friends. He has his 
headquarters at Dallas, Tex., and will look after the 
interests of the Pittsburgh (Pa.) Steel Co. in Indian 
Territory, Oklahoma and Texas. 

Col. Morris Belknap, the well-known Louisville 
(Ky.) wholesale hardware jobber and member of the 
firm of W. B. Belknap & Co., has received the Re- 
publican nomination for governor of Kentucky. Mr. 
Belknap is a splendid example of the successful busi- 
ness man, and if elected will make a splendid governor 
for that prosperous commonwealth. 


The editor received a severe shock the other day. 
He received a clever and unique little advertising 
booklet entitled “How the Owl Helped,” showing on 
its cover a large, fine owl, and on opening it was para- 
lyzed to find that it did not come from a certain coy, 
yes, very coy, stove pattern concern. On the contrary, 
the owl in question is one that has guided the 
Churchill-Hemenway Co., 238 East Main street, Gales- 
burg, Ill., hardware dealers, to success—lo, these 
many years. This brochure contains many tips that 
will prove helpful to other hardware dealers. 


The Joseph Dixon Crucible Co., Jersey City, N. J., 
send us a circular calling attention to Dixon’s Eterno, 
an indelible pencil. This pencil has a lead of peculiar 
smoothness and toughness, writes freely and smoothly, 
and it carries and holds a good sharp point. Checks 
can be signed with this pencil, and the signatures will 
be held legal. It is valuable for noting and checking 
business transactions such as salesmen’s orders; buy- 
ers’ receipts, bills of lading, invoices, etc. It is fur- 
nished with and without a nickel point protector. One 
of these circulars will be sent the trade on applica- 
tion. When writing for same, kindly add, “Saw it in 
Tue AMERICAN ARTISAN.” 


The forge, pickling, polishing and finishing depart- 
ments of the Wood Shovel & Tool Co., Piqua, Ohio, 
were destroyed by fire at 9 a. m. July 11th. The steam 
plant, cold-storage house, shipping room and office 
were saved. The loss is approximately $50,000. The 
buildings will be rebuilt and will be made fire-proof, 
and will be enlarged to accommodate an increase of 
double the present capacity. The company expect to 
be in operation again within 90 days, ready for No- 
vember shipment. At the time of the fire the company 
had orders on their books to keep them running until 
the middle of October. H. K. Wood is president and 





general manager of this concern, S. S. Gould is vice- 
president, and Wm. H. Wood, 34d, is secretary and 


treasurer. 
a ee 


THE «1900” BALL BEARING WASHER. 





The accompanying cuts show the “1900” ball-bear- 
ing washer manufactured by. the “1go00” Washer Co., 
Binghamton, N. Y. 
These washers __ re- 
volve on ball _ bear- 
ings. The base and 
frame of the tub are 
made of the best 
hard wood, and the 
tub itself is bound 
with galvanized steel 
wire hoops welded 
by electricity and 
imbedded in the tub 

Fig. 1, 1900 Washer. by a special process. 
The agitator is held by the arm, which is attached to 
— the corner of the wringer 
rack and by a rod which 
passes through the end of 
this arm and down into the 
hub in the center of the agi- 
tator. The tub can be re- 
mowed from the .frame by 
simply lifting it from the 
platform on which it sits in 
the process of washing. 
. The bearings upon which 

Fig. 2. 1900 Washer. this machine turn are as 
perfect as those of a high-grade bicycle or automobile 
and will last a lifetime. In 
operating it the lady turns it to 
the right and to the left about 
half way around each time. To 
make it work as nearly auto- 
matically as possible it is pro- 








vided with two oil-tempered 
coiled springs which engage at 
each extreme point and help to 
reverse the motion. The ma- 
chine moves uninterrupted un- 
til it reaches the point where it 

Fig. 3. 1900 Washer. Should be reversed, then it 
comes in contact with the force of these springs and, 
like the action of a rubber 
ball, bounds back, meeting 
the spring force again at the 
other extremity. 

The clothes are placed in 
the tub and the agitator is 
placed in over them with the 
washboard side down; this 
agitator does not turn. As 
the tub is revolved back and 
forth the motion of the 
washer constantly changes 

Fig. 4. 1900 Washer. the position of the clothes, 
exposing all parts alike to the rubbing surfaces and to 
the atmospheric and mechanical action of the water. 
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PICNIC CHICAGO RETAIL HARDWARE DEAL- 
ERS’ ASSOCIATION. 





The ninth annual picnic of the Chicago Retail Hard- 
ware Dealers’ Association was held at Northwestern 
Park on July 15 last, and was the most successful out- 
door gathering in the history of this prosperous asso- 
ciation. The attendance at this yearly function of the 
association was never so large as it was last Wednes- 
day. The grounds were in magnificent condition and 
the day was ideal. The morning was devoted by the 
picnickers to wandering over the grounds and taking 
chances with the man who gave out rank cigars to 
throwers at his wobbly bunch of dolls, ringing canes, 
or attempting to do so, patronizing the merry-go- 
round and indulging in off-hand games of ball. 

When the first ball game wound up and the players 
were trooping in to lunch a gold-headed cane was pre- 
sented to “Pop” Bennett on account of his many serv- 
ices to the association. 

The dealers then devoted themselves to the various 
contests for prizes, the first prize being a 50-yard dash 
for members only. H. E. Clutterham won the first 
prize in this event, with H. O. McClure second, J. 
Bartholdi third and F. H. Schanze fourth. 

Eggs were shy. One of the judges humorously re- 
marked that the hens were on a strike, and consequent- 
ly potatoes were used instead in the egg race for mar- 
tied women. The lady who carried her substitute egg 
the most steadily, at the same time making the best 
speed, was Mrs. John Dasso. Mrs. W. C. Kerstann 
won the second prize; Mrs. G. A. Ernst third prize 
and Mrs. A. A. Denny the fourth prize, respectively. 

The chafing dish awarded as first prize in the 50- 
yard dash for ladies of 17 years and over went to Lulu 
Sheehan; Eva Engelhardt carried off the second 
prize, Lulu Cook the third and Cora Olson the fourth. 

The hopping race for girls under 56 inches tall in 
short dresses proved quite interesting, the majority 
of the contestants forgetting to hold one foot in the 
hand during the entire race. The first prize went to 
Katie McKeown; the second to Gladys Guldemann 
and the third to Mamie Gieger. 

In the 50-yard dash for married ladies under 26 
years of age Mrs. Lizzie Bender proved the fleetest of 
foot, with Mrs. Haines second, Mrs. Bofinger third, 
Mrs. Sears fourth and Mrs. E. Stein fifth. 

The bag race for boys under 56 inches was produc- 
tive of much tumbling. Emil Griebel did the best 
work under the handicap, with John Morris as winner 
of second prize and Elmer Ludowitz as winner of 
third prize. 

The 20-yard dash for boys and girls four years and 
under was a pleasing sight. Grace Stellermony was 
the first tot to cross the line, with Edna Middlestead 
as second, and Edward Kuny third. 

The rolling race for 10-year-olds, in which con- 
testants had their arms tied, was won by Eddie Han- 
son, who lugged home a four-gallon water cooler; 
Alvin N. Minnick came out second in this race; Stew- 
art Smithson came out third. 

If there ever was a cinch, it was the 25-yard bald- 
headed race for. members only. Four prizes were 
originally provided on the program, and the Allith 
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Mfg. Co. put up $23 worth of door hangers as a fifth 
prize, and as there were only five entries, each man 
was certain of a prize. George Bartholdi beat Fred 
Ruhling by half a length for first honors, while Martin 
Englehardt took third prize, M. Beiersdorff fourth 
prize, and W. Lindberg, the last man to cross the tape, 
received fifth prize. 

The 50-yard dash for girls in short dresses was run 
in three heats. Clara Heinz, Lizzie Gunther and Lena 
Clator were the winners in the first heat. Anna Gei- 
ger, Kathleen Crummey and Irene Peasley were the 
winners in the second heat. Hazel Schafer, Georgia 
A. Hobbs and Minola Gadboys were the winners in 
the third heat. In the run-off the first prize was won 
by Clara Heinz; the second by Lizzie Gunther, and 
the third by Hazel Schafer. 

In the 25-yard backward run, Chas. Englehardt won 
the first prize, C. Hagerup the second, and A. Martin 
‘the third. 

In the three-legged race, the first prize went to C. 
Ellis and A. Brauer, the second prize to A. Mowitz 
and Hugo Sueter, and the third prize to Frank Kel- 
logg and R. V. Schwarz. 

In the drummers’ race, T. M. Denoyer won the first 
prize, H. W. Beegle second, and C. G. Newell the 
third. 

In a special race provided, J. P. Fletcher won the 
first prize,,George Ruhling the second, and R. C. 
Cook the third. This race was for men under 35 years 
old, and the first and second prizes were a money 
jack-pot, while the third prize was a saw donated by 
the Simonds Saw Co., Chicago. 


There was great interest in the “tug-of-war” held 
between the following picked teams chosen from the 
north and south side of Lake St. The north-side 
team consisted of Martin Englehardt, Anchor, H. E. 
Gnadt, C. Dalstrom, W. Siewert, H. Fehr, and J. 
Bartholdi. The south-side team consisted of W. J. 
Powers, anchor; A. J. Engelhardt, H. O. McClure, 
F. H. Schanze, H. L. Peterson and J. H. Bixler. 
Judge Julius O. Becraft rapped with a cane on a large 
tin tray which served in lieu of the conventional pis- 
tol. The north side managed to drop quicker than a 
flash, and although the south made a gallant struggle, 
they were pulled the required five feet. 

The potato race was won by John F. Parker, with 
R. C. Cook second and F. E. Sladden third. As a 
25-cent entrance fee was required in this race, it re- 
sulted in $8.50 being raised for the benefit of the 
Daily News Fresh Air Fund. 

In the target shooting contest, open shot, George 
McDougal had a score of 28; A. Gutgesell, 27; S. M. 
Perrigo, 22; J. H. Hammil, 21, and the four prizes 
were awarded accordingly. 

In the target shooting contest for members only, 
T. Englehardt had 25; C. Dalstrom, 25; J. Bartholdi, 
24; Geo. A. Englehardt, 21; C. W. Neisel, 20, and 
H. A. Gnadt, 18. 

The first prize in the cakewalk was given to Elmer 
Lukowitz and partner, the second to the Geiger sis- 
ters, and the third to Miss Sheehan and partner. 

In the coupon drawing prize, the first prize went to 
873, the second to 1548, the third to 778, the fourth 
to 121, the fifth to 1621, the sixth to 1027, the seventh 
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to 420, the eighth to 913, the ninth to 1410, the tenth 
to 1008. An eleventh prize was also provided. 

All during the day there was widespread interest 
in the guessing contest held by THE AMERICAN ARTI- 
SAN, which gave a prize of a silk umbrella, with ster- 
ling silver trim, to the gentleman who made the best 
guess as to the number of words in the write-up of 
the picnic in the July 18th issue of-the aforesaid paper ; 
a corresponding prize of an eight-inch-deep cut-glass 
salad bowl was provided for the lady making the best 
guess. All during the day the ballot-boxes provided 
for these guesses were visited by hardware men who 
decided to “have a guess with THE AMERICAN ARTI- 
SAN.” There were 684 ballots cast. The smallest bal- 
lot registered a total of 3, while the largest was 40,- 
000,000. The number of words in the account of the 
picnic and the list of the camp followers in attend- 
ance amounts to 2,097. The nearest gentleman’s guess 
to this is that of John C. Dasso, whose guess was 
2,135 words, while the nearest lady’s guess was that 
of Mrs. Dolly Gustuson, who guessed 2,100 words— 
only 3 words over. 

TWIGS. 





There were 769 persons at the picnic. The Vollrath 
Mfg. Co. were distributing some very handsome pipes 
as souvenirs, and a number of the dealers signified 
their intention to smoke up and buy Vollrath ware. 


Fire! Fire! Fire! A number of those at the picnic 
thought at one time that there was a fire in the road 
next to the baseball field, but it was only A. E. Dike 
giving a practical example of what the Liberty fire 
extinguisher could do. 


The Robeson Cutlery Co. were giving away a hand- 
some pocketknife to their friends in the trade as a 
souvenir of the occasion. 

Among local dealers the opinion was freely ex- 
pressed that with next year’s picnic the bars would 
have to be put up, in the matter of the children’s 
contests, making at least a number of them contests 
for children of hardware dealers only, and not open 
to “professionals,” if such a term can be applied to 
fleet-footed children who make it a practice to daily 
attend picnics and carry a prize away on Monday 
for the race at the Royal Sons of the Hotentots picnic ; 
on Tuesday win another prize at the West 108th St. 
Presbyterian Sunday School picnic; on Wednesday 
visit the picnic of the Chicago Retail Hardware Deal- 
ers’ Asosciation; on Thursday lend their valuable aid 
to the Amalgamated Sons of St. Patrick; on Friday 
buy tickets to the Hod Carriers’ Outing, and on Sat- 
urday visit the Happy Halsted Street Eight’s Free Ex- 
cursion. 

M. L. Corey, Argos, Ind., the secretary of the Na- 
tional Retail Hardware Dealers’ Association, was 
among those from outside the city who took in the 
picnic. Mr. Corey has a very wide number of friends 
in the ranks of the Chicago retail hardware dealers, 
and all were glad to see him at the picnic. 

Another out-of-town visitor to the picnic was J. O. 
Becraft, of the Estate of P. D. Beckwith, Dowagiac, 
Mich. Mr. Becraft toiled manfully during the after- 
noon. serving as one of the judges, his particular 
sphere of activity being that of a starter of a large 





number of bunches of eager competitors of different 
sizes, sexes, ages, etc. The general satisfaction with 
which the verdicts of the judges in the races were 
received was largely due to Mr. Becraft’s skill in send- 


ing each field off on an equality with no other aid than 
that of his trusty tea tray. 
The following camp followers were present : 
CAMP FOLLOWERS. 
Batchelder, J. H., Geo. M. Clark & Co., Chicago. 
Becraft, J. O., Estate of P. D. Beckwith, Dowagiac, Mich. 
Beegle, H. W., The Robeson Cutlery Co., Rochester, N. Y. 
Bennett, “Pop,” Reading Hardware Co., Chicago. 
Blum, B., Hibbard, Spencer, Bartlett, Chicago. 
Brucker, M., Chicago. 
Bullen, H. E., Bullard & Gormley Co., Chicago. 
Cherry, Harold E., Russell & Erwin Mfg. Co., Chicaga 
Cook, R. A., The Boynton Furnace Co., Chicago. 
Corey, M. L., Argos, Ind. 
Davison, A. G., The Chicago Hardware Co., Chicago. 
Denoyer, F. M., Perkins & Co., Chicago. 
Dike, A. E., Liberty Fire Extinguisher Co., Chicago. 
Dillon, C. L., Bullard & Gormely Co., Chicago. 
Feddery, Will J., Simonds Mfg. Co., Chicago. 
Filmar, W. H., Hodge & Homer Co., Chicago. 
Freitchie, A., Hibbard, Spencer, Bartlett, Chicago. 
Guldemann, J., Hibbard, Spencer, Bartlett Co., Chicago. 
Hamilton, E. W., Hibbard, Spencer, Bartlett & Co., Chi- 
cago. 
Herman, W. E., Reading Hardware Co., Chicago. 
Johnston, Sidney P., THe American ArtTISAN, Chicago. 
Kennedy, Fred W., THe AMERICAN ARTISAN, Chicago. 
Laughlin, H., New York Belting and Packing Co., Chi- 
cago. 
Loomis, E. C. Rothschild, Meyers & Co., Chicago. 
Lyman, W. B., Brand Stove Co., Chicago. 
MacDougall, Geo. S., Hibbard, Spencer, Bartlett & Co., 
Chicago. 
Nelson, E., Lawson Mfg. Co., Chicago. 
Newell, Chas. G., Cribben & Sexton Co., Chicago. 
Parker, John F., A. J. Lindemann & Hoverson Co., Chi- 
cago and Milwaukee. 
Patten, John V., Chas. Smith Co., Chicago. 
Perrigo, Stephen M., E. C. Atkins & Co., Inc., Indian- 
apolis. 
Roberts, H. H., The Iron Age, Chicago. 
Ruhling, G., H. Channon Co., — 
Rusco, R. M., Dr., Chicago. 
Rusco, W. W., Aboud Cox Stove Co., Chicago. 
Searles, Harry J., J. L. Morris Stove Repair Co., Chicaga 
Sears, A. T., Jr., The Illinois Nail Co. Chicago. 
Selleck, A. C., Chicago. 
Schmitz, R., Orr & Locket Hardware Co., Chicago. 
Schultze, Robert, Chas. Smith Co., Chicago. 
Sinzich, J. J., Geo. H. Bishop & Co., Chicago. 
Sladden, F. E., Allith Mfg. Co., Chicago. 
Smith, H. C., Allith Mfg. Co., Chicago. 
Smith, J. L., Jr., Lisk Mfg. Co., Ltd., Chicago. 
Stewart, P., Hibbard, Spencer, Bartlett & Co., Chicaga 
Streeter, E. T., A. T. Stewart & Co., Chicago. 
Swetman, A. P., Standard Lighting Co., Cleveland, Ohio 
Tressing, E., E. Tressing & Co., Chicago. 
Vollrath, Carl, Vollrath Mfg. Co., Sheboygan, Wis. 
Waller, W., Hibbard, Spencer, Bartlett & Co., Chicago. 
Warren, Frederic H., The Michigan Stove Co., Chicago. 
Wise, Jesse V., manufacturers’ agent, Chicago. 
Woolley, C. A., Cole Mfg. Co., Chicago. 
PS: = Nell 
The South Sharon Tin Plate Mills, South Sharon, 
Pa., have made a ruling that any person who is not 
able to work on all turns must report to the superin- 
tendent and another man will secure the position. If 
it is found that there are not enough healthy men to 
operate the 20 hot mills of the company they will be 


closed down. 
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TEN MILES OF CHAIN PER DAY. 





The Bridgeport Chain Co., Bridgeport, Conn., make 


ten miles of chain per day. Their “perfection” twisted 
link chain has a much higher 
tensile strength than the Ger- 
man twisted link chain, it is 
claimed. Where the ordinary 
chain is welded this is dove- 
tailed by a patent cold swaging 
process. The Brown chain is 










Monarch Sash Chain. 
made from hard-drawn _ steel 
wire. 

The “Monarch” sash chain 
is made from a special bronze | 
metal, which is rolled very Perfection 


Twisted 


cha, hard, and while passing “Syoy. 
through machines is blanked with the grain of the 
metal, giving full strength. 

A distinctive feature of the “Monarch” chain is the 
shape of the links—i. e., they are flattened on the bend 
of the link (see cut), making the chain stronger and 
enabling us to offer a smoother running chain than 
could be secured otherwise, it is claimed. This feature 
of flattening the chain, as described, won for this firm 
a medal and diploma at the World’s Fair. “Monarch” 
metal is thoroughly non-corrosive and its wear-resist- 


ing qualities are very strong. 
tee 


PACIFIC COAST JOBBERS MEET. 





The eighth annual convention of the Pacific Coast 
Hardware and Metal Association met at Santa Bar- 
bara, Cal., on July 8th, 9th and roth. 

The following were elected officers of the associa- 
tion for the ensuing year: President, A. C. Rulofson 
of Baker & Hamilton, San Francisco; first vice-presi- 
dent, T. D. Honeyman, Honeyman Hardware Com- 
pany, Portland; second vice-president, S. C. Schaller, 
Union Hardware and Metal Company, Los Angeles; 
third vice-president, A. S. Burwell, Seattle Hardware 
Company, Seattle; treasurer, John S. Merrill, Hol- 
brook, Merrill & Stetson, San Francisco; secretary, 
Hamilton W. Barnard. Executive committee: A. L. 
Scott, Pacific Hardware and Steel Company, San 
Francisco; A. A. Watkins, W. W. Montague & Co., 
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San Francisco; W. R. Wheeler, Holbrook, Merrill & 
Stetson, San Francisco; George S. Scovel, Lloyd Sco- 
vel Iron Company, San Francisco and Los Angeles; 
Andrew Carrigan, Dunham, Carrigan & Hayden, San 
Francisco; E. H. Kinney, George H. Tay Company, 
San Francisco; William Schaw, Schaw-Hatcher Com- 
pany, Sacramento. Advisory board: Brace Hayden, 
Dunham, Carrigan & Hayden, San Francisco; Henry 
J. Morton, Pacific Hardware and Steel Company. 

Santa Barbara was chosen as the next meeting place 
of the association. 

-~eo- 


‘*‘PARAGON ” CYLINDER WASHER. 





J. M. Gagan & Co., Chicago, are offering to the 
trade the “Paragon” cylinder washer, which has no 
gearings or cog-wheels of any kind on the outside of 
the tub. The clothes are enclosed inside of the cyl- 
inder, which operates inside of the tub on the same 
principle as is used in heavy laundry work, thereby 
preventing the clothes from ever touching the dirty 
water or sediment which naturally settles to the bot- 
tom of the tub. The tub, as well as all parts coming 
into contact with the water, are made of galvanized 
steel, thereby preventing the possibility of it ever leak- 
ing from dry weather or other causes, which in itself 
is a strong point in favor of the machine. They claim 
for the “Paragon” that it has twice fhe capacity and 
will operate with one-half the power and do twice 
the volume of work in the same period of time to 
that of any rotary or other washer now sold, and 
from the business which they are receiving on them, 
it would indicate that their claims are not at all un- 
reasonable. 





Se 


MINNESOTA INSURANCE STATEMENT. 


—’ 


The Retail Hardware Dealers’ Mutual Fire Insur- 
ance Company of Minnesota, of which M. S. Mathews, 
323 Boston block, Minneapolis, Minn., is secretary, 
issue the following statement, showing the splendid 
condition of that concern: 

RECEIPTS TO JUNE 30, 1903. 


Cash on hand December i. . .$17,484.37 

Premiums to June 30. one . 15,058.20 

EO - I ee ee 212.50 

$32,755.16 
DISBURSEMENTS. 

Adjusting losses. eee 

ai Nia i oe tere ea 

DEEN enn dedesdedntetecuues an’ 102.62 

ch ccviltine oa bs dante eet 265.67 

Advertising, printing, stationery.. 302.11 

PE decctkacccnsdesansas ened 535.00 

Ret. premium on expirations...... 96.52 

Directors’ exp. and per diem..... 335-97 

General office expemses.......... 355.92 
ere $ 2,111.83 
Cancellations ....... ns 168.83 
ea a ae 2,466.26 
Cash on hand... , 28,008.24 
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LOSSES INCURRED AND PAID 


Jan. 29, Jas. O’Laughlin, Rolla, N. D...... $ 36.00 
Feb. 7, Hanson Bros., Shelly, Minn...... y: 1,500.00 
March 16, Hall Bros. Co., Lincoln, Neb.......:. . 105.26 
March 31, Sheldon & Co., Thorp, Wis.... sca 
June 20, C. H. Hoton, Hustler, Wis..... ..... 800.00 

OS EE a Tee ern Te 
Insurance in force. . Ser ree Here .-$ 854,430.00 
Insurance written in Tn ss. tsedadewesodll 739,443.00 
Insurance in force Jume 90. ............00-eee00- 1,079,007.00 
Re-insurance reserve...............+- Leamieed 11,500.95 
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Meeting Colorado Retail 


> 


Hardware Dealers 


Association. 


TUESDAY MORNING SESSION. 
Pursuant to call of the Executive Committee, the Colo- 


rado Retail Hardware Dealers’ Association met in general 
convention at Colorado Springs July 7, 1903, at 2:15 p. m., 
at the Alamo Hotel. 

The meeting was called to order by Mr. A. L. Branson, 
president of the association. Mr. F. C. Moys, secretary of 
the association, acted as secretary of the convention. 

3efore announcement of the first order of business, 





Pres. A. L. Branson, Trinidad 

Mr. Barnes, of the entertainment committee, stated that a 
trolley ride would be taken at the close of the session to the 
various points of interest, in company with the members of 
the Lumbermen’s Association, and their ladies, and that fur- 
ther notice would be given of the time the cars would leave 
the hotel after consultation with the committee from the 
Lumbermen’s Association. 

The first order of business being applications and pay- 
ment of dues, it was stated that that matter had been at- 
tended to by the executive committee. 

At this point, Mr. Geo. Wilson, of Florence, Colorado, 
makes application for membership, is accepted, and dues 
paid. 

Upon request for roll call, the secretary stated that a 
list of members with their ladies had been requested by the 
secretary of the Lumbermen’s entertainment committee, and 
asked each member present to give the number accompany- 
ing him, so that suitable arrangements might be made for 
their entertainment. 

A roll call showed many members present. 

The constitution and by-laws calling for the appointment 
of a sergeant-at-arms, President Branson appointed Mr. A. 
Unfug, of Walsenburg, to serve as sergeant-at-arms, and 
the appointment was accepted. 

President Branson: The next order of business is an 
address by the president. Probably the worst feature about 
it is its length; it is harmless. 

(This address was given on pages 26-28, July 11 issue.) 

The report of the secretary being called for, the sec- 
retary said: 





Mr. President, the first thing I should do, would be 
to thank the president for that nice bouquet. I am very 
thoroughly impressed with what the president has said, and. 
some that he left unsaid, that the success of the organiza- 
tion depends on the support you give to it and to your sec- 
retary in the work that has to be done. 


REPORT OF SECRETARY MOYS. 
INCREASING MEMBERSHIP, 


At the close of our organization meeting in February, 
I was instructed by your executive committee to exert every 
effort to increase our membership. 

Since that time I have sent out numerous circular let- 
ters; have had printed the constitution and by-laws. and 
minutes of our last meeting, and mailed them to most of 
the hardware dealers of the state, especially those who were 
not members; have written a vast number of personal let- 
ters, and personally interviewed quite a number of hard- 
ware dealers who were not members with the result that our 
membership has increased as follows: 

Number taking membership at meeting February 16: 


Active 


35 

0 eee ae ind Ah apaig OA tce 13 
Applications approved by Executive Committee: 

econ Fai PE etc: Fa 36 

INE ale cd dh niOee tas Melee cam tS ee 





Secy. F. C. Moys, Boulder. 


Making a total membership at this time of: 
Honorary ee Oe eT Ee eee ee ee 
In obtaining new members | have been very ably as- 
sisted by a number of our members, and desire at this time to 
thank them for their hearty co-operation. 
MEETING NATIONAL RETAIL HARDWARE DEALERS’ ASSOCIATION. 
At its meeting of February 17, your executive committee 
appointed Mr. J. P. Barnes delegate, and myself alternate, 
to the convention of the National Retail Hardware Dealers’ 
Association at Chicago, March 17, 1903. Mr. Barnes being 
unable to attend. I went as representative of this associa- 












































































































tion, and am pleased to report a very interesting and instruc- 
tive meeting. Inasmuch as Colorado was the youngest as- 
sociation represented and, being of an extremely modest and 
retiring disposition, as you all know, I put in most of my 
time as an attentive listener. I presume* you have all read 
the proceedings of this convention in the trade magazines, or 
in the bulletin which Mr. Corey sent to you, so I will not 
dwell on details. 

The officers’ reports, together with statements of dele- 
gates, showed the growth of our organization to be most sat- 
isfactory. There are now healthy associations in eighteen 
states and territories affiliated with the national association. 

PARCELS POST BILL, 

Considerable time was devoted to the diScussion of the 
Parcels Post bill, which was before the last Congress. This 
is a very dangerous»measure “which is fostered by the cata- 
logue houses and will come up during the next session of Con- 
gress. Our line of business is probably affected more than 
any other by catalogue houses, and we should use all honor- 
able means to prevent the passage of this bill. 

Reports from delegates from several states showed their 
associations were operating very successfully. 

INSURANCE COMPANIES. 


Hardware dealers’ mutual insurance companies, Minne 
sota is the pioneer in this and has an enviable record. They 
have paid all losses promptly; have rebated 25 per cent of 
the insurance premiums paid in and have accumulated nearly 
$50,000 as a reserve fund. They expect shortly to begin re- 
bating 50 per cent of premiums. It was decided to organize 
a National Retail Hardware Dealers’ Mutual Insurance Com- 
pany, and a committee was appointed to formulate plan for 
same and submit it to the executive committee, and upon their 
approval the insurance company will proceed to business. 





President W. P. Bogardus, National Retail Hardware Dealers 
Association. 


When this insurance company is launched I shall take a por- 
tion of my insurance in it, and recommend that you all do 
the same 

DELEGATE TO BE APPOINTED. 


Minutes of our last meeting provided for payment of 75 
cents per capita tax in national association. The by-laws 
for the national association provide that each state association 
shall be assessed 75 cents for membership, and 25 cents ad- 
ditional for Hardware Bulletin. I have remitted to the na- 
tional secretary on the basis of 75 cents per capita, and he 
and our national president advise me we may get through on 
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that basis this year, but hereafter we must pay the full 


amount of $1.00 per member. 

The probability is that the next national convention will 
be called prior to our next annual meeting, and you should 
provide for a delegate at this time. A number of the dele- 
gates to the national convention were the secretaries of the 
state organizations, in fact, most of the states sent their 
presidents and secretaries as delegates. 

\ VERY INSTRUCTIVE MEETING 

We had a meeting of the state secretaries with the na- 
ional secretary, to discuss plans of procedure in different 
states and exchange views in regard to future work. I feel 
that this was a very instructive meeting, and I have en- 


deavored to profit by it. At this time the matter of a semi 





W. M. Glass of Lee-Glass-Andreesen Hardware Co., Omaha, Neb. 


annual meeting of state secretaries was discussed, and I call 
your attention to communication from Mr. Corey in regard 
to it. Taken as a whole, I feel that my trip to the national 
convention was not in vain, and I trust that you will feel the 
expense was well expended. 

Since I opened the complaint department, I have been 
surprised at the few who had grievances to report. I was 
under the impression conditions in Colorado were in need of 
great improvement, but it seems most of our members are 
contented with them as they are. 


PROTECTION TO RETAILER. 

A few complaints have been filed, a portion of which 
have been satisfactorily adjusted, while others are under con- 
sideration 

I am negotiating with the Colorado Fuel and Iron Com- 
pany in regard to protection for the retailers. At present 
they protect the jobber but not us. We are glad for the 
jobber to be so protected, but want the retailer to have some 
of the same 

The blacksmith supply houses and the mine supply houses 
have all expressed themselves as glad to co-operate with us 
in protecting the retailer, and have sent delegates to this 
meeting to confer with a committee with a view to arriving 
at some agreement. These delegates should be extended every 
courtesy and consideration. 


HARDWARE AS A SIDE LINE, 


In connection with my work, as well as by personal ob- 
servation, I have noticed several classes of people carrying 
hardware as side lines, who in my opinion, should not, and 
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to whom the hardware jobbers and manufacturers should not 
sell. I refer particularly to department and racket stores, 
drug stores, second hand stores, grocers, furniture stores and 
lumber yards. There are many small towns where the only 
hardwafe carried is in general stores or lumber yards, and in 
such places it is undoubtedly justifiable, but in towns having 
exclusive hardware stores it seems unnecessary and demoral- 
izing to the legitimate hardware business. 


HARDWARE AND LUMBER DEALERS. 


Referring especially to the lumber yards, I will cite a 
condition that exists in our town, and I am told it is the 
same in several other places. The lumber dealers are said 
to have an agreed price on lumber and all building material 
except the builders’ hardware. They will say to a man about 
to build: “I can’t deviate from the price on lumber, as that 
is fixed, but if you will buy your lumber from me, I will 
make you a present of the bnilders’ hardware.” 


| HARDWARE THROWN IN. 


In a case a few days ago the lumber dealer put in the 
hardware at cost and gave the man an order for a $20.00 suit 
of clothes in consideration of his buying the lumber bill. And 
yet these lumbermen think they are not deviating from their 
schedule of prices on lumber. They should cut out the hard- 
ware, as they do not make anything on it themselves nor let 
the hardware man. I would suggest that this convention pre- 
sent a petition to the lumber dealers, in convention assembled 
at this time, calling upon them to discontinue the hardware 
end of their busimess, or at least sell their hardware at a 
reasonable profit. 

SUGGESTED AMENDMENT TO BY-LAWS. 


I would suggest that the by-laws be amended to read 
that the fiscal year of this association be from January I to 
January 1, and that all applications filed with the secretary 
after November 1 of each year be exempt from dues for the 
balance of that year, and that the membership fee in such 
cases cover dues for the ensuing fiscal year. 


EXEMPTION LAWS. 

I would call your attention to the resolution passed at 
our last meeting calling upon Governor Peabody to support 
Senate Bill No. 52 and House Bill No. 34, amending the 
exemption laws. A copy of this resolution was sent Governor 
Peabody, and in due time he affixed his signature to the bill 
and the same became a law. 

The treasurer’s report was then submitted as follows: 








Membership fees $435.00 
Disbursements : 
OE a 
et 
Total $227.20 
a 0 EE id en dais dvalkeeniaeeinadl $207.08 


Of the original 48 members who were enrolled February 
16 all have paid their dues except two active and three hon- 
orary. Of those who joined by application, two active failed 
to enclose their membership fee and same has not been paid. 
We have therefore $35.00 due from delinquents. 

During the reading of the report, the secretary stated that 
the blacksmith supply houses, the Moore Hardware and Iron 
Company, the Dillon Hardware Company and the Baum Iron 
Company, had notified him that they would have representa- 
tives at this meeting, but owing to the illness of one of the 
Messrs. Moore it was impossible for that firm to send a rep- 
resentative, and it was deemed best not to send any repre- 
sentatives unless all could be represented. Also, that the mine 
supply houses had agreed to send representatives; but that a 
letter had been received from Messrs. Hendrie & Bolthoff 
stating it would be impossible for them to be present, and 
from Fairbanks, Morse & Co. saying that they would en- 
deavor to have a representative here. 

Secretary (Referring to lumber yards): Do not get the 
impression that this is the result of connivance on the part 
of Mr. Branson and myself. I noticed he touched on the 
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same thing. 
channel. 

On motion of Mr. Wallace, duly seconded, the report of 
the secretary-treasurer was adopted by unanimous vote of 
members present. 

Stated by the president that the appointment of an audit- 
ing committee will be deferred until the regular meeting of 
the association at Denver during the month of February, 
1904. 

The following committee on resolutions was appointed 
by the president and requested to report to-morrow (Wednes- 
day) afternoon: j 

Messrs. Geo. Wilson, Florence; A. W. Morrell, Cripple 
Creek, and J. H. Linder, Golden. 

Animated discussion of the secretary’s report followed. 
which was participated in by many members, the especial 
point being the supplying, by jobbers, of hardware to black- 
smiths, mining men and other consumers, this cutting out 
the legitimate retail trade and profits, and plans of redress 
and amicable agreement of this matter were suggested. Con- 
siderable correspondence had by the secretary with various 
jobbers throughout the country bearing upon this point was 
also read. 

The question of insurance of the retail hardware dealers 
was also discussed from a very favorable standpoint, and 
mention made of the success which had attended the insur- 
auce company formed by the retail hardware dealers of Min- 
nesota, and also of the fact that the matter of insurance was 
now wnder consideration by a committee of the National Re- 
tail Hardware Dealers’ Association. 

At the close of this discussion the president announced 
that Mr. Bogardus, president of the National Retail Hard- 
ware Dealers’ Association, would be present in the morning 
and would address the convention, and following his address, 
the convention would go into executive session 

All members were requested to hand in their railroad 
tickets to receive the proper signature, that all members re- 
turning to their homes might be enabled to secure the one- 
fifth rate offered by the railroad companies for return passage. 

Mr. Barnes, of the entertainment committee, now an- 
nounced that the car would be at the hotel in five minutes. 

On motion, duly seconded, the convention adjourned until 
July 8, 1903, at nine o’clock. 

Adjourned meeting of the convention called to order at 

WEDNESDAY MORNING SESSION. 

Messages of regret at not being able to be in attendance 
were read from Mr. L. C. Jakway and Mr. Ellis. 

Letter was also read from Mr. L, G. Jakway and one 
from the Retail Hardware Dealers’ Mutal Fire Insurance 
Company of Minneapolis regarding literature of said com- 
pany sent to the convention for distribution, and letters from 
Mr. Maxwell and Mr. Mayer of the executive committee, re- 
gretting inability to attend the meeting of the association. 

At the request of the president, Mr. Unfug, sergeant-at- 
arms, escorted Mr. Bogardus, president of the National Re- 
tail Hardware Dealers’ Association, to the platform. 

The president said: Gentlemen, we have present with 
us this morning, I am happy to say, an old hardware man, 
a man who has spent a long life in the retail hardware busi- 
ness; he is one of the pioneers among the hardware dealers. 
I will now introduce Mr. Borgardus, president of the National 
Retail Hardware Dealers’ Association, who will address us 
as long as we can induce him to talk. (Applause.) 


It just shows that great minds run in the same 


IMPORTANCE OF LOYALTY. 

Mr. Bogardus: The only compensation a man gets in 
coming 2,400 miles is the hearty reception you gentlemen 
give me this morning; but I realize this, however, it is not 
I to whom you are giving this reception, but the association 
with which you are affiliated, and to which, as it develops, we 
all feel the importance of being loyal and aid it in every 
possible way in its efforts to advance the cause of the retail 
hardware men of the United States. 

A man, an American, is of no earthly use unless he can 
talk, and is never happy unless he is talking, so what I have 
to say this morning I have written out. Mr. Corey wrote 
me and wanted a copy of the address, or whatever I had to 







































































say to the hardware men of Colorado, and on the 4th of 
July morning, with the temperature at 88 degrees in the 
shade, that it was a pity to come away out here all this long 
distance and talk to you gentlemen in a rambling sort of way; 
so I just took off my coat and vest, and took my typewriter 
down cellar and went to work. 


ADDRESS OF PRESIDENT BOGARDUS. 


GREETINGS OF NATIONAL RETAIL HARDWARE DEALERS’ ASSOCIA- 
TION. 

It is a source of great pleasure that I am permitted to 
be with you to-day. As president of the National Retail 
Hardware Dealers’ Association I bring you its greetings, with 
the hope that your organization may grow and prosper until 
the anticipations of its organizers may be realized, and it shall 
become a power for good throughout your entire state. 

FORMATION OF OHIO HARDWARE ASSOCIATION. 

Ten years ago thirteen hardware men irom different parts 
of the state of Ohio gathered together at Columbus, O., to 
compare experiences and to see if some method could not be 
devised so that some of the evils threatening the prosperity 
of the retail trade if not abolished, could be largely mitigated. 
The result of the conference was the organization of the first 
Retail Hardware Dealers’ Association in the United States. 
From this small beginning has developed associations in nine- 
teen different states, and these are affiliated together in the 
National Retail Hardware Dealers’ Association. And when 
the membership has become what it should be over twelve 
thousand hardware dealers will be back of the national as- 
sociation. What a power they will have, and what an in- 
fluence they can exert. 

CIN BONO. 

But some may say, to what end is all this? Why this 
labor and expense? During the closing years of the 19th and 
the opening years of the 20th century, new methods of doing 
business have arisen. Methods at variance with all precon- 
ceived notions of what was right and proper. To meet these 
new ways and to control these so that the injury arising from 
them might be counteracted, to a very large extent, is one 
of the objects of our labor in organizing the hardware trade 
throughout the country. And if 1 might be permitted to say, 
it would be a good thing if every other line of business were 
organized. In these strenuous times there is nothing done, 
but by combination. Organized efforts are the ones that meet 
with any degree of success. The individual is swallowed up 
by the company. The company is absorbed by the organiza- 
tion. The organization is taken in by the trust, and the trust 
is merged into the monopoly. To meet these conditions 
come, of necessity, counter combinations There is some- 
thing appalling in the thought that there is such a power, 
with such vast amounts of capital in the hands of so few 
men. And yet even this has its compensations. The pos- 
session of great power is very apt to bring with it a corre- 
sponding degree of responsibility, and to inspire an amount 
of prudence, and caution in the use of the power that makes 
it a conservator of the peace and of prices, rather than other- 
wise. 


DISTURBING ELEMENTS IN TRADE. 


And so, we come to look with a degree of complacence 
upon the great combinations that a few years ago we should 
have regarded as impossible. But there are other disturbing 
elements in trade that demand our most careful attention and 
consideration. It is reported of an old Quaker whose son 
was about to leave him that his parting admonition was: 
“My son, get money; honestly, if you can, but, get money.” 
We have to-day as competitors men who are adopting that 
rule as a guide in their business methods. It is trade that 
they want, and the end justifies in their eyes, or seems to, any 
methods that will bring the desired results. 


A WRONG IDEA. 


They are strong advocates of the idea that quantity makes 
the price—an idea that is wrong in principle and practice. 
Taken with other things quantity should have a strong in- 
fluence in making prices, but as a bare proposition, quantity 
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by itself should not make the price. To illustrate: A manu- 
facturer is approached by a party who wishes to buy goods. 
The manufacturer’s output will amount to, say one million 
dollars a year. The party says: “I will take one hundred 
thousand dollars’ worth of your goods, and will pay you spot 
cash for them, ‘provided I can get the price. I expect to 
sell them for cash and I have the cash to pay for them, but 
I must have a very low price. My trade, whatever I may get, 
must come from all over the country. I cannot hope to have 
the trade that I want unless I can undersell the retail mer- 
chants all over the country. I must disorganize their prices. 
[ must create a doubt in the minds of those who have been 
patronizing the retail trade. I must try to make them think 
they have been robbed by their home merchants. I want 
to put on my catalogue ‘I am the price maker of the coun- 
try.’ If men want goods cheap they must send their money 
to me and I will give them what they want. I want prices so 
that I can cut the selling price down so that there is no 
living profit for the retailer. My success depends upon my 
ability to cripple the retail trade of every part of the country. 
[ will send my catalogues to every town, and hamlet, and 
farm house, in all this broad land I will advertise your goods 
all over and create a demand that has never before been 
heard of. I will introduce your goods into communities 
that have never heard of them.” 
YIELD NOT TO TEMPTATION. 

[he temptation to make such a large sale to one person 
and get the cash is too great for the manufacturer, and the 
goods go ovt at a price that I am satisfied would give the 
balance of that manufacturer’s trade something to think about. 
Now the manufacturer has disposed of one-tenth of his out- 
put. He makes goods that there is an almost universal de- 
mand for. They have been advertised by the retail trade 
in every part of the land. Wherever there is a little store 
you will find his goods upon the shelves. The goods need no 
advertising, for they are universally known. And that is 
the reason the party is so anxious to have them. The retail 
price of them is almost universal. Every one knows the 
price. It has been the same for years. Here is the oppor- 
tunity that the party has been looking for. He will buy 
these goods and he will put them upon the marekt at a price 
as low, if not lower, than the retail trade of the country can 
buy them. When these prices go out there is consternation in 
the minds of the retail traders. They are not able to meet 
the prices and live. 

WHERE WILL JOBBER GET HIS TRADE? 

The manufacturer has still nine-tenths of his goods un- 
sold. He has not less than one hundred and eighty customers 
to whom he expects to dispose of the balance of his goods. 
There are none of them that buy one hundred thousand 
dollars’ worth, and as price is regulated by the quantity, they 
cannot expect to get their supplies as cheap as the first cus- 
tomer. Now, these one hundred and eighty customers must 
sell the goods they have bought and they are relying on the 
retail trade to help them to dispose of them. But the party 
who bought the hundred thousand dollars’ worth is satisfied 
with the amount of profit that the one hundred and eighty 
customers are asking the retail trade, and he goes to the 
consumer and offers goods at jobber’s prices. Where is the 
jobber going to get his trade? The retailer cannot buy of 
him. The fallacy that price is regulated by quantity has put 
a club into the hands of the party who bought one-tenth of 
the manufacturer’s output to beat out the business life of the 
other nin-tenths of the manufacturer’s customers, and finally 
to break down the manufacturer’s business. 

A CURIOUS ILLUSTRATION. 

A curious illustration of this came to my knowledge the 
other day. Letters had been written to a number of business 
men in several states as to the prices on certain goods. A 
remarkable unanimity was noticed in the replies. “We do 
not handle the goods. We are selling other makes. Twenty 
years ago we did not know of the other make. To-day they 
are being scattered broadcast.” 

AN EVOLUTION IN BUSINESS METHODS. 


There is in these present times an evolution in business 
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methods. The happy-go-lucky methods of the past are dead, 
and the sooner we realize the fact and take up with the new 
ways, the more money we will have. New systems of various 
kinds are in vogue, and we must adopt them if we wish to 
keep along with the rest. How shall we find out what these 
new ways are? By organizing and attending state associa- 
tions; by keeping in touch with our neighbors; by putting 
away the idea that our competitors are our bitter enemies, 
and have no right to live and do business in the same town 
with us. By realizing that the other fellow has just as good 
a right to live as we have and that we should be his friends, 
rather than his enemy. That there is a better chance to make 
a living when your friends are in business as your competitors 
than there would be with your enemies as competitors. 


IN UNION THERE IS STRENGTH. 


And then, there is this most important fact to recog- 
nize, that in union there is strength. Not for the purpose 
of browbeating, but for the purpose of asserting our rights 
in such a way that they will be recognized and respected. 
We must ever take into consideration the weakness of hu- 
manity, and, in fact, of all living things, that the strong 
will impose upon the weak. And so we—the retail trade of 
the country—the little fellows, need to associate ourselves to- 
gether that our wants may receive a respectful hearing and 
that our need be recognized. But some may say, where 1s 
the profit in my coming a long distance to attend a state as- 
sociation? When I go home I am out so many dollars. 
Where is the profit? The ills you came here to correct did 
not come about in a minute. They are the growth of years, 
and to counteract them and to neutralize their power for evil 
will take a long time. So patience must have her perfect 
work if anything is accomplished. Whatever remedies we 
undertake to apply must be applied with a power too strong 
to be overcome by the evil. We must expect resistance, but 
if our union is strong; if our organization is perfected, and 
if, not least, our cause is just, we will finally crown our 
efforts with victory, and piracy and misstatement and mis- 
representation will have an end. 

President Branson expressed encouragement for the Colo- 
rade association if the national association had, from the small 
beginning of thirteen representatives, been enabled to become 
so powerful a body, wielding such a great influence, repre- 
senting over 12,000 members, retail hardware men of the 
various states and territories. 

The convention then went into executive session. 

At 12 o'clock the convention, on motion, adjourned to 
meet at 2 o'clock p. m. 


WEDNESDAY AFTERNOON SESSION. 


Two o'clock p. m., July 8, 1903, the meeting called to 
order by President Branson. 

Before proceeding with the order of business, tickets for 
the entertainment at the Broadmoor Casino were distributed 
to the members present. Also tickets for the trip to Cripple 
Creek on Thursday, July 9, were distributed to the members 
wishing same. 

Mr. President: The next order of business is an address 
by Mr. J. M. Killin, of Pueblo. Mr. Killin is limited to two 
hours for the reading of this paper. Mr. Killin, you will 
please come forward. 


ADDRESS. 
SURE OF ASSOCIATION SUCCESS. 

It pleases me to be with you this second meeting of your 
association. It now assures its success; it is a positive thing. 
In your next meeting at Denver in February I hope to see 
several hundred. I am as positive of the success of this 
association as the criminal was of the jury before which fie 
was tried disagreeing, and I wil! tell the little story. This 
is supposed to be a trial that is among one of the possibilities 
of the next 20 years. The trial had lasted several days and 
had come to an end. The judge had charged the jury and 
they had retired to the jury room to consider and render a 
verdict. The criminal stood by himself in an apparently 
gloomy mood, and his attorney went up to him and told him 
to be cheerful, as he thought the strength of his argument 








had won some of the jurors, and the least he could expect 
would be that they would disagree. The criminal, looking up: 
at his attorney in his own inimical manner, said: “Yes, it is 
a leadpipe cinch that they wil] disagree.” The attorney 
looked at him in surprise, and he was so taken by surprise 
he hardly knew what to say, but, being a professional man, 
he had to say something. He said: “I think so myself; but 
what makes you so sure?” “Why,” he says, “can’t you see 
that two members of that jury are a man and his wife?” 


CANNOT GET ALONG WITHOUT EASTERN JOBBER. 


Now, gentlemen, your worthy president has given me 
the subject of “The Colorado Jobber” and I think it more 
fitting than the eastern jobber, but do not at present see how 
we can get along without the eastern jobber. They are a 
class of gentlemen it is a pleasure to meet anywhere, and it 
is a genuine pleasure to meet men of the calibre of those large 
eastern jobbers of those large eastern houses of St. Louis and 
along the Missouri river. I had not met Mr. E. C. Simmons 
for about eight years and I was strolling along the streets 
of a town in Wisconsin, with about 40 pounds of black bass, 
when some one said, “Hello, Killin,” and there was Simmons. 
It is said of him‘that of all customers who have been intro- 
duced to him, he knows their names and places of business, 
and these little attentions and courtesies are certainly appre- 
ciated. 

COLORADO JOBBERS GROW PROPORTIONATELY. 


I wish to say that so far as the jobbers of the west are 
concerned, I think the Colorado jobbers occupy the same posi- 
tion towards this territory as the Missouri river jobbers did 
20 years ago. The Colorado houses are getting the same hold 
the Missouri river houses had years ago. The houses of 
this state are growing proportionately with the houses of the 
east, and we can point with credit to several of the houses 
we have. One of our houses in Colorado now has a large 
catalogue, and it is no doubt to be found on the desk of 
every one in front of me. That is the Tritich Hardware 
Company of Denver. I do not wish to draw the line in any 
way, shape or form, but I do not wish to have the Colorado 
jobbers appear here as objects of pity. We have retail de- 
partments for home use, and there is where we make our 
money, in spite of the friendly feeling that exists between the 
eastern jobber and the western. I will cite a few advan- 
tages we have over them: 

HE PAYS THE FREIGHT. 

In ordering goods from a Colorado jobber, you get your 
goods within a few days, instead of days or weeks. The 
Colorado jobbers, like Jones, “he pays the freight.” You 
have your option of 60 days or 2 per.cent discount for cash. 
In either way you get the benefit. If you take advantage of 
the 60 days, then you have 60 days on your freight instead 
of having to pay spot cash when received. I don’t want to 
appear to be too strong in order to make, comparisons; some- 
times you have to strengthen up the argument a little bit. 

SHOULD BUY AT HOME. 

Privately, I think the Colorado retail hardware dealer, 
everything being equal in the way of prices, terms, etc., who 
sends his orders to a distance instead of buying them from 
the home dealer places himself in the same position as the 
consumer who buys of the eastern catalogue house instead of 
buying of the home dealer. That may be a little strong. 
The more the Colorado jobbers are encouraged, the larger 
stock they will carry. 

SOURCE OF COLORADO JOBBING PROFITS. 

Only a few years ago no one thought of buying his stock 
at home; like the consumer, he enjoyed the sensation of send- 
ing off. To-day 75 per cent is supplied by the Colorado job- 
bers. The Colorado jobber gets his profit out of the small 
additional discount he receives in tonnage and freight, and 
is willing to take these small margins as his share of profit. 

I have had a little correspondence with quite a number of 
the eastern ‘houses, and it seems to be the sense of all of 
them to openly agree to protect the retailer. 

(In support of this statement the speaker read a letter 
from the manufacturers of the Winchester rifle.) 
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SHOULD GIVE PREFERENCE TO HOME JOBBERS. 

Now, gentlemen, this is one of the strong points I want 
to make here to-day. It has always been my policy to pro- 
tect the retailer, but there are a number who do not, but it 
is coming tv the point where I believe that protection can 
be enforced, and along these lines I have prepared a little 
resolution, which I shall leave to your consideration: 

Resolved, That it hereby is, and in the future shall be, the 
sense of the Colorado Retail Hardware Dealers’ Association, 
both collectively and individually, that they extend their 
patronage, and give preference in the purchase of their wants 
for hardware to the manufacturers and jobbers who have in 
the past, and will continue in the future to show substantial 
evidence of their appreciation of the business received and to 
be given, by protecting the retail dealers to the extent of re- 
ferring all inquiries or orders received from customers to the 
local dealer or dealers in the town or locality from which the 
inquiry is received. 

(Signed) The Colorado Retail Hardware Dealers’ Asso- 
ciation. 

I desire to thank you for the attention you have given me 
in listening to a rehash of things you have heard frequently. 


A CLEVER TOAST. 


In conclusion, I wish to say I sHall endeavor to be with 
you at the meeting in Denver, and hope that every one of 
you will take this matter up. and make the great charge. 
While the attendance is not as large here as it ought to be, 
yet the enthusiasm has been great, and perhaps that is as 
well. 

In conclusion, I will offer a little toast: 

“Here’s to you in bright sunny weather; 

Here’s to you in dark cloudy weather; 

In sunshine or in rainy weather, 

Here’s to the Colorado Hardware Dealers 
Now and forever.” 

There being no discussion of the address of Mr. Killin, 
the next in order was the reading of a paper by Mr. L. C. 
Jakway, Durango. Mr. Jakway not being present, the paper 
was read by the secretary. 


“LOOSE LEAF FORMS AND METHODS OF KEEP- 
ING ACCOUNTS.” 


THE ONLY SYSTEM FOR A HARDWARE BUSINESS. 


While various manufacturers have been setting forth 
the advantages of loose leaf systems for years, the average 
business man has “shied” at them as some new-fangled com- 
plicated scheme needing an expert bookkeeper and red tape 
without end. Four years’ experience with loose leaf books 
and forms have convinced me that it is the only system 
adapted to a business carrying such varied lines as hardware 
embraces. Like most new things, a strong prejudice exists 
in favor of old methods that are well understood, and, for 
want of knowledge of something better, we are apt to stick 
to old lines. But these are days of expansion, and a dealer 
with a small stock one year may find conditions warranting 
a business of many times the original size next year. Ware- 
houses have to be provided for, usually located at some dis- 
tance from the retail stocks, larger store rooms are required, 
extra clerks are added, goods are delivered for miles, neces- 
sitating more teams, new lines are found to be advisable to 
take on to keep pace with the procession, and suddenly the 
proprietor finds that he has so much business that the bulk 
of his time is taken up with buying goods and attending to 
correspondence, that he cannot watch small details, and so 
much for his assistants to do that it is impossible to keep 
track of stocks, particularly if sales are made from branches 
or if cash sales of goods delivered are not itemized. 


12,000 ENTRIES. 


Nothing is more discouraging to an employer than to 
find that he is out of staple articles simply. for want of a 
memorandum of stock in time to order. Nothing is more dis- 
astrous than failure to deliver goods on time that have been 
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sold. It seems to be an unwritten law that anything that 
cannot be found elsewhere should be kept in a hardware 
store. The name “Department Store” would not do a mod- 
ern hardware store justice. Any ordinary man could not 
commit to memory the names of all the departments. The 
writer recently helped inventory a very ordinary stock of 
hardware in a mining camp of this state, and in using the 
utmost care in condensing the work over 12,000 entries were 
made. To simplify the methods of handling such stocks, 
and to devise means of overcoming every obstacle as met, 
has been the writer’s earnest effort for the past ten years. 
AFTER TELEPHONE WAS INSTALLED. 

We started out, as I venture to say nine out of ten busi 
ness firms do, by having the usual day-book or blotter, sales- 
book or journal, a cash-book and a ledger. As lumber 
dealers of about five years’ experience, we had found delivery 
books printed in triplicate with the carbon sheet in connec- 
tion with the other books referred to, well adapted to that 
business, so we continued it when we added hardware and 
other lines. In a short time a telephone service was installed 
in our city and we soon found a great many orders coming 
into us by this modern convenience. But we found that if 
We were to keep proper records of our business we must 
have additional office force, which meant more expense, and 
it was to avoid this and yet to maintain a complete record 
and system that we began to investigate the various methods 
suggested by hardware and lumber journals and manufac- 
turers of stationery. So far as I know, the credit for im 
proved methods is due mostly to the manufacturers, as | 
have yet to find what I call a complete system set forth in 
any of the trade journals. 


THE HISTORY OF AN ORDER, 

To go back to the telephone, the history of an order 
was about as follows: The order was taken on a scratch 
pad (wrong to start out with, as by all means a telephone 
book should be kept at every telephone for all orders); from 
the scratch pad it was copied to the day-book, from the day- 
book to the team delivery book, next (after some usual cor- 
rections had been made after delivery) it was copied in the 
sales-book, and finally in due course reached a ledger page. 
During the time the order taken by ’phone is being entered, 
a customer in the store calls to leave an order, so after a 
while a second day-bodk is started for the store, and if the 
business is of much magnitude a third is soon found neces- 
sary, and the first time a customer wishes to refer to his 
account all of the different books have to be rounded up 
until a man’s patience is tried in trying to ascertain where 
a certain item was delivered on a certain day, by whom or- 
dered, delivered and receipted for. 

WITH THE LOOSE LEAF SYSTEM. 

What would happen with a loose leaf system would be 
as follows: Blocks of bills printed in three different colors. 
provided with carbons, are distributed at the ’phone, at vari- 
ous places in the store, at the warehouse or wherever goods 
may be sold, regardless of quantity, and sufficient for as many 
clerks as the business may require. These bills should have 
ample space for delivery or shipping instructions, how order 
is received, by whom received and delivered, date and hour. 

The order is taken on these bills, the duplicate and trip- 
licate going to a delivery or packing slip, the original never 
leaving the store. The order is never copied, our experience 
proving that more mistakes arise from copying than from 
any other cause, besides the waste of time and material. 
Duplicate and triplicate bills are sent with all deliveries, the 
duplicate being left with the customer, the triplicate receipted 
original, any changes corrected, and these copies filed in 
and returned to the office, where it is compared with the 
separate binders. 

ALL DAILY BILLS COPIED. 

Three writings have been saved. The account could 
now be posted direct to the ledger, but the custom of render- 
ing a monthly statement itemized has been so general that 
most firms find it advisable to copy all daily bills to a regular 
bill head form printed, perforated and bound, with a carbon 
and sheet of blank paper which constitutes a permanent 
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binder. Bills being written up daily, customers’ bills for the 
month’s purchases are always up to date, so that the full 
itemized bill is always ready and at the end of the month 
are all made out ready to be footed and torn out and the 
footing only posted, requiring one posting a month for each 
account. The footings on the carbon copy may be carried 
forward monthly to show the monthly and yearly sales, un- 
less these are carried through the latest type of cash regis- 
ters, as some prefer. 


A COMMERCIAL CEMETERY, 


A business man of unquestioned ability said to me re- 
cently that he liked to have a ledger last indefinitely, and 
showed me a large cumbersome affair with dirty leaves and 
dead matter enough in it to warrant sending it to the under- 
taker. With a loose leaf he would take out and file away 
at stated intervals all accounts that had been closed. Carry 
to a suspense sheet old delinquent accounts, and he would 
have his ledger filled with live, active business only, and one 
that would outlive him. As fully as great convenience is 
the loose leaf as applied to other departments. When we 
first started our cost book we bought the largest and best 
bound one that we could find, and before it was half filled 
we found ourselves erasing and correcting that book, and 
finally discarded it the moment we saw a loose leaf. We 
have used these books three years. Instead of having one 
book, which is usually at the ‘wrong end of the store, we 
have four cost books and the four cost us no more than the 
one large one we had formerly. Four copies are made at 
one writing, either by typewriter or pencil, and all market 
changes are made by insertion of new sheets. 

STOCK BOOK. 

Cost, job, wholesale and retail prices are given on all 
articles entered in the cost book, and a copy, together with 
the stock book, are always within reach from the telephone. 
The stock book is almost equally important. A representa- 
tive of a well-known stove manufacturer said to me recently 
that he did not get a certain dealer’s order while in this city 
about a month ago because he had to take stock and see what 
stoves he carried over. I asked if he did not keep a stock 
book and he said no. Numerous dealers have told me they 
did not believe a stock book could be kept that would be any 
good. On the contrary, it can and would be if started right. 
All goods kept in warehouses, and a large part of those in 
basements, as well, the same lines on the floor should by 
all means be kept in a stock book. To keep the stock book 
up-to-date it should be checked against daily sales, and every 
sale made from a branch yard or warehouse should be 
itemized. Also all sales of such goods as are delivered from 
the store are entered on the daily bills, and the only possible 
leak would be a purchase that might be rung up in the regis- 
ter and no itemized bill given; but such sales are usually for 
small articles, not as a rule carried in stock books. Occa- 
sionally discrepancies creep in, but not in any degree to over- 
come the great advantage of being able to tell in a moment 
how many rolls of a certain kind of paper, or barrels of ce- 
ment, stoves, refrigerators, nails, wire, or a hundred differ- 
ent things you may be asked about by some customer at 
the other end of a long-distance wire, and if you don’t know 
and your competitor does, you are likely to get left next 
trip. 

Stock books are best started from inventories, and cer- 
tainly no system compares with the loose leaf for this work. 
Any number may take stock at the same time in different 
places. Sheets are assembled, numbered and filed in a binder 
which will hold several years’ work. Each inventory should 
be provided with an index which renders the inventory very 
valuable throughout the year. 


THE BEST INVESTMENT. 


No matter how good your books are, if you are not 
using a loose leaf I would order immediately. In my judg- 
ment, it is the best investment one can possibly make. You 
will find it economical in the end, in not only the saving of 
stationery, but of valuable time. We all know the value of 
an original entry. Formerly if we had occasion to go into 
court we had an express wagon to cart the books. Now I 










































































































stick a few loose leaves in my pocket and our books are not 
inspected by a judge or jury, but only the account in ques- 
tion. One word of caution: If you adopt the loose leaf 
system for sales and use it as you are likely to for receipts, 
cash sales, etc., be sure to have the bills numbered by the 
printer, and never allow an original or triplicate destroyed. 
Some may be spoiled by clerks not familiar with the system, 
but these should be marked void and put in the files in reg- 
ular order. A triplicate may be spoiled occasionally, but for 
such cases you have the original. I understand it is the 
custom of some users of the loose leaf daily charge slips to 
number the bills after reaching the office and having been 
put in the file. To such I would say we paid dearly for our 
experience in this respect, and since that time all our bills 
are numbered, and we experience no difficulty in keeping our 
files in shape. Without being numbered it is possible for 
any employe to destroy any amount of bills without detec- 
tion. There is nothing safer than the carbon receipt if it is 
numbered, but without numbers, with the other copies de- 
stroyed, the chances of detecting dishonest practices are very 
slim. 

In conclusion would say that these remarks are based 
almost entirely upon our own experience, and I would be 
glad to hear from others, or to have the subject discussed 
with a view of bringing out features I have omitted or am 
not acquainted with. 

ROOM FOR REFORM. 


I had some hesitancy in choosing such a dry subject, 
but in our section I have found so few merchants using forms 
that are labor-saving and up-to-date that I could think of 
nothing in the range of my acquaintance with the trade where 
reforms are so urgently needed as in a thorough, compre- 
hensive system of accounts, giving at once all the information 
that could be reasonably expected in a business with such 
great diversity of lines, and yet so systematized that almost 
any employe can ascertain in the least possible time the in- 
formation desired. 

If I have made any suggestions that will lead up to an 
investigation of a system that I believe will be almost uni- 
versally adopted and commended, I shall feel well rewarded 
for my efforts in this direction. 

President Branson: Learning through Mr. Vinacke that 
Probably Mr. Glass might be in Colorado at the time of our 
convention, I wrote a letter to him inviting him to make a 
few remarks were he in Colorado at this time. Mr. Glass is 
present with us and will now address the convention. 

Mr. Glass: Mr. President, and gentlemen of the Colo- 
rado Retail Hardware Dealers’ Association, I feel that it is 
indeed an honor to be permitted to say anything to so in- 
telligent a body of men as I see before me to-day. Through 
the kind invitation of your worthy president I am permitted 
to-day to give a few of my ideas in relation to the jobber 
and the retailer. 


THE RELATION OF THE JOBBER TO THE 
RETAILER. 


AN INTERESTING STUDY. 

The relation of the jobber to the retailer is an interest- 
ing study, and their relations ought to be and are very im- 
portant ones. There could be no jobber without the re- 
tailer, and the retailer would find it very awkward without 
the jobber. They are both a necessity to the successful ex- 
istence of each other. 

DEMANDS OF RETAILER ARE GROWING GREATER EVERY YEAR. 

The jobber’s main relationship to the retailer is prompt- 
ness in shipments and ability to fill orders completely. The 
demands of the retailer are growing greater and greater each 
year, and under these conditions the jobber is compelled to 
give better service and deliver goods in better shape than 
heretofore. The service must be quicker and stocks must be 
better assorted and larger. It is the jobber’s province to 
assemble the thousand items from as many different sources 
and distribute them through the retailer. The jobber is a 
convenience for the benefit of the retailer (and incidentally 
some benefit to himself), and the interests of both being 
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mutual, the relations are harmonious, and there should be no 
cause for strained conditions. 
THE MOST ACCESSIBLE SOURCE OF SUPPLY. 

I think the retailer, as a rule, considers the jobber as 
the legitimate and most accessible source of supply. The re- 
tailer would find it awkward, indeed, without the jobber, for 
he cannot afford to send away down to Connecticut or Penn- 
sylvania for one dozen rim locks and one dozen mortise locks, 
or to, Milwaukee or St. Louis for one dozen pie plates and 
one dozen galvanized pails, although if any of you are in 
the market for a case of locks or a gross of galvanized pails, 
you will find numerous factories willing to accept your order 
direct. 

QUANTITY BUYING. 

You all know the catalogue houses have found open 
arms among the manufacturers. It is quantity only that 
makes a jobber in the eyes of some of the manufacturers. It 
is purely and simply volume that marks the line. So if your 
business is large enough to divide your purchases up, and 
the manufacturer agrees with you, then you are a jobber, and 
your troubles will have just begun. But the good judgment of 
the retailer will not allow him to be carried off his feet by the 
alluring prices quoted to the quantity buyer and be led into 
taking on gross lots when dozen lots would suit his capital 
and demands much better. You cannot do without the jobber. 
You must have a source of supply near by. You make your 
money on what you seli and deliver, and not on what you 
have en route or what you have bought at a bargain and 
was not shipped until the season was nearly over. You have 
troubles enough already without adding thereto the terrify- 
ing tank of buying each item only from the house that makes 
it. 

CO-OPERATION OF RETAILERS AND JOBBERS. 

The formation of your association was certainly a step 
in the right direction, and must inevitably lead to a clear 
defining of the relative positions to be occupied by the manu- 
facturer, the jobber and the retailer. I hope that retail as- 
sociations will continue to be formed, and that they will exert 
their influence for the benefit of their members, and through 
the medium of these associations establishing relations alike 
friendly and profitable to all. 

As far as the question of the relation between the jobber 
and the retailer is concerned, I think the question of organiza- 
tion must be carried back of the retailer to the jobber, in or- 
der to bring about the full and perfect results which your 
association is trying to accomplish. We have for years been 
suffering from unintelligent and greedy strife for trade. The 
manufacturer has encroached upon the jobber, and the jobber 
upon the retailer, and any movement that will tend to bring 
the distribution of hardware into its proper channels must be 
hailed with delight by all well-meaning men. 

HOLDING DISTRIBUTION IN PROPER CHANNELS. 


The National Hardware Association (of which my house 
is a member and has been since its organization) has for 
several years been endeavoring to hold the distribution of 
hardware in the proper channels, and have held that any 
course of action which did not recognize this important prin- 
ciple was detrimental to the interest of the manufacturer, 
jobber and retailer, and through this organization we are 
and have been endeavoring to benefit the retailer. 


CATALOGUE HOUSES, 


In the financial success of the mail order and catalogue 
houses lies the danger to individual and local enterprises 
to-day. This matter continues to be one of importance and 
their competition a source of difficulty to the retailer. Signs 
of relief, however, are not wanting, as assurances have been 
received that some manufacturers have realized the loss which 
they have indirectly caused the retailer in many sections of 
the country in supplying the catalogue houses at low prices. 
The National Hardware Association has been ever since its 
organization making a strong effort to reduce this class of 
competition. About the middle of May the éxecutive com- 
mittee of the National Hardware Association met the officers 
and a special committee of the National Retail Hardware 
Dealers’ Association in Philadelphia. One of the main topics 
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discussed at that meeting related to the question alluded to, 
and plans were adopted which I hope (through the co-opera- 
tion of the two associations) will reduce the evil effect of 
this class of competition materially. I believe the retailer can 
safely rely upon the sincere assistance and co-operation of so 
powerful a body as the National Hardware Association, and 
were all jobbers members of this association many of the 
troubles of the retailer could be adjusted, and the manufac- 
turers could control and regulate their products and prevent 
the demoralizing effect of the prices made by the mail order 
and catalogue houses by shutting off their supply, if necessary. 

With faces turned toward the bright future, and hearts 
full of hope, let us look for that new and enlightened rela- 
tionship upon which we may soon enter, a better feeling be- 
tween the jobber and retailer, a relationship most cordial, and 
a spirit of mutual helpfulness. 

G. W. Gladding, representing E. C. Atkins & Co., was in- 
troduced, the president stating that Mr. Gladding had prob- 
ably attended more hardware conventions than any other man 
present. 

Mr. Gladding: That may be true undoubtedly it is. I 
am said to be the only traveling man representing a manu- 
facturing concern like ours who attends regularly conven- 
tions of this kind. We believe it to be to our interest to have 
our representative at each and every one of these meetings, 
and we feel that our presence is appreciated by the members 
of the association. 

I came across the country to attend this meeting, as I 
had promised to do so, and as my house expected that I 
should. I was at the first meeting of the association in 
Pueblo, and I must say that I have enjoyed the meetings 
very much so far, as well as the hospitality which has been 
extended to us at various times. 

At the association of the hardware men at Oklahoma, In- 
dian Territory, a few months ago, a discussion was had as 
to whether the manufacturer protected the retail dealers in 
the sale of goods to consumers, and I want to say this for 
the E. C. Atkins people, we do, and we have made it a 
point always wherever a consumer would take it upon him- 
self to write to our factory for terms and prices on our goods 
to refcr this letter to the retail dealer who handles our goods 
in the town where the correspondence came from, and also 
to quote the consumer a consumer’s price and then notify the 
retail dealer of the price we had quoted this man on what 
goods he had asked for, and we continue to always do that 
way and protect the retail trade; in whatever locality you 
are you can always rely on E. C. Atkins & Co. for that one 
thing, and we will not sell to the consumer at the same price 
we do to the retail trade. 

Mr. Tritich, of the Tritich Hardware Co., Denver, spoke 
as follows: 

I have only a few remarks to make, as this is the first 
convention of the Colorado Retail Hardware Dealers I have 
had the pleasure of attending. I am glad to see the retailers 
of this state getting together. I think that such organization 
will, in a great many cases, do away with foolish competition. 
I have talked with several members present here and they 
all seem to think that getting together this way has brought 
them closer in business and other relations. Gentlemen, I be- 
lieve your organization is a good one, and should be pushed 
to the utmost. 

Mr. J. M. Killin of Pueblo: 

I am not a retail hardware man, but I was interested 
somewhat in a conversation this morning with Mr. Glass in 
which he strongly urged that there should be some co-opera- 
tive work among the jobbers and retailers of this state, and 
I wonder whether or no the influence of this association can- 
not be thrown in that direction. It seems to me our interests 
are identical, and that co-operation in everything that tends 
to promote the interests of the trade should be the rule. If 
there is a small attendance’ here, I think it is a good attend- 
ance. I hope the small attendance will not be conducive of 
any feeling of discouragement, and I hope you will obtain 
the application of every dealer in the state, for I believe that 
meetings of this kind are the nucleus of good to the trade 
Men go to these meetings, and after getting home they feel, 


43 













































































































44 THE AMERICAN ARTISAN AND HARDWARE RECORD 


what does all amount to? But there is a tremendous in- 
fluence, and there is something about the atmosphere, your 
getting together and knowing each other better, and I wish 
it might be so that we could bring the Colorado jobbers to- 
gether in the same movement, and it seems to me that the 
jobbers and retailers should not be in an antagonistic posi- 
tion in any way. 

I wish that some one in a prominent position, Mr. Tritch, 
for instance, would take the initiative in this matter, and I 
hope the retail men will help ali they can. 

Mr. Meservey of the firm of Lowell & Meservey of Colo- 
rado Springs was called for, and spoke as follows: 

Mr. President and gentlemen of the convention: I don’t 
know as I have anything to say; I am very glad to see as 
many here as there are; wish there were more. I am in 
hopes that this organization will grow until it shall embrace 
all the hardware dealers in the state. I thank you, gentle- 
men. 

The committee on resolutions was now asked to re- 
port, and offered the following resolutions, which were 
adopted upon proper motion, duly seconded, by the unani- 
mous vote of the convention: 

Whereas, Mr. W. P. Bogardus of Mt. Vernon, Ohio, 
president of the National Retail Hardware Dealers’ associa- 
tion, has shown his great interest in our young association 
and desire to encourage us in the good work by making this 
long and tedious trip to be present with us at this meeting, 

Resolved, That the thanks of this association are most 
gratefully extended to him for his presence, for his very 
able and inspiring remarks, and the best wishes of this asso- 
ciation attend him and his excellent wife for a safe and 
pleasant return to their distant home. 


Realizing the active interest the hardware trade journals 
constantly manifest in our association, as well as all other 
state hardware associations, and appreciating their ever-ready 
willingness to give prominence in their columns to our pro- 
ceedings and announcements, as well as any association mat- 
ter, be it 

Resolved, That this convention extend a vote of thanks 
to such journals for their courteous assistance, and we heart- 
ily recommend to every member of our association the reg- 
ular reading of such journals, through the virtue of paid-up 
subscription to same. 

It is the sense of this meeting that no dealer should 
quote or sell a consumer in a town or city other than his 
own, unless the price quoted is at least equal to that estab- 
lished by the local dealers of said town or city. 

We most emphatically protest against the procedure of 
the jobbers of hardware in this state who exceed all bounds 
of legitimate business principles in not only quoting and 
selling the consumers, but sending their representatives to 
solicit business from them. We believe this association should 
take immediate steps to correct this evil, and to that end 
would recommend that a conference committee be appoitned 
to meet the Denver hardware jobbers some time during the 
present month, when this lamentable situation can be adjust- 
ed to the satisfaction of all. 

We would advise that every effort be made to increase 
the present membership of the association, that being the 
main road to strength and influence. 

Whereas, Some of the merchants whose principal busi- 
ness is the sale of lumber and accessory lines in towns within 
Colorado where exclusive hardware stores are maintained, 
are carrying stocks of nails, locks, butts and other builders’ 
hardware, also barb wire; and, 

Whereas, Such dealers usually cut the profits off the 
price of such hardware in order to effect the sale of their 
principal lines, be it 

Resolved, By this association that such conduct of their 
business is inconsistent, and not in line with fair business 
methods, and we protest against such unfair competition. 

Upon the suggestion of the president, a vote of thanks 
was extended to the dealers of Colorado Springs for their 
hospitable entertainment, also to the Alamo hotel, and to the 
railroad companies for making reduced rates. 


The above vote of thanks was adopted by a rising vote. 

After a good deal of discussion on the matter of a con- 
ference committee and a grievance committee, Mr. Griswold 
offered the following motion: 


I move you, Mr. Chairman, that the chair appoint a 
committee of either three or five, as his discretion may ad- 
vise him, all men from different parts of the state, to com- 
pose this grievance committee. 

Mr. Hunt of Victor seconded the motion and asked the 
mover if he would make that motion a committee of five, of 
which the president and secretary shall be two, which amend- 
inent is accepted by the original mover. 

The president put the question in the following form: 

It is moved and seconded that the president appoint a 
committee of three, who, in conjunction with the secretary 
and president, shall constitute a grievance committee, the ap- 
pointment to continue for the balance of the fiscal year. 

The above motion was carried by unanimous vote of all 
members present. 

Upon the question of the grievance committee constitut- 
ing the conference committee to meet the Denver jobbers, a 
long discussion was had, which was finally closd by the 
adoption of the following motion, made by Mr. Griswold: 

Moved that the grievance committee also constitute the 
conference committee, and that this committee be appointed 
for the balance of the ensuing year. 

Which motion is duly seconded and carried, there being 
one negative vote. 

In the matter of the expense of the Colorado Springs 
cealers in providing entertainment, the hotel expenses of 
Mr. Bogardus, president of the National association, and bills 
presented for badges and decorating of the hall, was referred 
to the executive committee. 

The following resolution, which was previously offered. by 
Mr. Killin, was upon proper motion, duly seconded, adopted 
as read by unanimows vote: 

Resolved, That it hereby is, and in the future shall be, the 
sense of the Colorado Retail Hardware Dealers’ association 
both collectively and individually, that they extend their 
patronage and give preference in the purchase of their wants 
for hardware to the manufacturers and jobbers who have in 
the past, and will continue in the future, to show substantial 
evidence of their appreciation of the business received, and to 
be given, by protecting the retail dealers to the extent of re- 
ferring all inquiries or orders received from customers to the 
local dealer or dealers in the town of locality from which 
the inquiry is received. 

(Signed) THe CoLtorapo Retart HARDWARE 

DEALERS’ ASSOCIATION. 

The convention then went into executive session, after 
requiring all who were not active members to retire. 

At the close of the executive session Mr. William Wood- 
side of Silver Cliff moved that a vote of thanks he extended 
to the president and secretary of the association, which mo- 
tion was seconded, and adopted by a rising vote, the question 
being put by Mr. Woodside, as the modesty of the presiding 
officer would not permit him to act in so delicate a situation. 

Moved and seconded that the convention adjourn, which 
was carried. 

a ee 


LABOR SAVING TYPEWRITER. 


We wish to announce that we have invented a labor- 
saving typewriter, the salient principle being keys 
which represent the complete phrases: 

We beg to acknowledge receipt of your favor— 

Your favor at hand, and in reply we beg to say— 

In regard to your account, we beg to explain that— 

Thanking you for past favors and soliciting a con- 
tinuance of your patronage, we beg to remain— 

Any one can see at a glance the incalculable benefit 
of such a machine in the ordinary course of business 
correspondence. Order early, as the supply is limited. 
—Baltimore News. 
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Thirteenth Annual Convention Southern Hardware 
Jobbers’ Association. 


TUESDAY MORNING SESSION. 

President F. A. Heitmann of Houston, Texas, called th« 
‘convention to order at 10:45. 

The program was opened with prayer by Rev. Joseph 
‘Carey, pastor of the Bethesda Church Rectory of Saratoga 
Springs. 

The president stated that roll would not be called until 
more of the members arrived, as many were on their way to 
the meeting. 

The delegates and visitors then all joined in singing 
“America.” 

A WELCOME TO THE CITY OF HEALTH 

President Heitmann then welcomed the delegates. He 
said: Ladies and Gentlemen, it is my pleasure to welcome you 
to the great city of health—Saratoga—and to unite with us in 
the celebration of the thirteenth anniversary of the Southern 
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see no mistake in doing so, and since my arrival here I feel 
sure that if all the members knew what Saratoga had to 
ffer they would have been here uwuless prevented by sick 
ness in their family. The water, especially, they tell me is 
excellent, and I believe our members will freely indulge 

I welcome you here on this occasion. It is my fondest 
hope that it will be the most pleasant mecting in the history 
of the association and the most profitable in a business way 
| thank you, gentlemen. 

I now have the privilege of introducing Mr. A. P. Knapp, 
the president of Saratoga, who will tell you a few things in 
reference to the healthfulness of Saratoga and what may bs 


the best things to enjoy while her« 


CORRALLING A FEW THOUGHTS 


Mr. Knapp: Mr. President and members of the Southern 
Hardware Jobbers’ association, ladies and gentlemen: Your 
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Hardware Jobbers’ association. It is with a great deal of 
pleasure that I note the presence of so many of our manu- 
facturing friends, who have also brought with them their 
wives and daughters, and last, but not least, I also note a large 
representation of our members—who are always welcome upon 
these occasions—who do so much to assist us in furthering 
our cause. 
THE CONVENTION CENTER OF AMERICA. 

In selecting Saratoga for our meeting place I feel sure 
that we have made no mistake, as it is known as the conven- 
tion center of America. A casual glance at this city will dem- 
onstrate the possibilities of a great entertainment and facili- 
ties that can scarcely be found at many other places—magnifi- 
cent large hotels with modern equipment and facilities for 
giving you all the comforts. I feel sure that we have made 
no mistake in making this selection notwithstanding we have 
-come so far from home, the members of our Southern Hard- 
ware Jobbers’ association, many of them feeling that they 
had come too far—coming this far north—but for one I can 


secretary-treasurer in his courteous invitation to me to ad- 
dress this convention advised me that it had been customary 
for the mayor in addressing you to take for his topic the 
town of which he was the chief executive. Acting on this 
suggestion I had tried to corral a few thoughts on the promi- 
nent features and attractions of this beautiful village, which 
I proposed to inflict upon you at this time, but I find to my 
dismay on consulting your program that it contains a some 
what lengthy dissertation on the same topic. The effect on 
me in reading it through was that someone through some 
process of mind reading or mental telepathy had cribbed my 
address and placed it in your program, and it leaves me in 
a2 somewhat embarrassing situation before you 
A CONGRESSIONAL PRIVILEGE 

I am told that a member of Congress. who may not get 
on his feet and make a speech, is privileged to send his speech 
to the clerk’s desk and ask to have it printed in the Con- 
gressional Record. thereby conveying the impression to his 
constituents that he is onto his job as a Congressman. But I 
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am left even without that recourse—my speech is already 
printed and in your hands, I feel in almost as awkward a sit- 
uation as the Irishman with the wildcat. You perhaps have 
heard the story of the two Irishmen who were passing through 
a lonely spot near a town and one of them discovered a wild- 
cat in a small tree. He said to his companion, “That is a 
mighty fine cat, Pat; I think that would fetch about $50 if we 
had it in town.” The other says, “Let’s get it; you climb 
the tree and shake it down and I will catch him.” Pat climbed 
the tree and shook the cat down and immediately there was 





something doing on the ground. Things were going along 
so furious that Pat called out to Mike if he wanted any 
help to hold the cat. Mike said, “Hold the cat? Hold noth- 
ing; come down and help me let him go.” In groping around 
for an idea that is not in the book I may give you something 
that is a little far-fetched. : 
ONE OF WORLD’S FIFTEEN DECISIVE BATTLES. 

I note on page 2 of my address in your book that the 

writer, referring to the historical prominence of Saratoga, al- 





ludes to the surrender of Borgoyne which occurred here. A 
prominent historian in his book entitled “Fifteen Decisive 
Battles of the World” has placed the battle of Saratoga 
among that fifteen. I believe it is pretty generally conceded 
that that battle decided the contest between the mother coun- 
try and the colonies. This fact might not appear of so much 
importance under other circumstances, but just at the present 
moment, by referring further to my book, I find that here 
upon this spot where independence was first assured to the 
thirteen colonies, you are upon the thirteenth anniversary of 


your convention. 
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At the same time I note that the numbers 
of the pages that you have kindly prepared of my address 
number thirteen and I verily believe if the date of this meet- 
ing had been set for the thirteenth, instead of the fourteenth, 
the village president might have choked on the thirteenth 
word of his address. (Laughter. ) 


A HEALTH AND PLEASURE RESORT. 


Again referring to my address in your book my obliging 
friend begins his article with the very true statement that 





Saratoga Springs are beyond comparison as a semniiner * fe 
sort. I might add to this the fact that more than a century 
ago this village has maintained her supremacy as the fore- 
most health and pleasure resort of this country. The fact that 
it has so long held its reputation as the leading health resort 
may be due to the fact that in the vicinity of this village 
there are forty mineral springs, each showing distinct prop- 
erties under analysis and each possessing remedial powers ap- 
plicable to some human ailment, and this aggregation in its 


entirety possesses potent powers of healing nearly every ilf 
that human flesh is heir to. 

The speaker referred to the beautiful drives and parks 
of the village. Continuing, he said: 

To this imperial village, the beauties and attractions of 
which have been so feebly set forth, Mr. President and gen- 
tlemen, I give you a most cordial welcome. 

A TRIBUTE TO THE SOUTH. 

It may, perhaps, be appropriate to quote from a speech 

made in the city of Boston by that gifted and lamented son of 




























































the South, Henry W. Grady, a speech which electrified his 
hearers. He said: “Far to the south, separated from this sec- 
tion by a line once defined in irrepressible difference, once 
traced in fratricidal blood, now, thank God, but a vanishing 
shadow lies the fairest and richest domain of this earth, the 
home of a brave and hospitable people, where by night the 
cotton whitens beneath the stars, and by day the wheat locks 


the sunshine in its bearded sheaf; where in the same field 
the clover steals the fragrance of the wind and the tobacco 
catches the quick aroma of the rains.” 

KEYS ARE HANDED. 

Coming from this far laid, representing as you do a most 
important factor in the business interests of that section, we 
welcome you to-day, Mr. President and gentlemen, and assure 
you that Saratoga Springs is honored by your presence here 
We figuratively unlock the town and hand you the keys. We 
cannot perhaps hope to equal your southern hospitality, but 
we ask you to believe that so far as in us lies we shall en- 
deavor to make your stay here most enjoyable, and I desire 
to express the hope, Mr. President, that this convention may 
be the most successful one in the history of your association, 
that your stay may be altogether pleasant, that your enter- 
tainment will be entirely satisfactory, and that you may 
carry with you to your southern homes bright and fragrant 
memories of your sojourn in Saratoga Springs. I thank you 
for the privilege of addressing you and for your patience. 

President Heitmann said that Mr. J. D. Moore of Bir- 
mingham was absent, who was to deliver the address of wel- 
come to the manufacturers, but Mr. W. M. Crumley of At- 
lanta, Ga., would speak in his stead. 

A WELCOME TO THE MANUFACTURERS. 


W. M. Crumley: The Honorable Mayor says that this 
water will cure most anything. I am going to try it and 
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get cured (taking a drink). If you all expect a speech you 
will be badly disappointed, for it is hard for me to take Mr. 
Moore’s place. But this welcome reminds me of the welcome 
that I had to give during the war. Excuse the war story. 
At Nashville during the unpleasantness we had taken pos- 
session of a private house on the banks of the river—the 
Armstrong house. The family had retired very suddenly and 
left everything just as though they had gone to see a neigh- 
bor, and our headquarters were located there for several days. 
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Mrs. Armstrong, the lady of the house, had been given per- 
mission to go through the lines to see what had become of 
her property after she had gotten over her fright. I was 
in charge of the house. The general and the balance of his 


staff had gone away and left me in charge. I was not ex- 
pecting it—I did not know her at all. I was sitting on the 
front porch reading one of her handsome books. I looked 
up; a very handsome lady stepped on the porch and I got 
up and spoke to her. I says, “Good evening, madam.” She 
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says, “What are you doing here?” I says, “This is our 
headquarters.” ‘“‘Well,” she says, “this is my house.” “Well,” 
I says, “‘walk in, madam.” So I feel in welcoming you man- 
ufacturers here we are in your house. I think it a little 
strange that we have to welcome you. I think the shoe is 
on the wrong foot; but we are glad to meet you even if it is 
in your territory, and if you come down south we will give 
you a welcome—a southern welcome, and you know what 
that is—a southern hand when it is extended has the heart 
in it. 
PIONEERS. 

We are the pioneers of associations and we are very 
glad to meet your association, and if you live as long as 
we have I think your association will do good. I am glad to 
be here and glad to meet such a magnificent set of men as 
this manufacturers’ association is composed of, and if this 
water holds out and we do we will embrace you as long as 
you are here. 

The President: We will hear from Mr. N. A. Gladding 
of E. C. Atkins & Co. of Indianapolis, in response. 


RESPONSE OF N. A. GLADDING. 


A DIFFERENT MATTER 
With your kind permission, I desire to thank the executive 
committee of the Southern Hardware Jobbers’ Association 
for the honor conferred upon me, by its invitation to respond 
on behalf of the manufacturers, to the hearty welcome to 
this—your thirteenth annual meeting—to which we have just 
listened with so much pleasure. 
Experience has taught me, that while it may not be difficult 
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to accept an invitation to make a speech, the fulfilling of the 
contract is a different matter, especially when the audience 
is such an intelligent one as I have before me to-day. To be 
released from the responsibility one would often be willing 
to pay a good bonus, and allow some one else to take the 
job. 

IMITATION IS APPRECIATED. 

I am sure, however, that on this beautiful July morning, it 
is not a hard matter to express the sentiment of every manu- 
facturer and guest present, in saying that we all most heartily 
appreciate the invitation to attend this convention of your as- 
sociation, at this celebrated “Queen of Spas”; as we also 
appreciate the cordial welcome that has been extended to us 
here to-day. We know that these welcome words are genu- 
ine and sincere, because for thirteen years, some of us, at 
least, have had the great privilege and pleasure, Mr. Presi- 
dent, of meeting and mingling with you, and thereby coming 
into personal contact with the members of your association, 
and we can, therefore, testify to their warm-heartedness, their 
generosity of spirit, and their loyal friendship. 

A MISTAKE. 

We all doubtless know of some people, who hold to the 
idea that the astute man of business must be cold-blooded and 
distant in manner, and that he must even avoid the appear- 
ance of sociability; but I believe that such a notion is a mis- 
take. The success of many kindly, whole-hearted men whom 
we all know is a refutation in itself of such an idea; and 
it therefore seems to me, that the man who has an iceberg 
for a habitation loses a great deal in this life in more ways 
than one. 

THE MAN WHO GETS AN EXTRA FIVE. 


Please understand that I am not decrying the man with a 
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cool head—he is a different proposition. The buyer, with 
the ice on his head, as it were, but with a heart bubbling 
over with a warmth of good will toward men is, no doubt, 
more likely to receive any extra “fives” that are being passed 
round, than the one who makes the salesman feel that he 
needs a fur overcoat whenever he approaches the confines of 
the throne. 
JOBBERS BRING SPIRIT OF SUNNY SOUTHLAND. 

Gentlemen, you are met in a northern climate for the first 


time, which happily gives us the opportunity of returning 
welcome for welcome, and which we extend to you with a 
heartiness that knows no bounds. You have brought with 
you the spirit of the sunny, glorious, happy southland. It is 
in your faces and in your hearts, and it cannot fail to per- 
meate your entire session, making it the most notable meet- 
ing ever held by your association. 
RIDING ON THE WATER WAGON. 
When I first heard of your decision to make Saratoga 





Member Executive Committee 8S. H. J. A., O. B. Barker, Lynch- 

burg, Va. 
Springs your meeting place, I said at once that it was quite 
evident that the majority of your members must be “riding 
on the water wagon” this summer, and therefore voted to go 
where they could lay in or, I should say pour in, a good sup- 
ply of the liquid that exhilarates but does not intoxicate. I 
take it that Atlantic City was a very good place for the ex- 
ternal man, but judging from some remarks that were heard 
last year from those who made useless journeys about the 
Marlborough, the internal man was not so well provided for. 
There will be no trouble, however, about giving “Mr. Inner- 
man” a sufficient bathing here at the Springs. It has been 
told me “on the quiet,” but I will confide it to you, that the- 
water here does not mix very well with anything else; con- 
sequently, it is recommended that you he careful as to the 
kind of “ink” that you put with it. 

A GREAT EATER. 

I notice in the neat program that your secretary has pre- 
pared, we are told that we can live as cheaply in Saratoga 
as anywhere else, which I am pleased to know. It reminds 
me of the story of the young man who came in from the 
country to attend school in a certain college town. In some 
way, he had absorbed the idea that for everything he did he 
must get his “money’s worth, and he applied this to his board- 
ing house,” as well as other things, and his landlady was so 
astounded at the amount of food he ate that she told him 
that she would raise the price of his board. “Oh, pray, don’t 
do that, Madam,” said he, “for I cannot possibly eat any 
more.” 

APPLE PIE WAS GOOD, TOO. 


And speaking of eating, I suppose you have all heard the 
pie story told by one of the celebrated senators from this 
state, who is noted for his story telling. I am told that he 
was attending a banquet in London, and when the time for 
stories came round, he was asked to give a sample of Ameri- 
can joke, and modestly said that he knew but few of them, 
but would, nevertheless, do his best, under the circum- 
stances. He said that over in America, especially in New 
York state, people are very fond of pie, so much so, that one 
would often find it on the table in some homes, three times 











































































a day. On one occasion there was a traveler stopping at an 
inn in a country town, where they had no printed menu, but 
where the waiters came up behind the guest and called out 
the names of the articles of food on the programme. When 
they arrived at dessert, the waiter asked the guest whether 
he would have “puddin’” or pie; whereupon, the guest asked 
the waiter, “What kind of pie have you?” The waiter re- 
plied, peach, pear, plum, mince, quince, rhubarb, and apple.” 
“Well,” says the guest, “I'll try a piece of the peach and the 
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pear and the plim,.and I guess you might bring me a little 
of the mince and quinte,:too.” The waiter started off, when 
the guest called him back; and said, “By the way, I would like 
to try that rhubarb -pie, also”; whereupon the waiter said, 
“Well, what’s the matter with the apple”? 

The Englishmen similed!in ‘rather a sickly way and after- 
wards got off in a corner by themselves and decided to have 
one of their numbet ask the Senator what the matter really 
was with the apple pie. 

THE BUSINESS OUTLOOK. 

Just a word, Mr. President, as to the business outlook. 
Should we listen to the pessimists and agree with their way 
of thinking, we would.all soon be in the slough of despond. 
A good definition has been given by some one of the pessi- 
mist, which is, that he is a man who, of two evils, always 
chooses both. We have been hearing from him during the 
past two or three years, to the effect that we would soon 
have another panic and that the times are out of joint, etc.; 
and I really believe that some of the pessimists are very 
much disappointed and sorry that their predictions have not 
come true. _How much better it is to be an optimist, with 
the proper degree of conservatism as a balance wheel! That 
there have been some clouds upon the business horizon during 
the past year or so, which have affected some portion of the 
body politic, we all admit; yet they have all been or are be- 
ing dissipated one by one, and they will continue to be 
No matter be the question “Tariff,” “Finance,” “Labor Trou- 
bles,” or what-not, the great common sense of the people in 
this wonderful land of ours, must and will in the end pre- 
vail. The old adage, “Do with your might what your hands 
find to do” should be brought into use again by a lot of peo- 
ple who seem to think that it is something obsolete. 


JUSTICE TO ALL MEN. 

“Justice to all men” must be the watch word, as guaranteed 

by the constitution and the flag, and each and every man must 

be allowed the right to pursue health, wealth and happiness, 
as he thinks best, within the law. 

I believe that this country is, by a large majority, in favor 

of these principles, and that those who would tear down 
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the structure of good government, or, in any way destroy the 
peace and happiness of the land, are greatly in the minority 
A few lines from the Bishop of Exeter may not be amiss 


MEN, FRESH, FREE AND FRANK 


Give us Men! 
Men—from every rank, 
Fresh and free and frank! 
Men of thought and reading, 
Men of light and leading, 
Men of loyal breeding, 
[he nation’s welfare speeding; 
Men of faith and not of fiction, 
Men of lofty aim in action, 
Give us Men—I say again, 
Give us Men! 


STRONG AND STALWART MEN 


Give us Men! 
Strong and starwart ones; 
Men whom highest hope inspires, 
"Men whom purest honor fires, 
Men who trample Self beneath them, 
Men who make their country wreathe them, 
As her noble sons, 
Worthy of their sires! 
Men who never shame their mothers, 
Men who never fail their brothers, 
True, however false are others, 
Give us Men—TI say again, 
Give us Men. 
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MEN WHO STRIKE FOR HOME AND ALTAR 


Give us Men! 

Men, who, when the tempest gathers, 
Grasp the standard of their fathers 

In the thickest fight ; 
Men who strike for home and altar 
Let the crowd cringe and falter, 

God defend the right! 
True ag truth, though lorn and lonely, 
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Tender, as the brave are only; 
Men who tread where saints have trod, 
Men for country—home—and God! 
Give us Men! I say again—again 
Give us Men! 
THE MEETING WILL BE ENJOYABLE AND PROFITABLE 


Let us thank God that we have in these United States mil- 
lions of such men from every rank and therefore we need 
not fear for the future. 

It is the sincere wish, Mr. President, of the manufacturers 
that your deliberations during the sessions that you will hold 
this week, may be the means of bringing forth great good 
to your members, as in the past; and that the greetings 
of the old, and the making of new friends, may altogether 
result in this being the most enjoyable and profitable meet- 
ing ever held by your association. 

President Heitmann then read his annual address, as fol- 
lows: 

ANNUAL ADDRESS. 
AN ASSURANCE OF FUTURE SUCCESS. 

I see before me a gathering of prominent, substantial 
business men from every state in the south, who are here to 
rejoice in the success of the Southern Hardware Jobbers’ 
association and will delight in celebrating the thirteenth an- 
niversary. Never was there such an opportunity for univer- 
sal rejoicing of the general prosperity of the country. The 
success of our association in the past and the good results 
attained from its efforts should be an assurance of its future 
success. 

THE PAST. 

In looking back and making observations and compari- 
sons of the conditions and the methods of handling the hard- 
ware business to-day and thirteen years ago, shows some 
wonderful changes in business methods. Conditions have 
changed so rapidly that it has kept every one busy to keep 
pace and follow the line of the march of prosperity. 

DRASTIC CHANGES, 


No line of business has undergone such drastic and posi- 
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tive changes, almost at times bewildering. Under the old 
system of doing business, we found ourselves continually 
cutting prices, until business would become unprofitable, ir- 
regular terms would be made and then a continued effort 
would be made to have the manufacturer reduce the prices, 
which would only result in further temptation to make more 
cuts and reduce prices to a still lower level, thereby only in- 
creasing the difficulties. 





LARGE CONCESSIONS. 

Manufacturers were eager for business and would make 
concessions on large quantities. This would in many in- 
stances affect the jobber disastrously on account of over- 
buying and the other evils naturally following. These con- 
ditions continued to grow worse until’ 1893, when the climax 
came and resulted in one of the greatest panics that has ever 


been known in America. All values,-merchandise, real es- 
pr ais - . . 
tate, lands, bonds, stocks, ctf gaia cink in value to 
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such an alarming extent that recovery looked almost impos- 
sible, but it did not take the great American people long 
with their wonderful resources and recuperative power to 
grasp the situation, and the manufacturers immediately set 
to work in trying to push their surplus products in foreign 
countries. American goods gained such favor in Europe 
that exports on manufactured goods increased to an extra- 
ordinary extent. The manufacturer once having this increase 
for his output has been been gradually fostering it until 
now American hardware, tools, implements, machinery, etc., 
can be bought in every civilized country in the world. The 
surplus being absorbed in this way, prices gradually began to 
go up on all lines of goods. Confidence was gradually re- 
gained and business stimulated, until in 1899 we were con- 
fronted with a new era of business. Prosperity seemed to 
be staring us in the face once more. 
A THUNDERBOLT FROM THE CLEAR SKY. 

The organization of corporations with immense capital 
came like a thunderbolt from the clear sky. Finally the 
manufacturers of the various lines of trade began to concen- 
trate and form what is known as a trust, until they have taken 
in the larger part of the materials covered by the hardware 
trade. With the organization of these various institutions 
the modern business plans, and to suit the new conditions 
prevailing it was necessary to drop some of the old familiar 
methods. Naturally dissatisfaction and criticism followed, as 
it was very difficult for the country at large to adjust and 
shape itself so rapidly. This in consequence brought many 
hardships, especially to the jobber and small dealers, who 
were trying to line their customers up to the new methods of 
doing business. It is a wonderful thing when taking into 
consideration that these adjustments and changes have been 
successfully carried out in such a short time. 

MANUFACTURERS OF TO-DAY. 

The manufacturer of to-day finds himself more prosper- 
ous than at any time in the past, is earning more money, pay- 
ing larger dividends, enjoying greater tonnage than ever be- 
fore. In fact the most sanguine did not anticipate such won- 
derful increase in tonnage, especially on the heavier lines, 






















































such as pig iron, heavy iron and steel products. Manufac- 
turers have over-sold to such an extent that it is necessary 
for you to anticipate your orders months ahead in order tc 
get deliveries. Buyers are compelled even at the high prices 
to import from Europe, and with all this the demand cannot 
be supplied. This extraordinary growth and development has 
given the transportation lines more tonnage than they had 
facilities for handling, which resulted in some of the great- 


€st congestions in manufacturing centers that have ever been 
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known to railroad trafic. The railroad companies have 
creased the facilities and equipments by enormous expen 
tures of money. 

HAVE WORKED A HARDSHIP. 

These delays in deliveries have worked a hardship 
the hardware business. The manufacturer takes his ow! 
good time in making shipments, the railroad companies tak: 
equally as long a time and use their own pleasure as to whet 
delivery is to be made, but they are rapidly improving th 
conditions, and it will not be long before the railroad com 
panies will be fully equipped to handle the traffic that is given 
them. The transportation companies have had immense earn 
ings during this prosperity Many railroads are now pay 
ing dividends, some of which have never hoped to do so, and 
it is a rare ‘thing to hear of a railroad being placed in th 
hands of a receiver. While but a few years past it was a com 
mon thing; in fact, seemed to be almost the proper thing for 
a railroad to be in the hands of a receiver in order to keey 
running. 

THE HARDWARE JOBBER OF TO-DAY. 

Having enumerated the prosperity of the manufacturers 
and the transportation lines, it is now up to the jobber t 
see how his interests appear in this question of prosperity 
[here are some among us, who have holdings outside of th: 
hardware business that would naturally in times like thes« 
be increased in value, but the question is have the jobbers 
earnings increased in proportion to his increased sales! ‘Is 
this increased sales due entirely to the increased business o 


is it due to the increase in values of goods? The jobber 
is naturally entitled to his increased profits on increased values 
of goods. Have we increased our profits in proportion t 
the increased costs, unless we have done so, they will find 
that they are doing an increased business at a loss. As the 
cost of doing business keeps pace with the prosperity of the 
times. The increased cost of doing business in the past few 
years has been considerable. Rents, clerk hire and all inci- 
dental expenses are much larger than ever heretofore, not 
saying anything about the increased capital required to do 
business on present values. I therefore hope that all of this 
has been borne closely in mind by all of the membership 
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J sion W state we s r utmost 
efforts the interest of the ass t to make it 
s useful and prof e as possible, 1 sing sight of the 
good work that s been done in t : We should als 
Se r efforts in establishing local org ns in the va 
I s states of the South. Our ass finds that where 
local organizations exist the results to the mer 
bers 

give you tne c s conditi n 
ts work for the past year 
f the entertainment committee reported 





he programme would be announced from 


President Heitmann introduced Mr. Fayette R. Plum! 
the president of the American Hardware Manufacturers’ As 
sociation 


Mr. Plumb said: 
“as 


did not come here this mornnig to make a speech, but 


Mr. President, ladies and gentlemen, | 


listen, as my troubles commence this afternoon. While | 
would like to compliment Mr. Crumley for his remarks, | 
would lik 


i 
] to call your attention to the fact that he made 
one mistake. He referred to the Southern Hardware Job 
rganization in th 
country. I must take exceptions to that. The Hardwat 
Merchants’ and Manufacturers’ Association of Philadelphia 


‘ +} 


is the oldest organization. The first president of the Na 


bers’ Association as being the oldest 


tional Hardware Association was a former president of our 
organization. The schooling that these members received 
in their four or five years’ experience fitted them for 
duties that followed after in the national organization 

I am very glad, indeed, Mr. President, to see suc 


athering here this morning. I was told he 


f 
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cause the manufacturers interested themselvés in inducing the 
southerners to come here, that it was so far, that we would 
see a very small attendance. I see a great many of the mer 
chants and a goodly representation of manufacturers and 
a large sprinkling of ladies, for which we are all grateful. I 
thank you, Mr. President. 

The President: I now have the pleasure of introducing 
lr. J. Fernley, secretary of the National Hardware Association 
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HAS LEARNED MUCH FROM SOUTHERN HARDWARE JOBBERS’ AS- 
SOCIATION. 

Mr. Fernley: Mr. President, ladies and gentlemen, I am 
particularly pleased to be here this morning and to convey to 
you the greeting of the National Hardware Association of 
the United States, and to express the hope which has been 
expressed by others that this, your thirteenth annual conven- 
tion, may be eminently successful. I always meet with a 
great deal of pleasure in this organization. As told you be- 
fore, it was the first trade organization that it was my pleas- 
ure to meet out of my own city. I remember the very lovely 
time we had—those of you who were there will remember it 
—in the city of Louisville, I think it was, in 1895; the time 
that we went through that wonderful Mammouth Cave. 
While there may be organizations which are older than this, 
certaintly there is no organization as prominent as this which 
has reached the age of your Southern Hardware Jobbers’ As- 
sociation. We have a great deal to learn. We have learned 
a great deal from this association. 

I am very much pleased to be here because it affords us 
an opportunity of exchanging views—of giving and taking, 
and we are told somewhere that it is a greater blessing to 
give than to receive. I think it is Isaiah VII, 109. 

NARROW ESCAPE FROM DROWNING. 

We have been told of the health qualities of this resort. 
I hope it will turn out as it has been represented by speech 
and printed matter. I was feeling a little badly this morning, 
though. My doctor told me that it would do me good to 
drink of the water of the spring one hour before breakfast. 
I went out there and did the best I could for ten minutes. 
I said to myself if I kept it up for an hour I would drop 
dead. I propose writing to my doctor and finding out just 
what he means. I don’t want to be drowned. 

INROADS OF ILLEGITIMATE TRADERS. 


I am pleased to tell you that the National Hardware 
Association is going on in its work and as chief executive 
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officer of the association 1 am doing my utmost to make an 
impression of hard work and trying to convince the manu- 
facturer that we are working hard in their interest, and I 
believe the organization of the manufacturers’ association is 
going to aid very materially in effecting the objects of our 
national as well as your sectional associations. The trade 
of the country is suffering to a marked extent from the in- 
roads of those whom we do_not consider as legitimate trad- 
ers. The retail merchant is feeling this to a great extent. I 
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am most happy to say to you jobbers of the south that there 
is a very strong bond of friendship being formed between 
the organization of retailers (your customers) and the mem- 
bers of our association. They feel at least that we are en- 
deavoring to accomplish for them what they cannot accom- 
plish unaided, and they express an intention of confining 
their business relations more closely to those who are bene- 
fitting that trade organization rather than those who are 
assisting to build up what is known—what we have styled 
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—as illigitimate competition. I think your president will 
permit me to call the attention of the manufacturers upon 
this occasion to the harmful effect of seeking means of dis- 
tribution which are in our judgment not considered as reg- 
ular channels. To speak more plainly—I believe it but right 
that you should know that selling goods to the catalogue 
houses and department stores of the country is injurious to 
the legitimate retailer and naturally harmful to the jobber. 

I would further call your attention to the fact that in 
november there is to be another convention at Atlantic City 
—the convention of the National Hardware Association and 
of the Hardware Manufacturers’ Assocjation and to that 
convention we extend to you a most hearty invitation. 

I congratulate you upon this convention and hope it will 
be eminently successful. 

The convention then took a recess until 3:30 p. m., at 
which time they would go into executive session. 

EXECUTIVE SESSION. 
Afternoon, June 14. 

The secretary called the roll. 

On motion, the reading of the minutes of the previous 
convention was dispensed with. 

Secretary Carter said his annual report was not quite 
completed, but would be read at the next. executive session. 

Reports of various committees were called for. The 
secretary reported that many of the chairmen of committees 
were absent, and they had sent in no report. 

The grievance committee reported no complaints. 

The secretary reported the addition of the following 
named new members during the year: 

Barney-Cavanaugh Hardware -Co., Mobile, Ala. 

Ben J. Schuster, Selma, Ala. 

Lee Richardson & Co., Vicksburg, Miss. 

Benedict, Warren & Davidson Co., Memphis, Tenn. 

Peden Iron & Steel Co., Houston, Tex. 
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Richmond Hardware Co., Richmond, Va. 


[he secretary read a paper by George E. King of the 
King Hardware Co., Atlanta, Ga., entitled “Local Associa- 


tions.” 


Opinions were expressed by many of the delegates as to 


the advantages of local organizations, and the general senti- 


ment prevailed that they were very beneficial in maintaining 


prices in various communities. Mr. T. James Fernley, secre- 
tary-treasurer of the National Hardware Association spoke 
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on the subject, advising as to the best means of keeping up 
an interest in local associations. 

The question box was distributed. The following ques- 
tions were propounded: 

“Are special brands on edged tools desirable?’ 

The members who expressed opinions on the subject 
favored special brands on the best goods. 

Question—“What is a traveling man supposed to sell 
gross who receives $100.00 per month salary, and what per 
cent of profit on gross sales is usually obtained?” 

Some delegates expressed the opinion that if a man re- 
ceived $100.00 a month salary it would require another 
$100.00 a month to cover his expenses on the road; that a 
man should sell at least $35,000 worth of goods a year to 
draw such a salary. 

Question—“What terms do jobbers have in the south? 
Will you allow 2 per cent if bills are not paid within ten 
days? 

This question was discussed at considerable length. The 
members were generally unanimous in saying that the ex- 
pense of doing business was growing larger and profits pro- 
portionally less than formerly; that the tendency was to 
shorten the terms of sale and grant less liberal terms; also 
to charge interest after maturity of accounts. 

Question—“Can a legitimate margin of profit be made on 
trust goods, in cases where there is but one price and that 
published ?” 

Question—“In view of the fact that manufacturers dur- 
ing recent years have so greatly shortened their terms, should 
not jobbers do likewise and make 30 days’ terms hereafter 
instead of 60 days?” 

Question—“How should an inventory be taken?” 

A number of different views were expressed on this sub- 
ject. Some of the members invoiced at the current prices 
at time of invoicing; others at the original cost. 

The president then appointed the following committees: 


’ 
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Auditing committee—C. E. Thomas, T. W. Gathright, E. 
A. Peden. 

Resolutions committee—W. M. Crumley, Fred Fox, F. 
B. Dunlop 

Memorial committee—John Donnon, Geo. J. May, W. J. 
Griffin. 

Nominating committee—O. B. Barker, G. W. Barnett, 
J. J. Mandlebaum. 

The convention then adjourned to meet at 10 a. m. the 
next morning, July 15th, in open meeting with the Manufac- 
turers’ Association. 

WEDNESDAY MORNING SESSION, 

The members of the American Hardware Manufacturers’ 
Association and the members of the Southern Hardware 
Jobbers’ Association met in joint session at 10 a. m., Presi- 
dents Plumb and Heitmann both occupying the platform. The 
meeting was called to order by President Fayeite R. Plumb 
of the Manufacturers’ Association, who said: 

I am proud of the opportunity to preside as the presi- 
dent of the American Hardware Manufacturers’ Association 
this morning. The position is made doubly easy from the 
fact that one of our vice-presidents has kindly consented to 
make the address of welcome. I refer to Mr. J. C. Birge of 
St. Louis. 

A PLEASANT DUTY 

Mr. Birge: The pleasant duty has been conferred 
upon me of welcoming you on behalf of the manufacturers 
at this time. Being absent from the city, I have learned 
that you have already been welcomed to Saratoga, and I 
presume have been given the freedom of the city, which 
carries with it, no doubt, the freedom to leave it after you 
have spent your money. You have been given the freedom of 
these elegant saline waters, which some people affect to love, 
but which I trust you will not need. You have been given 
the freedom to breathe this cool, delightful air and with- 
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out charge. Whether there is any other freedom granted I 
am not advised. 
MEET IN GEM OF NORTH. 


It is a great pleasure to the manufacturers gathered here 
to greet you, ladies and gentlemen from the sunny South, 
and it is especially gratifying that we meet in this gem of 
the North. Understanding that we are not here either to 
buy or to sell, but for the more agreeable pleasure of meet- 
ing each other personally and to consider matters which may 
advance our mutual interest and continue our pleasant rela- 
tions, I believe that I am justified in speaking a few frank 
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heart to heart words. concerning some general conditions 
which we may well consider, and in doing this it is needless 
to assure you that I shall not consider politics but conditions 
which affect business and our highest social relations. 


ELECTION DAY. 

Being a descendant from old Boston Puritan stock, it 
would not surprise you if I have inherited all the prejudices 
ascribed to the Yankkee and that I would love to invite 
your attention to your manifold sins and great transgres- 
sions. For example, I have read concerning the manner in 
which you conduct your elections in the South. For your 
moral advancement I might invite you to Chicago, Minneap- 
olis, Philadelphia or St. Louis to teach you how to secure 
an honest ballot and honest legislation (laughter), but I 
would be greatly embarrassed to meet you in almost any of 
our northern cities on an election day for reasons not neces- 
sary to state. A few years ago there came up to the latter 
named city from an obscure Tennessee town a graduate from 
Vanderbilt University named Joseph W. Folk, who, though 
he does not seem to distinguish a supporter of one party from 
another, he evidently recognizes the difference between a 
knave and an honest man, and with masterly ability he has 
exposed some of the shortcomings in our city and state gov- 
ernments. 

THE NEGRO. 

I might kindly admonish you concerning your discrim- 
ination against the colored race, for as an abolitionist I was 
trained to respect the negro. Not forgetting some observa- 
tions in my own city as well as in other northern towns, I 
recall that not very long ago a manager of one of our fine 
Boston hotels found himself squarely up against the same 
practical question, stripped of theory, when out of considera- 
tion for his guests he declined to admit a southern colored 
delegation from a well-known religious organization. I 
hardly dare press this question; moreover, my observations 
in the south will not justify it.- Should I dare to question 
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your loyalty to our common country I would recall that 
after the men of Massachusetts threw down the gauntlet of 
war in Boston Harbor and at Concord and Lexington, it 
was at Yorktown, Virginia, under a southern leader, that we 
reaped the first fruits of victory in independence achieved. I 
have also read that at Buena Vista and on the heights of 
Chapultepec men from Texas and Illinois, Louisiana and 
Maine stood side by side. I also remember that a few years 
ago on the flag Dewey and on the ships of Evans and of 




























































your own Capt. Philips, the war veterans from the north 
and south stood side by side at the well-directed guns. The 
enemy’s fleet which lies beneath the waves of Manila harbor, 
and the last of the flower of the Spanish navy, the wrecks 
of which were strewn along the rocky coast of Santiago, tell 
why the smoke-begrimed veterans north and south embraced 
each other and wept with mutual pride and joy. 
SOUTHERN LEADERS. 
May I not question the education, intelligence and integ- 
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rity of your leaders, for I have in mind Webster and Sum- 
ner and the men and women of the north who in depart- 
ments of literature have left rich legacies, but I also recall 
that one southern state gave to our country Washington, 
Madison, Monroe and the Lees, Patrick Henry and also 
Thomas Jefferson, whose pen inscribed the immortal declara- 
tion of independence, and through whose far-seeing policy 
he peacefully acquired for the United States an immense 
empire known as the Louisiana Purchase, which next to the 
declaration of independence was possibly the most important 
political act in history and has been deemed worthy of com- 
memoration in this céntennial, in which every civilized na- 
tion on the earth will participate. The more I think of it 
the more I feel, and with pride, that»we are bound by the 
ties of a common brotherhood. True, we need universal edu- 
cation, and the north may be in the advance, but there are 
some districts out of my state where it is said that a man is 
considered to be educated if he can write his name without 
running his tongue out of his mouth. It therefore seems to 
me that it would be Pharasaical to advise each other except 
as one who errs may counsel with a friend for mutual good. 
Business is truly successful only when all the parties inter- 
ested are to some extent mutually benefited and when it is 
accompanied by domestic, social and national peace and hap- 
piness. It does not consist alone in economically manufac- 
turing or selling merchandise, but it is dependent on general 
conditions of unity and peace, both local and national, which 
conditions we help to establish. 
FACTOR TENDING TO NATIONAL . STRENGTH. 

One of the most important factors tending to national 
strength and unity in America at the present time are the 
frequent gatherings of representative business men and wom- 
en from various and remote parts of the country. This 
unity on which our success and happiness depends is valuable 
above almost any other material consideration, and there are 
many aggressive influences which tend to impair it. 

Were we to predicate our opinion concerning men upon 














he 
yr. representations made in a certain class of journals we would 
ks regard the majority of the people in other states than our 
el] own as on a very low plane of civilization, and we are quite 
ed sure to be influenced more or less by what we read 
AN UNFORTUNATE ILLUSION IS DISPELLED 
When we discover through personal contact that th 
S- people of remote states are quite our equals in honesty, in- 
telligence and all those qualities which make for good citize: 
= 
\- 
I] 
1, 
O 
Z :Member Executive Committee A. H. M. A., N. A. Gladding, 
y Indianapolis, 
€ ship the unfortunate illusion is dispelled and mutual respect, 
e the first step to confidence and friendship, is established. 
; REMOVES THE BARRIERS OF SECTIONALISM, 
: The relations and association of business men remove 
‘ the barriers of sectionalism as nothing else seems to do. It 
: is to be regretted that leaders of some good Christian de- 
: nominations who proclaim the teachings of the Prince of 
: Peace have for forty years seemed unwilling or unable to take 
down the bars separating their bodies—the north from the 
: south. They fail to step down from their pinnacles of pride 
: and prejudice to that level of common humanity on which 
: we trace the footsteps of the great Teacher. Were it other- 
’ wise their influence for national unity would be very great. 
ss TRADE JOURNALS ARE ON A HIGHER PLANE. 
S The party press tends to segregate us, but commercial 
- and trade journals are on a higher plane. The hand that 
. Grant offered to Lee at Appomattox was even in that day 
I the genuine expression of business men throughout the union 
1 The carpet-baggers, ultra partisans and some of the political 
press north and south have never fairly represented the senti- 
ment of intelligent and conservative men and women who 
l love their country and their countrymen. If they did they 
. would not magnify into national political significance some 
. recent trifling private events which are not of sufficient im- 
3 portance to interest an ordinary quilting party. If there 
. is any true disciple of Ananias in this beautiful world of ours 
> it is he who, daring not to face his victim, will from the 
secret defenses of an editorial room, with pen dipped in 
venom, defame his own fellow countryman, distort truth, 


stir up sectional animosity for party advantage, and through 
the press spread it to the world. 
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HONESTY IS RESPECTEI! 


As business men we may differ on many pornts, but we 
can well afford to respect honesty Those who have not 
spent considerable time in the south cannot fully appreciate 

ur problems. Lincoln and Beecher were not the only 
strong men of the reconstruction period who questioned the 
propriety of enfranchising the freedmen until they were bet 
fitted to exercise that high prerogative, but the new cor 
S ere establishe in I cannot discuss them, but 
imply state that you are not alone in your struggles 


OPPRESSED HAVE BEEN WELCOMED 


In our common love for humanity we have welcomed 
hores the oppressed as well as the thrifty from other 
lands. Hundreds of thousands of aliens this year—far in 


excess of any previous record—are pouring into our ports 
Some of these are good, but many are illiterate; some also 
are vicious. There are unscrupulous men of both parties, 
who by means of the grossest fraud scheme to push thes 
new-comers into the high privileges and responsibilities of 
citizenship before they understand a word of English. In 
many districts the controlling ballots are cast by these men, 
who are led like sheep and have far less of American instincts, 
love and regard for stable government than has the most 
ignorant negro of the south. Their votes fix your monetary 
policy and choose men who shall control the vast business 
interests of our cities, states and government. They also 
affect the conditions under which you must conduct busi- 
ness, and in some degree they control the social and domestic 
life of American society. If they would educate and qualify 
as did our forefathers, the Puritans and the cavaliers, we 
would have no cause for complaint. 


ARE BUT FEW DIFFERENCES 


Business men of the north and south, there are really 
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but few differences between you. Any one of you would help 
the oppressed or raise the fallen, whatever the race, and one 
of you as quickly as another; but that is not the issue. 
You are faithfully attending to the special details of your re 
spective vocations, while restless adventurers on both sides 
of the line, who have no other business, strive to array you 
one against the other on any question which may be avail- 
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able, that they, unheeded, may sap the foundation of our 
national prosperity on which depends our personal suc- 
cess and secure the spoils, and we are half conscious of all 
that is transpiring. 

THE TEACHINGS OF MODERN AMERICAN BUSINESS CODE. 

The modern American business code you know teaches 
us that it is not good business for a business man to have a 
voice in controlling any affairs of state; that it is better to 
permit any self-chosen leader, regardless of his fitness, to 
conduct us into the morasses of ignorance. Shall we lay 
down the sceptre of power given us by our fathers upon the 
alter of trade and permit the control of national and busi- 
ness affairs, in a great degree, to pass from the hands of the 
Anglo-Saxon race? While Belshazzar sat in his royal palace 
in Babylon eating and drinking in fancied security within 
his massive defences and exalting himself concerning his 
great wealth and the prosperity of his kingdom, the armies 
of Cyrus were stealthily creeping up the slimy river-bed be- 
neath the walls into the city, and the hand-writing on the 
wall told the king that his power had gone forever. 


HOW SAFETY OF POSITION CAN BE SECURED, 

If the business men of the north and the south and 
the east and the west will stand together and not be misled 
by false leaders, our position is absolutely safe; but, ladies 
of the south, our president would not wish me to forget you. 
You represent the women of the south who bore many cares 
and anxieties some years ago. It is proper to remind you 
that the black war clouds which hovered over us many years 
ago have long since drifted by. The fitful flashes and the sul- 
len roar of battle’s thunder have long since died away be- 
neath the horizon. I have noticed in your southern ceme- 
tery that God’s song birds sing as swectly over the grave of 
the north soldier as over the Confederate dead. True, we 
sometimes pause with uncovered head at the great mausoleum 
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of Grant at Riverside or at the humble grave of William 
Tecumseh Sherman in Calvary cemetery, but where is the 
man with hate so enduring and with such supreme confidence 
in his own perfection in the sight of his fellow man and of 
his maker that he does not honor the memory of that great 
Christian soldier, Robert E. Lee, or of that superb com- 
mander, Stonewall Jackson, one of the most brilliant of our 
generaticn. They all were the products of American in- 
stitutions and the exponents of American genius. A few 
years ago the Confederate, General Longstreet, visiting in 
St. Louis, was entertained by the Loyal Legion, a body com- 
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posed largely of Union officers. One after another was 
asked to make a speech or sing a song or tell a story. The 
guest of the evening being called upon, General Longstreet 
arose and said: “My friends, I do not wish to make a speech 
to-night, but there is a song which I learned in my child- 
hood days, which through all the various vicissitudes of my 
life, in war and in peace, I have never forgotten; it is The 
Star-Spangled Banner, and I will sing that song with you to- 
night.” 





Ex-Member Executive Committee, A. H. M. A., C. E. Adams, 
Cleveland, O. 

There is a song that I learned many years ago; its sweet 
melody and graceful rhythm was pleasant to my ear. It is 
Away Down South in the Land of Dixie, and we will sing 
that song with you to-night. 

(Applause. ) 

Before continuing the programme President Plumb an- 
nounced that the chairman of the entertainment committee, 
Mr. Irby Bennett, desired to give the programme for the 
afternoon and to-morrow. 

Mr. Bennett addressed the convention /and suggested 
that the business of the conventions be so@ arranged as to 
allow the members to take a trip to Lake George on Friday 
morning, leaving Saratoga Springs at 8:25 and returning 
at 3:05, the plan being to take a boat at the head of the lake 
and be taken to the foot of the lake, where a train would be 
waiting to convey the members to the city. 

Mr. Mandlebaum moved that the members accept the in- 
vitation of the entertainment committee and go in*a body 
to Lake George to-morrow morning; cut out the programme 
for this evening, which is a smoker, and let the members 
of the Southern Hardware Jobbers’ Association convene at 
8 o’clock to-night for business. 

The motion was seconded and carried, 

President Plumb introduced Mr. C. W. Asbury of Phil- 
adelphia, who delivered the following address on “Price 
Guarantees” : 


PRICE GUARANTEES. 





BY CHARLES W. ASBURY. 
AN INSURANCE AGAINST EVIL. 

In opening this discussion it is my purpose, if possible, 
to follew the advice of John Graham in one of his letters to 
his son; that is have something to say, say it, stop talking. 

If the subject of price guarantees be judged by individual 
experience I would have considerable hesitancy in enlarging 














upon it before a body of Southern jobbers for fear of leading 
them into the ways of evil, but the theory is advanced by 
some of my manufacturing friends that it is an insurance 
against evil to talk plainly of it. 

Without intending to apply a sugar coat to the gentle- 
men before me but with the sole object of expressing a well 
deserved compliment, I say with all the force at my command, 
that for fairness in the making and in the interpretation of 
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contracts there is no body so representative as Southern 
merchants 
HONESTY IS THE BEST POLICY. 

We must all admit that honesty is the best policy. Fair- 
ness is pre-eminently one of the cardinal virtues of honesty 
and especially so in the purchase of goods. 

A buyer’s request for a guarantee against decline in price 
is made with alluring argument. 

PURCHASER WILL HAVE NO FEAR IN CARRYING WELL ASSORTED 
STOCK. 

1st—That the purchaser will have no fear in carrying a full 
and well assorted stock of the goods and will thereby be ena- 
bled to fill all orders with promptness and will not be forced 
to report to his customer that an assorted order could only 
be filled in part, or that there will be delay in securing the bal- 
ance due, or into the other and greater evil of substituting 
the nearest he has in stock to the goods called for, whether 
they be of the make desired or some imitation of it. 

SALESMEN WILL PUSH THE GOODS. 

2d—That having such a large stock of the goods in the 
house will result in instructions to the salesmen to push 
the goods. 

COMPETITORS OFFER GUARANTEE. 

3d—That he is constrained to ask for the guarantee be- 
cause the competitors of the seller have adopted the policy 
of offering it. 

The answer to the arguments advanced for guaranteeing 
prices it seems to me are direct and simple. 

1st. That the purchaser should have no fear in carrying 
a reasonably full and well assorted stock of all goods for 
which there is a demand irrespective of a price guarantee. 
To do so is one of the fundamental necessities of a jobbing 
business. 

2nd. The manufacturer should not endeavor to overload 
his customer with goods hecause it will probably result in 
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the cutting of prices by the jobber to relieve himself of the 
overload and this in turn cannot fail to affect the manufac 
turer's other customers, to his detriment. 

The responsibility for the answer to the third argu- 
ment rests solely upon the policy adopted by the manufac 
turers themselves and upon such agreements as the competi- 
tive manufacturers in the different lines may make 

REQUEST IS MADE IN VARYING FORMS. 

lhe request itself is made in varying forms and conse 
quently in degrees of evil. Sometimes that the guarantee 
cover the stock in the hands of the purchaser at the time of 
decline in price, sometimes that it be only on a specifie quan- 
tity perhaps smaller than the original purchase; sometimes for 
a specified time dating from the time of purchase, and some- 
times if the goods be seasonable to continue until the end of 
a season and settlement to be made at that time at the then 
ruling prices 

UNFAIR TO ASK GUARANTEES 

Applying the subject more directly to the manufacture and 
sale of hardware, I submit that it is manifestly unfair to ask 
the manufacturer to guarantee his prices against the uncer 
fainties of the market when the manufacturer himself cannot 
cover on his supplies similarly. In the purchase of manufac- 
turing supplies it is almost universal for the condition to be 
mposed upon the buyer to be the sole judge of the stability 
of the market and when settling day comes to pay in ac 
cordance with the face of the contract irrespective of the 
strength or weakness of the market subsequent to the day of 
purchase 

AN ABSOLUTE LOSS. 

I believe there are well authenticated instances of sellers 
being compelled to fill contracts upon which a guarantee has 
been given against decline in price. and that in so doing an 
absolute loss has been incurred, equivalent indeed to includ- 
ing with the shipment a quantity of currency, which loss ac 
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cording to the ordinary ethics of business must be recovered 
in some subsequent transaction. 

It is not necessary to multiply words in criticism of such 
a course. 

I thoroughly believe we all agree in the statement that it is 
bad practice. 

A QUESTION FOR MANUFACTURERS. 

Of course I realize that the whole subject of price guar 
antees is very largely one upon which the manufacturers 
themselves should agree, it is purely a question of policy and 
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is undoubtedly the result of competitive conditions, but the 
evil is to some extent chargeable to the inference (whether 
intended or not) given by some buyers that the guarantee 
is a necessary condition to the placing of an order with the 
manufacturer, because of a real or imaginary competitive con- 
dition among manufacturers. 


A BENEFIT IF ELIMINATED. 


I also thoroughly believe that the subject could not be a 
serious one consideration if the buyers generally would adhere 
more closely to the truth, not departing from it even by in- 
ference. If the practice of guarantee in price could be elimi- 
nated in all commercial transactions it would unquestionably 
be of benefit to the trade at large, in that it would tend to a 
greater stability in the selling price all the way from the 
manufacturer through the various channels to the consumer. 
It surely cannot be claimed that wasted energy is of benefit 
to anyone, yet as stated above if through an unforeseen de- 
cline a seller is compelled to fill an order at a loss or even 
without profit, it is very clearly a case of wasted energy. 

If the acts of all of us whether individual or collective 
could be credited in our favor, the net result would be greater 
benefits to all. 

I hope, however, that the discussion will be free, full and 
entirely frank, in order that we may all be advised of the 
consensus of opinion coming from those of other interests than 
our own. 

Mr. E. B. Pike of Pike Station, N. H., followed with a 
paper entitled 


WHAT SHOULD BE THE POLICY OF THE MAN- 
UFACTURERS IN THE DISTRIBUTION 
OF THEIR PRODUCTS. 





DISTRIBUTION OF PRODUCTS. 


The gentlemen of the Southern Hardware Jobbers’ Associa- 
tion have asked me to make a brief address on “What should 
be the policy of the manufacturers in the distribution of their 
products ?” 

I suppose they expect me to tell them that we should 
depend entirely upon the jobber and that we should not sell 
our goods to the user, retailer, or to the catalogue houses, 
but that we should do all of our business with and through 
the jobbing trade. 


ONE OF THE STRONGEST FACTORS IN THE PROGRESS OF AMERI- 
CAN COMMERCE. 


Well, gentlemen, I have something like forty years’ expe- 
rience in selling goods to the jobbing trade and I have found 
it a mighty good trade to have. My experience has convinced 
me that the men doing business in the American wholesale 
hardware are among the best business men in the world. As 
a class they are honorable, energetic, pushirfg, and clean-cut 
men. The great variety of goods they handle tends to make 
then broad-minded and gives them wide experience. .Then, 
remember, they have the inestimable advantage of close as- 
sociation with the hardware manufacturer,—in itself a liberal 
education,—for next to the American hardware jobber surely 
stands the American hardware manufacturer, and these two 
representative types of American business men working in 
unity constitute one of the strongest factors in the marvelous 
progress of American commerce. 


AN IDEAL PURSUIT. 


It seems to me that the making and selling hardware comes 
very near the ideal in the way of a business pursuit, for is it 
not after the plan that God adopted in making man? Not of 
cotton, nor of silk, nor of wool (not of flour or grain, nor 
even of a new breakfast food), did He make him, but of the 
very earth itself from which we get the material for our hard- 
ware. 


SOME MISTAKES HAVE OCCURRED. 
Gentlemen of the Hardware Trade, I think we are working 


in the right lines; we are at least working in harmony with 
nature whether always in harmony with each other or not. 





I believe the hardware business is in some respects an ideal 
business and that men in it have every chance at least to be 
honest. They do not have to sell shoddy or adulterated arti- 
cles, but they come very near getting their supply from nature 
itself,—from the and mines of the earth. Now it 
would seem that having such a good start we ought to be 
able to adopt the right kind of policy in regard to distributing 
our products and | think upon the whole we have done so. | 
believe it is the policy of the average manufacturer to de- 
pend upon the jobber to distribute his goods. Of course some 
mistakes have occurred, for even the best of us make mis 
takes, and some manufacturers have been foolish enough to 
sell their goods to retailers, some even to consumers, and 
some have been so absolutely bad that they have sold to cata- 
logue houses. But I think most of them have sooner or later 
come to realize and repent of their sins. 


forests 


DIFFERENT METHODS FOR DIFFERENT LINES. 

Of course every line of goods can not be handled in the 
same way. Manufacturers of machinery must necessarily 
sell a large portion of their product direct to the user while 
manufacturers of such articles as tacks and screws would 
be very foolish to do so. Then a manufacturer of a new 
line of goods must create a demand for them and you know 
that many jobbers are very cautious, and have to be, in tak- 
ing up the sale of an unknown line. So it sometimes be- 
comes necessary for the manufacturer not only to sell to the 
retailer but to the consumer. 


INTRODUCTION OF MRS. POTT’S SAD-IRONS. 

I well remember that when I had the good fortune to reg- 
resent the now world-famed firm, The Enterprise Mfg. Com- 
pany of Pennsylvania, in the introduction of Mrs. Pott’s sad- 
irons, some thirty years ago, we found it very difficult to get 
the jobber to buy them and we had first to send out men 
to sell them from house to house and then to the retailer and 
create a demand before we could get the jobber to buy them. 
The policy pursued by The Enterprise Mfg. Co. was a just 
one; they sold the goods to the consumer at the consumer’s 
price, to the retailer at the retailer’s price, and to the job- 
ber at the jobber’s price; and between the consumer’s and 
retailer's price there was a good margin and between the 
retailer’s and the jobber’s price there was also a liberal mar- 
gin. Now this is the kind of policy that I think the manu- 
facturer should adopt in distributing his product. 


MANUFACTURER MUST CREATE DEMAND FOR HIS GOODS. 

The manufacturer must create a demand for his goods be- 
fore he can expect the jobber to buy them. In this work, 
however, the manufacturer should never fail to make prices 
to the retail trade that will enable the jobber to supply the 
demand, when created, at the same prices with a fair mar- 
gin of profit. On the other hand, if the jobber were more 
quick to recognize the difficulty which the manufacturer 
meets when endeavoring to introduce new goods or estab- 
lish reputation for his better grades, when confining his ef- 
forts to the wholesale trade exclusively, it might be possible 
that a greater part of the necessity of going direct to the re- 
tail trade would be removed; at any rate the work would be 
carried on with greater harmony and better results secured. 


CORRECT POLICY FOR MANUFACTURERS, 

I think it would be the policy of every manufacturer, in 
the first place, to make the very best quality of goods in his 
line that can possibly be produced. 

Second, I believe it is fully important for him to make the 
trade understand that he is absolutely reliable and trust- 
worthy. 

DUTIES OF SALESMEN. 

Third, I think he should be very careful in the selection 
of salesmen to represent him; that he should send out only 
good, clean, straight, reliable men who know the line thor- 
oughly and who will gain the confidence and respect of the 
buyers. I consider it very poor policy for any manufacturer 
to allow his line to be sold by any one who may want to 
carry it for a side line. 

The salesman should be able to tell the buyer all about the 
goods he is selling; about the material and the process of 
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manufacture, what it will cost for special sizes or special 
packages; in fact, he should be able and ever ready to thor- 
oughly inform the buyer all about the line he represents. It 
sometimes seems to me that manufacturers are careless with 
regard to their representatives, yet I would say in this con- 
nection, that many of the ablest, manliest, and most likeable 
men I have ever known have been among the men I have met 
“on the road.” 
MANUFACTURERS SHOULD ADVERTISE. 

Fourth, the manufacturer should be a liberal advertiser. 
Of course the kind of goods largely determines how they 
should be advertised. In our case we have found it does not 
pay to advertise for the consumer to any extent; the pur- 
chase price of one article, or the total purchases of one con- 
sumer, being too small to warrant the expense, so we ad- 
vertise for the buyer, leaving it to him and to the quality 
of our goods to create a demand for them. Just how much 
money shall be expended for advertising in the catalogues 
of our buyers and how much space we shall take in the 
progress of the different associations each must decide for 
himself. 

“WHETSTONE” PALMER’S LITTLE JOKE. 

I remember when I was a boy of sixteen I started out on 
the road to make my first trip selling goods and I took with 
me an old fellow who was supposed to be the champion seller 
of scythestones and who was called “Silver Gray” or “Whet- 
stone” Palmer. He was very bright and very smart but he 
had the unfortunate habit of taking too much of the “oh-be- 
joyful” which made him rather talkative. At the first town 
where we stopped he met a Professor who was principal of 
a somewhat famous academy and he told him he would like 
to place his son in his institution where he would get able 
instruction such as the professor only could give him; he 
also told him that where his son was at that time he was 
getting into bad habits, one of which was that he was buying 
a good many peanuts and eating the shells and giving the 
other boys the meats. This story then impressed me as be- 
ing very funny, but I have seen the point of it more in later 
years. We must not spend all of our money in one kind of 
advertising for if we do we will find ourselves like the boy,— 
we shall have given the other fellows the meats and be eat- 
ing the shucks ourselves. 

WILL EUROPEAN SELLING CONDITIONS PREVAIL IN THIS COUNTRY. 

It has been predicted that the time would come when the 
same conditions would prevail in this country, as now pre- 
vail largely throughout Europe. That is, that the manufac- 
turer would distribute his goods through the factor or selling 
agent direct to the retailer and consumer; that there would be 
no longer any need of the hardware jobber therefore he would 
go out of existence. 

Gentlemen, I do not believe this condition will ever come 
about this country. I believe it would be an unfortunate 
day for the manufacturer if it should come. Where the manu- 
facturer depends upon the factor or selling agent to distrib- 
ute his goods he loses a great deal because no matter how 
good the agent may be he can not have the knowledge and 
interest in the line that the manufacturer himself or his 
direct representative will have. It would also be a great 
disadvantage to the manufacturer not to have stocks of his 
goods at different commercial centers. It would be a great 
annoyance and expense to have to sell in small lots and to 
collect from the consumer or retailer. It is a great ad- 
vantage to the hardware manufacturer to have such good 
paying customers as the wholesale hardware merchants. I 
believe it the safest trade in the world. 

While the manufacturing and selling of hardware is not 
absolute perfection in business it comes about as near to it 
as you can expect in a world of erring mortals and the men 
now before me representing the Southern hardware job- 
bers are an evidence of what splendid men can be produced 
by such associations. 


JOBBER IS MANUFACTURER'S FRIEND. 


No, gentlemen, we will never give up the wholesale harJ- 
ware merchant; he is our friend; we can not live without 
him. We love him for what he has done for us in the past and 
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what we expect him to do for us in the future. We intend 
to treat him well and retain his good will and friendship and 
co-operate with him for mutual profit until the time comes 
when hardware implements may be no longer needed, when 
“the elements shall melt with fervent heat” and the new 
heavens and the new earth appear and each man shall re- 
joice in that which he has been able to do for his neighbor 

President Plumb introduced Mr. E. A. Peden of Houston, 
lexas, who delivered the following address on the subject, 
“Who Has the Right to Route Shipments, the Buyer or 
Seller?” 

WEPT BRINY TEARS. 

rhe last time I attempted to make a speech I cried when 
it was all over at the dismal failure I had made, briny tears 
ran down my cheeks. To-day I fear it will be your time 
to weep, and in this case I should not attempt to make an 
address if I were down in Texas, but I am so far away from 
home and my two Houston friends have promised not to tell 
about it when they go back there I feel it is safe to take the 
chance. 

THE ROUTE IS LONGER. 

Why this subject has been allotted to me I don’t know. 
f presume, however, it is because Texas is farther away 
from the source of supply than any other state here repre- 
sented; the route is longer; our shipments consume more 
time to reach us, and therefore we are perhaps more deeply 
interested in this proposition than those of you who are closer 
home and who can get their goods the day after or the week 
after they order them. To us in Texas it is a matter of 
very gravest importance. As I understand it, we are guests 
this morning of the manufacturers. I come before you this 
morning to ask that you divide the matter with us. We are 
not like old Uncle Rube, vho went to the camp meeting and 
heard the sermon about praying for what you want and get- 
ting it. He went’ home and got down on his knees and he 
says, “Oh Lord, I have been hearing that whatever I ax for 
that I am sure to get. I pray, Oh Lord, for a barrel of wa- 
termelons and a barrel of possums and a barrel of sweet po- 
tatoes and a barrel of pepper—Oh, Lord, no; that is too much 
pepper.” 

DO NOT WANT IT ALt. 

Now, we do not want it all, but we want some oi it. 
You manufacturers tell us that if we attempt to contro] the 
route of our car-loads that you are short of empties; you 
cannot get the cars switched sometimes for days and weeks; 
therefore, we should not attempt to dictate, and in many cases 
it is no use to request the routing at this end. If that is true, 
and I have no doubt it is, then there is another side of the 
the story. In our case down in Houston—I suppose it is so 
with every jobber—we have warehouses on certain switches, 
and there are one or two roads that can always deliver our 
cars after arrival a little quicker than any of the others; 
and therefore, if they deliver goods that you sell delivered, 
you control the routing, we would like to have the routing 
at the other end—you have the initial routing and give us the 
destination routing. In this connection I notice that the 
manufacture: especially those up in the north, pronounce the 
word as “rooting.” Now, I have often wondered why he 
pronounced the word “rooting” and I never was able to de- 
cide just what the reason was until they began selling their 
goods delivered, and they always did the “rooting.” Now if 
they would route right we would concede to them the right 
to “root.” L 
MANUFACTURERS HAVE BEEN SELFISH. 

Continuing, he said: Of late years the manufacturers 
have displayed a little selfishness, especially in reference to 
such items as nails and barbed wire, pipe, bar steel, iron 
sheets, roofing, etc., and I address my remarks to that line 
of products bought in car lots. I would request in connection 
with local shipments—less than car lots—that you bear in 
mind and tell your shipping clerks when you go home to put 
the routing in the bill; showing how it is going to reach 
destination, fill in the weight and freight rate, and you will 
save us many long-winded railroad claims, as the railroads 
don’t pay interest on the claims. 

Now the time is coming when conditions are changing. 
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I have no doubt that jobbers from other states can give you 
instances of their prosperity, but down in Texas the time 
is rapidly coming when we will have some goods to ship 
ourselves—when we will have more freight coming this way 
than we ever had before. 

The speaker than referred to the use of what had been 
considered heretofore as worthless land in Texas, but now 
was being planted in rice. He also referred to the production 
of oil. 

Mr. Peden said further: Those are only a few instances, 
and I refer to them because, gentlemen, we have a 
future down there, and I believe it is to our mutural inter- 
est that we handle all these propositions liberally and fairly 
and with justice to each other. 


great 


THE DAYS OF PASSES AND REBATES. 


Ihe speaker than referred to the olden days whien the 
railroads furnished passes freely to the jobbers and shipments 
were traced from origin to destination promptly by the com- 
mercial agent; but that was not the case now. He said in 
those days the word “rebate” was often heard, but that was 
no more. 
burg took five and six weeks to reach Texas. 


He said that many times shipments from Pitts 


SUGGESTS THAT HALF OF ROUTING BE ALLOWED 


Therefore, I repeat my proposition, 


that you allow us half the routing. We do not ask for the 
whole, or, better still, if you are going to control the rout 


In closing he said: 


ing then change your terms to us, especially on these car-load 
goods; let your terms date from the date of arrival. It has 
often been the case during this past winter when we have 
had thirty to thirty-five thousand dollars invested in goods 
on the railroad that we had not seen. In conclusion I want 
to say that our institutions down in Texas are built upon 
the plains where the red Indian used to roam and we have 
inherited one of his traits—when we are treated wrong we 
do not forget it very easily, but, gentlemen, I am glad to 
say to you that there is one thing we remember a great deal 
longer than we do a wrong, and that is a “right.” Treat us 
right; treat us fairly.and we will remember that when the 
impression of harsh treatment has long passed and been 
erased. I thank you. 
(Applause.) 


Secretary Carter read the following paper by Mr. C. M. 
Fouche of Chattanooga, Tenn., on the subject, 


“ THE TWENTIETH CENTURY DISTRIBUTOR,”’ 
“HIS RELATION TO THE JOBBER AND MANU- 
FACTURER.” 


IDEAS ARE VAGUE. 


I approach this subject with the greatest diffidence and 
trepidation, because my ideas as to who or what “The 2oth 
Century Distributor” is, are decidedly vague and indefinite. 

As soon as I was notified by your efficient secretary that 
I had been selected as one of the victims to air my opinions 
upon this subject I immediately began to cudgel my “think 
tank” to see if I could arrive at a definite conclusion as to 
what the executive committee of this association meant by 
the expression “20th Century Distributor,” but after weeks 
of earnest and honest effort in this direction I found that I 
had reached no less than seven different conclusions in the 
premises—each one of them being entirely at variance with 
the other. I then concluded to call to my aid all my friends 
of the hardware fraternity who were within easy reach, and 
propounded to each the burning question, “Who in thunder 
is the 20th Century Distributor?” 


20TH CENTURY DISTRIBUTORS. 


Each one of these gentlemen thus approached answered, 
after due deliberation, about as follows: “The jobber”; “the 
retailer”; “the manufacturer’s representative’; “the depart- 
ment house”; “the large jobber who sells the smaller ones” ; 
“the manufacturer who sells the consumer direct”; and the 
manufacturer of a certain agricultural implement very grave- 





ly assured me that the executive committee certainly had in 
mind his celebrated “Guano Distributor” when they selected 
this subject for my address. 

A CHINESE PUZZLE. 

Finally, in despair of ever arriving at a satisfactory solu- 
tion of the question, I decided to call upon the executive 
committee itself, the authors of this Chinese puzzle, for an 
authoritative explanation as to what was meant by the term 
“20th Century Distributors.’ Here I soon found ready and 
unhesitating answers to my query. Each one of this august 
and reverend body gave me an entirely different answer. By 
the time I succeeded in reaching this stage of the game, “Re- 
morseless Time, fierce spirit of the glass and scythe,” had 
rolled arcund to Saturday, July roth. I had not been able 
to “think a thunk” upon my subject, much less to write an 
address upon it. Desperation seized upon me, for I was al- 
ready committed to my friends of THz AMERICAN ARTISAN, 
Age” and other periodicals, to furnish them with 
idvance copies of my address in time for their publications 
of the 16th instant and had been notified by them that copy 
must be in their hands by the 13th instant. It would irk me 
much to disappoint these good and true friends, and through 
them their thousands of readers who would thereby be de- 
prived of the brilliant corruscations of wit and wisdom which 
are wont to flow from this fertile and facile pen, but alas, 
and alack! what am I to do unless the identity of this “2oth 
Century Distributor’—this “man with the iron mask”—can 
be disclosed. It will avail me little to be able to exclaim 
with Macbeth “Shake not thy gory locks at me, thou canst 
say twas I that did it”; but it is a solemn and honest fact 
that my failure to prepare myself on this theme is solely and 
entirely due to the fact that the executive committee of this 
association has assigned to me a subject which no single one 
of them defines in the same way. 


the “Iron 


A RIDDLE. 


The question as to who the “2oth Century Distributor” 
really is will probably go down to posterity for solution, along 
“The Gordian Knot,” “The Lady or the Tiger” and similar 
riddles and puzzles which have placed many good men and 
true in straight jackets, to say nothing of untimely graves, in 
trying to solve them. 

It is well for this association that I have neither the time 
nor the inclination to take up this question in all the various 
aspects which are presented by the definitions given of the 
term “20th Century Distributor” by the members of the exec- 
utive committee and of this association. I could discourse 
at great length upon each one of the “distributors” so pre- 
sented, be he the big jobber or the little jobber, the manufac- 
turer or the manufacturer’s representative, the department 
store, the retailer or even the “Guano Distributor.” 

The very brief time now left to me in which to air my 
views on some branch of the question “has forced me in 
desperation to fall back upon my boyhood scheme for decid- 
ing unsettled questions, viz., drawing straws to see who and 
what the 20th century distributor is. So here goes. 

A DRAWING. 

I have marked upon seven separate slips the names which 
have been suggested to me by the partisans of each distrib- 
utor, placing my choice of the lot, the jobber, upon the longest 
slip, and the department store upon the shortest one. I have 
shaken them up in my hat, closed my eyes and proceeded to 
‘make a draw.” With my usual luck at all games of chance 
it proves to be a “bobtail flush,” for I have drawn the de- 
partment store. 

THE DEPARTMENT STORE. 

Having decided to abide by the arbitrament of chance I 
cannot now in good conscience refuse to accept its decision, 
and must perforce take the department store as my “2oth 
Century Distributor,” and impose upon you my views as to 
its desirability as a distributor. 

THE EARLY DEPARTMENT STORE. 

When the department store first appeared on the scene 
of action its business was confined to lines of the same gen- 
eral class, such as dry goods, notions, clothing, boots and 
shoes, hats and caps, carpets and furniture, ete. but the 




































































scope of its business has been gradually enlarged and ex 
tended until it now includes everything from a concert grand 
piano to a paper of tacks, and from bolts of priceless silks 
and laces to pounds of sugar and crackers. 

PREDICTED 1T WOULD BE A FAILURE 

1 can well remember that it was freely and confidently 
predicted by all the jobbers and retailers whose lines were 
taken up by these department stores that the business would 
be a failure, because no one house could hope to handle a 
dozen different lines with the same intelligence and efficiency 
that houses which only carried one line could. We have all 
seen this prediction come to naught, because the big depart- 
ment houses have long since grown to such proportions that 
they can afford to employ from one to a dozen experts in 
each line that they handle, thus making each department com 
plete within itself. The department house is here to stay, 
and it. therefore behooves our jobbing friends to prepare for 
the irrepressible conflict. 

WEAK BROTHERS, 

So long as these houses can buy from the manufacturer 
such enormous quantities of goods there will always be found 
some “weak brother” who cannot resist the temptatiori to sell 
them at as low, 


»r lower prices than they offer the regular 
jobber. When this is done the floodgates are open, for there 
is nothing more certain than that the department store wil? 
sell these goods to the consumer at practically the same 
prices as the jobber can sell to the retailer, and frequently 
for even less. I can think of no cure for this order of 
things save a concerted movement upon the part of the job 
bers to prevent the manufacturers from selling their products 
to department houses at prices which will enable them to sell 
the consumer at jobbers’ prices. 
JOBBERS ARE RESPONSIBLE FOR DEPARTMENT STORES 

I am sorry to say that the jobbers themselves are largely 
responsible for the existence of the department store. Over- 
production is the parent of these stores, and the new mills 
and factories which overstock the market with their products 
are largely brought into existence by the jobbers, who en- 
courage them to go into business in order to secure lower 
prices. It is my opinion that the jobber makes a serious mis- 
take when he tries to make a manufacturer sell his products 
at less than a fair profit, but I know only too well by personal 
experience that they often do this. When it is thought that 
the manufacturer is making too much profit our jobbing 
friends wil] urge embryo manufacturers, with more money 
than brains, to go into the business, and we soon have over- 
production and the resultant seeking after markets by the 
manufacturer, who cannot dispose of his goods through the 
regulat channels. 

BUSINESS OF DEPARTMENT STORES 

The business of the department store has been largely 
built up by their being able to take advantage of the necessi- 
ties of manufacturers who ought never to have been in busi- 
ness. If these factories had never been encouraged by job- 
bers they would never have existed. 

A REMEDY. 

1 would suggest as a remedy for the trouble that is now 
upon you, and which is constantly growing, that the jobbers 
adhere in their purchases to well-known and reputable manu- 
facturers, and push the sale of their goods to the exclusion 
of all others. If you will remain true to the manufacturer 
you will find that he will be true to you. He will also doubt 
less be willing to protect you on his goods from the encroach 
ment of the department houses, by naming them such prices 
as will not enable them to sell goods to comsumers and 
retailers at jobbers’ prices. So long as the jobber changes 
from old and well-known factories to new and untried ones, 
solely on account of a slight difference in price, just so long 
will these manufacturers sell their goods to whoever wil! 
buy, be they department stores or jobbers. 

MANUFACTURERS PREFER JOBBERS AS DISTRIBUTORS 

I do not believe there is a manufacturer present at this 
meeting who does not prefer the jobber as a distributor of 
his goods to the department store. For this reason I feel 
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reasonably well assured that if concerted action is taken by 


ihe members of this and the National Association looking 
to an agreement on the one hand to handle the goods of these 
manufacturers exclusively, and on the other to maintain a 
certain difference in prices between the jobber and the de- 
partment store, there will be little difficulty in coming to a 
satisfactory understanding between the jobber and the man- 
ufacturer 
MANUFACTURERS’ REPRESENTATIVES. 

I cannot close these rambling and somewhat incoherent 
iarks on “the 20th Century Distributor” without at least 
passing reference to the individuals who distribute the 

goods of the manufacturers among the jobbers and larg« 


supply houses. I refer to the manufacturers’ representative.. 


lime was when the manufacturer did not deem it neces 
ary to employ any better material for the purpose of dis 
sing of his goods than could be found in the ranks of vil 
ige clerks and apprentices, and at a pinch even the offic 

tuld be pressed into the service to do duty as a travel 
ng salesman. But sharp competition and evolution in busi 
ess methods have wrought a change in this, and no up-to 
late, intelligent manufacturer will employ anything but the 
ry best talent obtainable for the purpose of representing 
him on the road. 

THE IDEAL REPRESENTATIVE. 

(he ideal representative is one who can command at 
ill times the respect, confidence, and, if possible, the affec 
tion of both his employers and his customers. To command 
these it is necessary that he should possess character, abil 
ity and personal characteristics which would enable him to 
fill successfully any position in life from a clerkship in a 
country store to the presidency of a bank, or even of the 
United States. 

I see before me in this meeting the faces of many trav 
cling salesmen who measure fully up to the standard I have 
umed, and whose abilities have been proven by their suc 
cess in securing and retaining a large trade for years 

PERFECT CONFIVENCE SHOULD EXIST. 

The most perfect confidence should exist between the 
obber and the manufacturer’s representative, for without 
this there can be no community of interest, which is so es- 
sential in the relations between buyer and seller. 

[he salesman should be at all times judicial and im- 
partial, never allowing his personal feelings or interest to 
sway him from the path of fairness and justice. He should 
never allow himself to be influenced to do an unfair thing, 
on the one hand by fear of loss of the customers’ trade, nor 
on the other by the fact that he is the paid employe of the 
seller. 

In all matters affecting both customer and employer he 
should occupy the position of the just and impartial judge, 
leaning neither to one side nor the other, but deciding every 
question with impartiality and justice. 

MORAL OBLIGATION OF SALESMAN 

So far as his moral obligation is concerned, he is equally 
dependent upon his employer and his customer, for his value 
to the former depends entirely upon his ability to command 
he trade of the latter, and his wage is measured by the 
unount and character of his sales. 

It would be much better for both buyer and seller if 
there was more confidence exhibited by each toward the 
other. The buyer who habitually views the salesman with 
suspicion and distrust, and whose attitude is always that ot 
the man who expects to be taken advantage of, very rarely 
fails to have his suspicions verified, for nothing is more cer- 
tain in human nature than that the suspected man will sooner 
later grow weary of being distrusted without cause, and 
will endeavor to give his suspicious friend a dig under the 
ibs 

On the other hand no salesman who would be so base 
1n ingrate as to take advantage of the confidence and trust 
reposed in him by a buyer, could expect to remain long in 
the ranks of the manufacturers’ representatives. 

AN ERA OF MUTUALITY OF INTERESTS. 


If we could only bring about an era of confidence and 
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mutuality of interest between buyer and seller, making our 
business relations more in the nature of a joint stock asso- 
ciation, it would certainly result in the greatest benefit to 
both, and would furthermore make it impossible for rank 
outsiders to come into the field and play havoc with legiti- 
mate business enterprises, as has been done in the past. 

I have certainly imposed upon both your patience and 
good nature to such an extent that I am fearful most of 
my auditors will wish I had put into my hat and drawn 
a “blank,” instead of the Department Store when I con- 
cluded my search for “the 20th Century Distributor” by sub- 
mitting the question to arbitrament of chance. 

Mr. W. S. Dennan of Richmond, Va., was introduced. 
He read a paper on “Advantages and Disadvantages of Net 
Prices and Grouped Discounts as Against Uniform Lists and 
Discounts,” which was as follows: 

Secretary Mitchell of the Manufacturers’ Association 
then read an address by Mr. L. D. Vogel of St. Louis, Mo., 
entitled 


SALESMANSHIP SOME DEFINITIONS QUOTED 
AND THOUGHTS EXPRESSED BY AN 
OFFICE MAN. 


A REUNION OF A BUSINESS FAMILY. 


The purpose of this meeting is, as I understand it, to 
become better acquainted through personal contact and social 
intercourse, to discuss and, if possible, remove such obstacles 
as have proven impediments to satisfactory and lucrative 
business. It seems to me these gatherings of southern hard- 
ware jobbers, the manufacturers and their representatives, 
should be regarded by all in the light of a reunion of a 
“business family” of which we all are members. If we can 
impress upon each other the fact that our interests are mu- 
tual, we will feel when we say “Good-bye” that the time has 
not only been pleasantly but well spent. 

Feeling as I do that it is incumbent upon each of us to 
at ieast make an effort towards contributing some food for 
thought, I will venture on a subject that will, I hope, interest 
all of you. 

It will, perhaps, suggest itself to you that an “office man” 
such as I am and always have been, should choose some sub- 
ject which experience would qualify him better to discuss. 
If any apology is needed for my treading on this ground, I 
want to make it right now, so that I may, at least, have your 
unbiased attention and consideration. 

I recognize and appreciate the fact that this gathering 
embraces men fitted by nature and schooled by experience 
for salesmanship and others who are proprietors and sales- 
managers, men of judgment, who, through their contact with 
salesmen, are well posted on the question of what constitutes 
a good one. 

And I am not egotistic enough to presume that I can 
tell the salesmen anything new about their avocation, or to 
impart any information to those who engage salesmen that 
will be of substantial use to them. 


ONE OF THE MOST IMPORTANT WHEELS IN THE MACHINERY OF 
BUSINESS. 


If, however, I can impress up the salesmen, the man- 
agers and the buyers here present what I feel, namely: that 
the salesman is one of the most important, if not the most 
important wheel in the machinery of business, it will be a 
gratification to me, because a salesman must feel that he is 
doing an important work to meet with a full measure of suc- 
cess, and his employer must recognize his importance in 
order to deal with him in the right spirit. 

Good salesmanship is so essential to all lines of busi- 
ness and so worthy of intelligent study and execution, that 
the calling, to my mind, is lifted to the dignity of a profes- 
sion. 


DEFINITION OF SALESMANSHIP. 


First, let me say that the definitions of salesmanship which 
I shall offer are not my own, but quotations from what I[ 
have read; and, coming as they do from salesmen of experi- 









ence, who have been successful, they are entitled to respectful 
consideration. 

Thinking it will add to their interest, I will explain that, 
some months ago, a prominent magazine devoted to the sub- 
ject of advertising offered a prize of $25 for the best defini- 
tion of “Salesmanship.” Many replies were received, and 
copies of them, with the names of contestants, were placed 
in the hands of Mr. J. B. McMahon, vice president and sales- 
manager of the N. K. Fairbank Co., who consented to act 
as judge. He awarded the prize to the following as embrac- 
ing the most essential qualifications of a good salesman: 

“Salesmanship is the quality in a man, partly jpherent, 
partly acquired, whereby he is able to successfully fittoduce, 
interest in and sell a prospective customer any article or com- 
modity.” 

OTHER DEFINITIONS. 

I will quote a few others, which impressed me as being 
particularly good, and which I singled out of many and 
copied. 

“The ability to sell goods, or other property, in a straight- 
forward manner, with satisfaction to all concerned and with 
the least expenditure of time and money, but having always 
chiefly in view the benefit to be derived by the person for 
whom the property is sold.” 

Another: 

“Salesmanship is that quality in a salesman which enables 
him, in the shortest space of time, to place in the possession 
of his customer the greatest amount of satisfactory merchan- 
dise, and in the coffers of his employers the greatest amount 
of profits; while, at the same time, preserving the lasting 
good will and respect of his customer.” 

Bear in mind, please, that a salesman is not in the sales- 
manship class, according to this authority, unless he can 
both make a profit for his employer and preserve the lasting 
respect and good will of the customer. 

THE SCIENCE OF SELLING. 

Another definition that, it seems to me, contains many 
good points, is as follows: 

“Salesmanship is the science of putting Into each day’s 
work honesty in speech, loyalty to employer, #i@*fustle of 
modern civilization, of watching your weak points, of strength- 
ening them; of not only keeping your customers, but of gain- 
ing new ones; of being at all times a gentleman.” 

It has been my pleasure to meet many salesmen—in our 
office, during my travels and at the jobbers. and manufac- 
turers’ conventions—and a more courteous and pleasant lot 
of gentlemen it has never been my pleasure to become ac- 
quainted with. It is a universally recognized fact that the 
standard of salesmen has been greatly elevated with the 
march of time—as to character, ability and intelligence, in 
proof of which it is not necessary to refer to any other fact 
than that men not possessing these qualifications cannot find 
room in the ranks of any reputable firm’sstraveling force, 

Furthermore, many of our largest and most successful 
business firms are composed of and managed by former trav- 
eling men. 

TRUE AND TERSE. 

I will tax your patience with one more quotation, and 
this one, to my mind, is as true and good as it is terse. 

“Salesmanship is ability to make sales; its attributes are 
health, honesty, courtesy, tact, resource, reserve power, facility 
of expression, a firm and unshaken confidence in one’s self, 
a thorough knowledge of and confidence in the goods one is 
selling.” 

Certainly none of us will deny that a good. salesman 
must know his goods so well and have such confidence in 
them that he can convince the merchant that he needs the 
goods; then, he must enthuse him in such a way that, after 
he does purchase them, he will push them. 

A CRACKERJACK. 

Permit me to add that, in addition to the qualifications 
named in the definitions quoted, if a man is fortunate enough 
to possess in a marked degree the following, he has, in my 
opinion, the qualifications which go to make up what some 
men term a “Crackerjack :” 

Prudence, magnetism, ability to gain confidence, the art 




































































of reading human nature, judgment to comprehend a cus- 
tomer; in other words, the faculty of quick perception of 
character. 

It has been said that the eye photographs impressions 
on the mind instantly. Pleasing impressions are always 
strongest and most lasting; therefore, it is wise for the sales- 
man to attain the strong combination of good dress and good 
manners, coupled with sincerity, which latter is indispensable 
to lasting success. A well-groomed, courteous personality at- 
tracts, sincerity convinces. 

Cheerfulness is a valuable element in salesmanship; 
people like it—it appeals to them. 

A good judgment as regards credits, while mentioned 
last, is by no means the least of the desirable qualifications for 
salesmanship. 

SALESMEN SHOULD STUDY CREDITS. 

Competition is keen; there is a great anxiety to do busi- 
ness. Firms employ salesmen for that purpose, so they are 
anxious to make sales, and make them as large as possible. 
It never did require much capital to start a store. A mer- 
chant should not have all his capital on his books, as he can 
never figure on prompt collections, but is always asked to 
meet his maturing bills. 

It is certainly wise for the salesman to study the credit 
feature, to get all the information possible on the point and 
to impart it to his firm in detail, whether good, bad or indif- 
ferent. There is no information that a credit man values 
higher, or that is of more assistance to him in determining 
upon credits, collections or extensions, than that obtained 
from a traveling salesman. 

I speak from experience on this point. 

SALESMAN HAS EXCEPTIONAL OPPORTUNITY TO GAUGE MER- 
CHANTS, 

Coming in personal contact with the merchant, the sales- 
man can form an estimate of his qualifications for success, 
his character, ability, and the condition and extent of his 
stock, the way he handles his customers, the trade and crop 
conditions prevailing in the section where he does business. 
A knowledge of these particulars should be studiously sought 
after by the salesman, and transmiitted to the firm he repre- 
sents. He should express his opinion fully and state on what 
he bases it. It is a fact that it is the prevailing opinion that 
few ‘traveling men have the ingenuity or take the trouble nec- 
essary to equip themselves as good judges of credits... I 
have always asked our men to give this their best thought. 
A hazardous account is worse than none—to be ever watchful 
of a man’s condition—whether it be a new customer or one 
of long standing, for some of our greatest losses have been 
with customers of long standing, whose condition has changed 
with time. 

RESULTS. 

The value of the service of any man, be he traveler or 
office man, is measured by the net results of such service, and 
certainly the losses on men’s sales are an important factor. 

Quoting from the sayings of a wise man: “The principal 
thing to strive for is wisdom.” Next to that, the thing we 
are all working for is the almighty dollar. 

The salesman is human; he wants his share, and the 
employer who does not cheerfully give it to him makes a 
mistake. 

FEW CLERKS DEVELOP INTO GOOD SALESMEN. 

Little difficulty is experienced in producing satisfactory 
clerks in the evolution that takes place from the time a lad 
begins his business experience in the position of “office boy,” 
advancing in rotation—if he is of the “right stuff’—as va- 
cancies in higher and more responsible positions occur. 

But few of them develop the characteristics and tact 
necessary to give them entrance into the ranks of salesmen. 
and fewer still can be classed as particularly successful sales- 
nen. 

We can advertise for a clerk for almost any department 
of our business, and obtain enough responses to enable us to 
select a suitable person. 

But our experience, and that of many business men that 
I have spoken with on the subject, is, that first-class salesmen 
are not so numerous and are difficult to obtain; therefore, the 
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employer who has a satisfactory force of salesmen is to be 
congratulated, and it behooves him to make them sétisfied, as 
well as satisfactory. 

A TIP FOR TWENTIETH CENTURY PTOLEMIES. 

Chere is no royal road to success in any vocation. In- 
dustry, capacity, power of adaptation, the ability to put forth 
what is in us, the faculty of utilizing our gifts, will bring 
success. In the vast majority of failures, there is a lack of 
motive power, a disposition to take it easy. 

The easiest way to court failure is not to strive for suc- 
cess. The qualities which bring success to men in their 
chosen vocations are the qualities which make it possible for 
such men to make their way into those vocations 

The man with ability and grit will succeed. The man 
who does not get discouraged easily is the boss of the man 
who does. Enthusiasm is something that cannot be bought, 
because it is priceless. 

Opportunities often come in disguise, and disclose their 
possibilities only when a man has made them expand by the 
force of his zeal and thoroughness. 

It has been written that “A pound of energy with an 
ounce of talent will achieve greater results than a pound of 
talent with an ounce of energy.” 

THE LARGEST ITEM OF THEIR EXPENSE ACCOUN’ 

Speaking for our firm, I will say the salaries and trav- 
cling expenses of our traveling men is the largest item of 
our annual expense account. Practically, the question of 
whether our business shall show a profit or a loss hinges 
upon that. We must rely, therefore, upon the ambition of 
our salesmen to lead them to make strong efforts to reach a 
larger volume of sales and keep.their traveling expenses as 
low as consistent with the representation of our firm, and, 
as a consequence, pave the way to a better salary for them- 
scives, 


“SUCCESS IS WON BY EFFORT STRONG.” 


In conclusion, I will quote for the salesmen, one verse 
from a poem by Sabin: 
Success shall come to him who waits, 
But not to him of folded hands— 
lo him who hopes but hesitates, 
And simply by the roadside stands. 
Success is won by effort strong, 
By unremitting, earnest stress. 
lhe way it travels seems o’er-long? 
lo haste its course, go meet Success! 


To the employer, it is not well to quote poetry; it’s not 
what he wants. His desire is for profitable business. He 
can do much to help the salesman “meet Success.” 

A salesman’s efforts can be supplemented by the firm 
employing him. Proper attention and treatment of the cus- 
tomer by the house will certainly strengthen their position. 

There are so many ways. Setting aside the question of 
equipping a man with salable goods and proper prices—the 
attention an account receives by the firm in any and all of the 
departments of a business has a vast influence on the efforts 
of a salesman. Modern and thorough business methods sug- 
gest so many excellent ways of doing what is right and 
proper that it must be a careless man indeed who does not 
give this subject thought and action. 

And the house should not only give attention to those 
that the traveler sells, but those as well on whom he calls 
and does not sell. It is certainly important to give atten- 
tion to prospective customers, and the firm can often put on 
the final touch needed to supplement the efforts of the sales- 
man, and open up a desirable account. 


BUYER AND SELLER. 

I have no doubt most, if not all, of the manufacturers 
here have their business so systematized as to lend every 
support to their salesmen, but I know of some who are not 
here that haye not. 

To the buyer, I will only say: the traveling salesman, if 
he is a gentleman and has not proven himself unworthy of 
your confidence, deserves courteous treatment and all the en- 
couragement you can afford to give him. He calls on you 
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because it is his business and, in most cases, his pleasure also. 

There can be cited plenty of cases in which the buyer 
suffered more by discourtesy than the salesman against whom 
it was directed, whether thoughtlessly or intentionally. 

To all three, employer, salesman and buyer, I offer my 
apology for taking up so much of their time. It may be 
a consolation to you to know that I have not written half 
of what I have thought on the subject. 

Should any of the employers conclude that I have in 
dulged too much in generalities and have offered nothing en- 
titled to any thought, I invite them to call on me whenever 
they are in St. Louis. Perhaps an exchange of experiences 
and a comparison of methods will prove mutually beneficial, 
and make this effort to interest seem to have more sub 
stance. 

WEDNESDAY AFTERNOON. 
Wednesday afternoon was devoted to a glorious drive. 
There were 12 vehicles containing 5 people, 17 holding 4 and 
26 holding 3. A total of 212 people left the hotel between 
2:30 and 3 and most of them returned by 5:30. The route 
was along Broadway to Woodlawn, Judge Hilton’s famous 
place, back through the village, past Canfield’; Park, up 
through Yaddo Park, Spencer Trask’s magnificent estate and 
on to Saratoga Lake, where most of the party partook of re- 
freshments at Moon’s. A shower came up on the drive home 


which, however, did not discommode the party to any great 


extent. 
WEDNESDAY EVENING 
The Southern Hardware Jobbers’ Association held an 
executive session Wednesday evening. Secretary Carter’s 


annual report showed a prdsperous condition with nine new 
members. The executive committee’s report outlined year’s 
work and mapped out important work for the ensuing year. 

Recommendations were discussed and a mutually satis- 
factory plan decided upon as regards relationship of jobbers 
and manufacturers. 

The Question Box proved beneficial and interesting. The 
meeting adjourned at 11:45 p. m. 


THURSDAY EVENING JOINT SESSION 

The first number on the program at the joint session of 
the American Hardware Manufacturers’ Association and the 
Southern Hardware Jobbers’ Association on Thursday even- 
ing was the following paper by T. L. Greene of the Audit 


Co., New York, on 
MANUFACTURING ACCOUNTING AND COSTS. 





IMPORTANCE ONLY RECENTLY 


Your management has asked me to address you this 
morning on the subject of Manufacturing Accounting and 
Costs. The importance of good accounting has only been 
recognized of recent years. Correct information is a prerequi- 
site to profitableness in all lines of staple manufacture and 
trading is essential also to the formation of any line of policy 
regarding the conduct of the business. Correctness in ac- 
counting involves two elements—first, good judgment as to 
the classification under which the facts of the business are 
presented in figures and, next, the accuracy with which the 
figures themselves are assembled. As to the bookkeeping 
proper, it may be said that the principles as applied to busi- 
ness concerns are comparatively simple: it is in the application 


RECOGNIZED. 


of those principles to actwal transactions that complications 
It is for this reason that I would not call accounting 
one of the exact sciences. 


arise. 


DEFINITION OF ACCOUNTING 


It is true that the study of bookkeeping in all its ramifi- 
cations may be carried on in a scientific spirit, but the details 
of such bookkeeping must vary according to the needs, the 
dangers and the required safeguards in each particular case. 
The Art, as I prefer to call it, of Accounting may be said to 
consist in presenting the facts of any business large or small 
in a manner which shall reflect the real commercial conditions 
of such business. The mere items of debit and credit will 
not arrange themselves properly without the aid of some one 
having knowledge and experience; herein lies the reason for 
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the rise of the new profession of accountancy, one of the 
youngest of professions, but one whose future seems assured. 

To make his business worthy of the name of profession, 
the modern accountant must be well grounded not only in 
the technicalities of bookeeping and in the many ways in 
which they can safely be expressed, but he must have such 
knowledge of affairs and such experience as will enable him 
to express business facts in a way that will agree with the 
commercial Just as the lawyer to be successful 
must be well grounded in the theories of law and at the same 
time have good judgment as to the application of abstract 
principles to concrete instances, so the good accountant must 
he able te put the true position simply and clearly before his 


situation. 


chents. 


FINANCIAL BOOKS AND COST RECORDS. 


Accounting for manutacturing may be divided into two 
first, the general or financial books, and, second, the 
cost records. Let no one delude himself with the idea that he 
can have a good cost system without good general books. 
In one or two cases which I have in mind disappointment as 
to the profits was owing to the fact that the statistics which 
showed by estimates what the company ought to be doing 
were not in accord with the results as shown on the financial 
hooks. A good gencral system of bookkeeping and a good 
cost system are like liberty and union, one and inseparable. 
lhe information necessary for ascertaniing the costs of man- 
ufacturing can be obtained only from general books so ar- 
ranged as to furnish a general view of the financial condition 
f the company or firm, and at the same time to afford a basis 
for the distribution of the expenditures later on between the 
different articles produced. No manufacturer who contents 
himself with running everything into an account called “Mer- 
chandise” or some other comprehensive title, can hope to 
know what the cost of manufacturing, as between articles 
separately considered, can be. This is the first test then of a 
good system of accounting for manufacturing that the gen- 
eral books should show in a condensed way the true position 
of the firm or company; that such books should be arranged 
so as to allow of easy distribution of the general items under 
such headings as are required by that particular factory, so 
that such distributed figures of expense could in turn be made 
the basis of at least a close approximation of the cost of the 
individual articles. 


parts: 


A MATTER OF EVOLUTION. 


The bookkeeping of our large railroad systems has been 
a matter of evolution for fifty years. If any one of my hear- 
ers is interested in this part of the subject and has the time, 
it would pay him to call at some railroad accounting office 
and get a general idea of the simplicity of the system as a 
whole and of the complexity of the various parts of that 
He will find that the general ledger of the railroad 
has all the large expenditures under but four heads, though 
subsidiary books carry out the details of these four headings 
under 150 different accounts. Certain important manufactur- 
ing concerns indeed carry out their bookkeeping in a reversed 
order; in their books practically the cost system comes first 
and the general books afterward; it is also true that with 
great care such a system may be made to give approximately 
accurate results, but it is a system which, because of its mani- 
fest dangers of error, can not be recommended as the best 


whole. 


INVENTORY MERITS CAREFUL ATTENTION. 

The inventory merits careful attention. It is needless to 
say that an exact account of the stock of materials on hand 
by count, weight or measurement should be had at stated 
intervals, at least once per year. Because of its importance 
great care should exercised, designated men 
should count or measure the quantity of this or that article in 
a particularly defined bin or room or space, marked on the 


Each one of such men should 


he specially 


floor with chalk if need be. 
file his original papers at the office signed by his name as a 
true statement, before a witness if desired; such papers con- 
taining such brief comments as will describe the goods and 
also will enable the price officers to judge of the condition. 
After the quantities have been ascertained, such inventory 
should be taken into the books at cost prices or market prices, 
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whichever is the lower, allowances being made for goods 
damaged or out of style. 
ADVANTAGES OF MONTHLY STATEMENT. 


If manufacturers are prepared to give the necessary time 
and attention and possibly some little expense to an arrange- 
ment for a so-called book of living inventory, they can have a 
statement, approximately correct, of the amount of material 
then on hand at the end of the month and the amount which 
has been consumed in manufacturing. Such a monthly state- 
ment of the stock of materials has several advantages, one 
that it is an important factor in the preparation of a correct 
financial exhibit monthly, another that it tends to more care in 
the disposal of raw material now made a matter of record, 
and another that it leads into a proper system of manutac- 
turing costs. Still another advantage of a careful book or 
living inventory, calculated by debiting and crediting the 
quantities received and used, is that in many cases it will be 
found unnecessary to stop the works or to close down but a 
short time in order to take an inventory by count; for the 
reason that the quantitics can be counted when the stock is 
low at the end of any covenient month; moreover the differ- 
ent departments or different kinds of material can be inven- 
toried on different months and the results compared with the 
stock keeper’s records for each department or class separately. 

INVENTORY OF PARTIALLY COMPLETED ARTICLES 

Some of the smaller concerns in the United States do 
not take careful inventories, perhaps because owing to the 
absence of any cost system they do not know at what price 
to include the items of their product wholly or partially com- 
pleted. Wherever possible such partially or wholly com- 
pleted articles should be taken into the inventory at their 
exact cost to manufacture. In cases, however, where a con- 
cern has large contracts on hand which require considerable 
time for their production, it is fair to include some portion 
of the profits monthly in the ledger by an arrangement of 
entries, as otherwise the concern would show no profit for a 
considerable period and then a large profit. I have suggested 
that the articles which are partly or wholly finished should 
be taken into the inventory at their exact manufacturing cost 
as closely as this can be ascertained; and by that I mean that 
no portion of the selling or general expenses should be added, 
nor should they be carried at the prices for which they can be 
sold. 

A FAULTY SYSTEM. 

I remember an old gentleman, one who for many years 
had occupied a prominent position in the manufacturing world, 
who it was found always added into his costs all his selling 
and general expenses and as I remember, interest charges, 
too, in making up his inventory of finished products. If his 
inventory had been the same from year to year, little harm 
would have been done so far as his profits were concerned, 
although the value of the asset on the balance sheet would 
have been overestimated, but as it happened that there was a 
great difference between the end of the year as compared with 
the beginning, his profits for that period were overstated. The 
old gentleman stoutly contended that his system of bookkeep- 
ing was correct, but it was shown to him that according to his 
system he might have run his factory night and day, piled up 
all his goods in his warehouse without selling a single pack- 
age and at the same time have shown large profits at the close 
of his fiscal year. 

INVENTORIES CONFINE PROFITS TO ACTUAL SALES. 

It is the custom in some trades where goods are manu- 
factured under orders, to take the manufactured but undeliv- 
ered goods at the close of the year into the accounts at the 
prices contracted for. I believe that such is the general 
custom in certain lines of manufacturing at this date, and 
while the aggregate of profits over a number of years may 
not be affected by this method of inventorying manufactured 
goods at selling prices, yet the profits for any particular year 
may be considerably over or under stated by such accounting. 


ONLY ONE SOURCE OF PROFITS. 


There is really only one source from which profits can be 
said to be made by a manufacturing concern, and that is from 
sales. The taking of an inventory is not of itself a source of 
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profit, but is the process by which we endeavor to eliminate 
ill factors extraneous to the period under review and thus 
confine the profits to the actual sales less the actual cost of 
It is only under unusual circumstances that it can 
be considered correct accounting to take in the finished prod- 
uct at anything more than the actual cost of manufacture, 
including all items which can be properly put under that 
Without going into too much detail, many reasons 
will occur to all why this statement is a correct one, such, 
for example as the fact that a fire may burn the goods and 
thus destroy the so-called profit, for certainly no insurance 
‘ompany would reimburse the owner for more than the cost 
No real profit is made until the goods are 
delivered and the obligation of the customer is placed upow 
the manufacturer’s books. The American Malting Company 

k the first step toward its downfall when at December 31 
at selling prices the malt which it 


production. 


heading. 


of his product. 


it entered on its books 
had contracted to deliver 
from the profits thus shown. 


in February; and paid dividends 


HAKD TO DRAW THE LINE, 
if is at times very difficult to draw the line between 
It is better that the 
manufacturer after keeping a record of the minor improve- 


hetterments and operating expenditures. 


mnets for his own information should charge such ordinary 
improvements off through his profit and loss, but not through 
his. manufacturing account. Much controversy has raged 
ibout the proper method of treating improvements, particu 
larly in railroad accounting. The general thought which | 
will advance for your consideration is this, that no additions 
to property and no improvements to buildings or machinery 
should be considered as proper charges to capital account, 
and therefore not to be deducted from earnings, unless it 
can be clearly seen that such additions or improvements 
either increase the earning capacity or decrease the expenses of 
This definition of betterments is not so harsh 
as the charging of all improvements against the revenue, no 
matter how important they may be, nor so easy as the English 
practice of charging to capital every item which can be techni- 
cally considered as an addition, even a shanty, with the re- 
sulting distribution in dividends of a larger proportion of the 
earnings each year. Of course the same result as to the cash 
is reached if we capitalize such items and show larger profits 
which are not divided among the shareholders, but this latter 
method has the disadvantage of overstating the profits from 
a commercial point of view. 


the business. 


WORKING CAPITAL. 


Another matter of consequence is working capital. As 
every business man knows, it requires considerable sums of 
money to carry the accounts of customers, the raw material, 
the force of employes and other like items until the money 
from the sales may be expected. The amount of necessary 
working capital will vary according to the kinds of business. 
In the building of steamships for example, it is very large. 
Not a few of our combinations of recent years are vulnerable 
at just this point, for, having been formed without adequate 
cash capital, they may be obliged to borrow largely from the 
banks to supply their need for ready money; and this need is 
larger the higher the prices for material and labor. If during 
the past few years of prosperity such combinations have not 
taken a fair portion of their earnings to pay off their bank 
debts, and if they still owe an undue amount of borrowed 
money, they are not in good financial condition. Indeed the 
present bank situation in New York City has a note of warn- 
ing in it for all those manufacturers who have a large pro 
portion of current liabilities and a small proportion of current 
assets. Certainly every combination of manufacturers which 
may be formed during the next few years for self-protection 
ind on a fair business basis, should have an adequate amount 
of cash for this important need of working capital. 

DEPRECIATION 

I approach the vexed question of depreciation with a feel- 
ing of trepidation. Perhaps no subject connected with the 
accounting of manufacturers has been the subject of so many 
differing opinions. For example, it is a common remark for 
a man to say, “My factory has been kept in excellent repair 
and therefore nothing need be set aside for wear and tear.” 
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But repairs to properties and depreciation are not the same 
thing; the one relates to the keeping up of the machinery as 
it is, and the other looks forward to the time when that ma- 
chine will have to be thrown out and a new one substituted. 
When that time comes the prudent manufacturer will have 
allowed for that contingency by deducting from his earnings 
each year a proportion of the cost of that machine. lf we 
estimate that that machine will do good work for twenty 
years and then become worn out or obsolete, then technically 
one-fifth of the cost has been consumed in producing the man- 
ufactured goods each year in addition to whatever repairs 
may have been made, for repairs pure and simple do not 
affect this reasoning, except as they may influence our opinion 
as to the life of that machine; nor do renewals of parts. 
CAPITALIZING IMPROVEMENTS. 


Actual additions and improvements to machinery may be 
capitalized if they conform to the definition of improvements 
which I have just ventured to suggest to you In such mat- 
ters conservatism is the safest policy, for, as every one knows 
in these days of invention, one can not be sure when a new 
machine may be put upon the market which will supersede the 
old. A manufacturer who does not as quickly as pogsible 
substitute a new and efficient machine for an old or inefficient 
one, even though not worn out, will not after a while be able 
to compete with his neighbors. It will be remembered that 
one reason for the great success of Mr. Carnegie was his 
pronounced determination to spend any amount of money to 
increase the efficiency of his works, and to replace one set of 
machines at once with another if the latter could be worked 
by fewer men; it is told of him that he would at times throw 
out old machinery still in good working order to the value of 
one million of dollars. Such contingencies affect all manu- 
facturing and he is wise who has a fund in reserve to use 
for just such emergencies. Yet after all is said the precise 
amount which should be set aside each year for depreciation 
is a matter for discussion. Accountants have learned by 
experience that in a general way depreciation will vary from 
2 per cent to 10 per cent of the cost of buildings or machinery, 
but even when the percentage may be estimated the defer- 
mination of the depreciation in dollars and cents may be as 
difficult as ever because of the lack of knowledge of plant cost. 


INCLUDED IN COST OF PROPERTIES. 


Companies are usually capitalized on their supposed earning 
capacity and this involves an issue of bonds and shares much 
beyond the intrinsic value of the land, buildings and machin- 
ery. When earnings are conservatively estimated there can 
be no valid objection to this course, for a manufacturing firm 
or company with an established reputation which can not earn 
at least 12%4 per cent on the actual value of its assets can not 
be considered successful. Such a company as a general rule 
will include on its balance sheet under the head of “Cost of 
Properties” the good will or franchise value; thus the actual 
value of the buildings and machinery on which the percentage 
of depreciation must be figured is not on the books. It is my 
own opinion that the question of the proper amount of depre- 
ciation, involving as it does the matter of the sufficiency of 
repairs, the efficiency of machinery and similar items, should 
be determined by engineers whenever practicable. In a num- 
ber of cases I have recommended to large corporations the 
advisability of having their real estate, buildings and machinery 
appraised by experts—but on a banking and not on a fire 
insurance basis. The latter basis is important, too, but does 
not touch the question of loans and mortgages, which is the 
thought at present in mind. Besides helping out on the de- 
preciation question and affording the manufacturers the 
means every few years of ascertaining how far the plant has 
been improved or has deteriorated, such a banking appraisal 
of a concern’s real property would have the advantage of 
enabling the company, should it so wish, to set forth in its 
balance sheet the real value of all its assets, with its good 
will in a separate account. 

FAVORS CLEAR STATEMENTS. 


My experience leads me to believe that if the corpora- 
tions, large and small, would thus make a clear statement of 
their financial resources, and if such a showing should bring 
into clear light the fact that the value of their land, buildings 





and machinery, customers’ accounts, and stocks of material 
on hand, should exceed (or at least equal) the amount of 
their preferred stock (or mortgages and preferred stock), 
such shares thus being declared to be covered by assets of 
at last equal value, such concerns would be regarded in Wall 
street in a more favorable light than they are at present. It 
must be admitted that the recent failures of prominent indus- 
trial companies have in the minds of investors and in the opin- 
ion of bankers thrown a suspicion on all industrial shares, 
which is unjust to many a company whose affairs are reason- 
ably prosperous and whose condition is financially sound. 
This in brief is one way in which I think that the prevailing 
skepticism regarding industrial undertakings could be met— 
by the putting forth by our prominent companies of the actual 
facts regarding their assets as well as their profits 


STATEMENTS FOREVER DISCOU NTED. 


Wall Street—and both investors and bankers are included 
under this term—is forever “discounting” all statements. 
Where inflated values are put upon enterprises, Wall Street 
is the first to cut such values in half; conversely, where con- 
servative statements are made, Wall Street when it finds that 
fact out, thinks more highly of that enterprise. One word 
more regarding depreciation; the amounts deducted from 
income for such a reason are not lost to the company by rea- 
son of such deduction, but remain in the treasury and may 
be represented on the liabilities side of the balance sheet by 
reserve accounts; as these accounts are swelled by the 
amounts. deducted annually from earnings the company will 
get credit im the eyes of the public for the total amount thus 
set aside and appearing in their statements. Such reserve 
need not be deducted from the cost of property; they are of 
course available for any renewals or replacements which can 
properly be charged thereto. 

ITEMS OF INTEREST IN BALANCE SHEET. 

Time will not allow me to discuss at any length other 
items of interest in a manufacturer's balance sheet; the pat- 
ents, which maybe. included under good will if of permanent 
value or writteh off annually if of temporary advantage only; 
the hand tools; which by some form of treatment should. be 
made to stand on the books at a conservative valuation; the 
patterns and drawings (a vexed and. vexing. ac- 
count) which should be severely written down 
at the expense of the earnings unless clearly of 
every day use; the investments, if any, which need not be 
reduced on the books, generally speaking in the manner that 
banks write off bond premiums since such investments are 
incidental to manufacturing but in banking are one of the 
articles dealt in; the profit and loss account, whose balance if 
possible should represent nothing but profits fairly earned and 
leit in the business; the keeping of customers’ accounts in a 
separate ledger with a controlling account in the general 
ledger so arranged in connection with special columns in the 
cash book, that the controlling account is capable of book- 
keeping proof, distinct from the separate customers’ ledger; 
the avoidance of the necessity of keeping ledger accounts with 
those from whom purchases are made, unless a few of such 
accounts should be needed for purposes of information. When 
we have studied all the items which go to make up a manu- 
facturer’s general books and have made up our minds as to 
the proper disposal of the difficult problems according to the 
circumstances of each particular case—for as before stated 
accounting is a matter of knowledge, experience and common- 
sense—and when in this way we have before us statements 
showing the main accounts, we are then and only then in a 
position to consider a proper cost system; for a good cost 
system is not to be put together off hand but is a problem 
of thought and care and of evolution. 


GENERAL AVERAGE COST SHOULD BE FIRST DETERMINED. 


If the general books, the register of expenses and similar 
books are carefully designed we can first of all determine 
the general average cost; we can separate the items which 
go-directly into the work, such as the material used and the 
wages of the men employed on particular pieces or groups of 
pieces—sometimes called the “productive labor.” As every 
one knows there are many items not chargeable to any one 















































































kind of work,” but which are certainly manufacturing ex- 
penses, such as cost of power, steam or electric, wages of 
foremen, repairs and depreciation. There is a difference ot 
opinion as to the best basis for distributing these latter ex- 
penses among the articles produced. For myself I preferred 
the method of charging such “unproductive” items on the 
basis of the productive or direct labor. Such “loading” or 
“overhead” expenses may vary from fifty per cent to one 
hundred and fifty per cent of the direct labor. 
THE FAIREST METHOD OF DISTRIBUTION. 

In this way we have probably the fairest method of dis- 
tribution, for it a longer time is required to turn out a par- 
ticular bit of product so that it should be loaded with a 
larger share of repairs to a lathe let us say, then that ma- 
chinist’s time is a good basis for such greater proportion of 
cost of power and similar items. The cost of the raw ma- 
terial is not so good a basis as labor for subdivision of 
manufacturing expense. With proper books for general ac- 
counts and with proper subordinate books showing a separ- 
ation of the expenses into columns giving the subdivision 
needed in that particular factory, we are now prepared to 
make up a general manufacturing statement which shall show 
what the factory is doing in totals; and from this statement 
statistics can easily be drawn showing the total average cost 
in productive labor and material and the percentage which 
must be added as leading to such direct cost to cover the 
indirect expenses of manufacturing just referred to. And 
here let me pause to say that if any one who has hitherto 
not paid attention to such matters should wish to introduce 
more modern methods into his bookkeeping, the point at 
which we have arrived in our sketch is the extent to which 
our reforming manufacturer should at first go in his new 
plans. For it can not be too often repeated that a cost 
system by details can not be had unless the general books 
are first arranged to that end, so that all the proper charges 
to cost of manufacturing are decided upon and grouped. If 
the general system is well designed it will be easy at any 
time to get up additional subsidiary books, separating the 
expenses in any desired detail for the further information 
of the office. The general books must first be made to balance 
and the storekeeper’s accounts to tally with the inventory by 
count, before proceeding further. 


PRINCIPLE IS SIMPLE. 

When all is ready, then the next step is the ascertaining 
of the facts regarding each article or kind of article pro- 
duced and sold. While complicated oftentimes in practice 
and not easy always to work out in the shop, the principle 
is simple; it consists by cards or slips in charging to a bpar- 
ticular order (usually designated by a number) the material 
used and the direct labor spent on that order, The usual 
course is for the manager or superintendent to decide that 2 
number of articles of a selected kind shall next be made up 
either on customers’ orders or for a future market; he then 
signs an order to that effect, whereupon a requisition is made 
on the storekeeper for the amount of material or materials 
needed. The amount of material used and the exact number 
of hours worked in factory A on that numbered order is kept 
track of in that factory. Formerly the working men them- 
selves kept their own tally; now in busy factories it often 
pays to have a shop clerk who can keep account of all such 
records, turning his reports in to the main office for entry 
on a cost order book. The shop clerk is also a relief to thc 
foreman, who can then” give’ his* entire  atten- 
tion to the quality of the work done in his shop 
and keep such watch on the orders going through 
that when one order is finished he can have another 
order ready for that mechanic. Factory B and factory C can 
send in similar reports and so can the room for assembly of 
the parts. When a product must go through several factories, 
each adding something to it, the same procedure may be 
observed, each factory reporting only its own use of labor 
and new material, leaving the main office to make up the 
statement of total cost as before; or a debit and credit labor 
and material account between the factories may be estab- 
lished. but the objection to this is that it adds to the amount 
of hookkeeping withont adding anything to the store of real 
information. 
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WORK AT THE MAIN OFFICE. 

In the main office care of course should be taken that 
the total material reported as issued by the storekeeper and 
the total productive labor as shown by the general books be 
made to agree with the shop reports, or that the difference 
be accounted for. We already know the percentage of load- 
ing or indirect expense, and this general percentage figured 
on the labor cost of that particular order and added to the 
labor and material already known gives roughly the manufac 
turing cost of that order. I have left the record of sales until 
now. A suggestion here is that duplicate bills or invoices 
be made in carbon, a convenient way being to make out a 
number of such bills at one sitting by using the flat or book 
kind of typewriting machine. ‘These duplicate invoices or 
bills are compared with the charge to the customer first and 
then turned over to the sales clerk, who can keep the statis- 
tics of sales in any number of books or in any number of 
columns, showing sales first by factories and then subdivided 
into sales by kinds or groups, these latter statistics to be kept 
or changed from time to time in accordance with the desire 


of the management for information and to make the records 
> 


of sales conform in detail to the records of cost, thus showing 
the manufacturing gain or loss by articles or groups in each 
factory. 

GENERAL AND SELLING EXPENSES, 


Then comes consideration of the general and selling 
expenses. These may be kept in detail by columns and 
charged directly to special articles when proper. It is my 
pinion that these expenses should generally be distributed 
over the product according to value of that product if possi- 
ble. Of course no one would consider a group of products 
as profitable unless all such expenses were added in fixing 
the price, but many cases arise where for special reasons or 
on a special article the manufacturer is willing to accept but 
. small return over manufacturing cost; the two classes of 
expenditure should therefore be considered separately. In 
like manner the proportion of interest on bonds or borrowed 
money or dividends on preferred stock or interest on part- 
ners’ capital can be ascertained for statistical purposes for 
each group of products just as the railways keep their ton- 
mile statistics for one purpose and the cost of moving trains 
for another. In thig way the policy of reducing prices to 
increase output, and similar questions, can be considered from 
the statistical standpoint. Such exhibits show what class 
of products is the most profitable and wherein any unusual 
expense may appear, giving the officers a valuable hint where 
to look in reducing cost. 

HOPES TO START CAMPAIGN OF EDUCATION. 

Allow me in conclusion to hope that through this con- 
vention and similar bodies there may be started a campaign 
of discussion which may result in a campaign of education, 
regarding the real cost of manufactured articles and the loss 
finally incurred in selling below that cost. It may be that this 
result can be achieved best through consolidations; such 
combinations, if forced by circumstances, to be made by busi- 
ness men on an equitable basis, and not for the mere manu- 
facture of bonds and shares. But in any case in some form 
of «union there is not only strength, but knowledge and safety. 


W. P. Smith then read the following paper on 


THE KNIGHT OF THE GRIP. 





THE PORTER WOULD REIGN. 


A genius of American production, scarcely half a century 
old, but mighty in point of numbers and. influence. 

No longer than the early seventies he was rarely seen. To 
day if there was a railroad passenger train in this broad 
land that was not lighted up by his cheerful countenance 
and made jolly by his jokes and smiles, the conductor would 
conclude that some evil spirit had taken possession of his train 
and the Pullman porter would send in his resignation at the 
end of his run. 


THE KNIGHT LOOMS UP 


No sooner does the irrepressible march of civilization’s con 
quering hosts force back the savage into deeper and wilder 
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jungles of nature’s forests than the irrepressible “Knight” 
looms up not as an Unknown but as a remarkably well-known 
quantity. He is the most cosmopolitan of earth’s millions. 
Go not only to every city, town and hamlet throughout Un- 
cle Sam’s domains, but go if you please to Europe, Asia and 
the Islands of the Sea and you will find him working as in- 
dustriously to sell Ice Machines and Ice Cream Freezers in 
the frozen Plains of Siberia as he is in selling well Boring 
Machines and will-Mill Pumps in the Desert of Sahara. He 
cares nothing for the partition of China, so long as he is al- 
lowed the privilege of “working” the territory that is being 
partitioned. He cares nothing as to Russia closing the 
“Open door” of Manchuria so long as he is permitted to enter 
at the back door. 
AT HOME EVERYWHERE. 

His adaptability makes him at home wherever he chances 
to hang his hat and his versatility makes him a welcome vis- 
itor throughout the globe. He is the embodiment of energy, 
the master of patience, the destroyer of provincialism, the 
advance guard of civilization. He can discuss the question of 
election, foreordination or predestination with the church 
deacon with as much earnestness as he discusses the proba- 
ble chances of the next presidential candidate ‘of his party’s 
choice. He can inform you of the extent of havoc which will 
be wrought upon this season’s cotton crop by reason of boll 
worm, boll weevil or caterpillar as accurately as he can point 
out the team who will win the pennant in the big league, or 
the “also Rans” in the coming races. 

ESSENTIAL INGREDIENTS OF SUCCESS. 

He soon learns that integrity and conscience are the essen- 
tial ingredients of a successful career and that the present 
business world has no room for the dishonest or the un- 
truthful. Love of home and family is with him stronger 
than with any other class of men. The old aphorism “Ab- 
sence makes the heart grow fonder”. finds its fullest exempli- 
fication in his ranks. 

SALESMAN’S SUCCESS IS “MANUFACTURER'S SUCCESS. 

To the Manufacturer present, He is your pillar of cloud 
by day,—your pillar of fire by night. He rejoices when you 
rejoice,—he weeps when you weep. Your success is his suc- 
cess and your failure is his ruin. Therefore, take him into 
your confidence and give him the best you have to offer and 


yy : ° : . 
“remember if he somtimes gives the extra to one whom you 


have not authorized, he gives it to one who deserves it—to 
your customer and his friend. 
JOBBER SHOULD GIVE HIM A PATIENT HEARING. 


To the Jobber present, give him a patient hearing. Don’t 
be too much absorbed to listen to what he has to say. If you 
are not interested to-day he will tell you.something which will 
be of value as the days go by. Don’t put him off until you 
have attended to every other duty and expect him to see you 
at 5 o'clock p. m. He has engagements with three of your 
neighbors at that hour already. His time is valuable,—he has 
a wife and family at the end of the road and he is laboring 
strenuously to reach there by Saturday night. Besides his 
best bargains are always given to the first customer. 

Lastly, give him all the orders you can, place yourself in 
his hands and your leaf will not wither, but whatever you 
doeth will prosper. 

DRINK TO TRAVELER’S SUCCESS. 

Now, in conclusion, 

Could I drink of the Nectar the Gods only can, 
I would fill up the glass to the brim, 

And drink the success of the traveling man, 
And the house represented by him. 


TINCTURE DRAUGHT WITH SMILES. 


And could I tincture this glorious draught 
With his smiles as I think of him then, 

Of the jokes he has told and the laughs he has laughed, 
I would fill up the goblet again, 


DRINK TO THE TRAVELER’S WIFE. 


And drink to the wife with the babe on her knee 
As she waits his returning in vain, 
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And breaks his brief letters with trembling hand 
And reads them again and again. 


DRINK TO TRAVELER'S MOTHER. 


I would drink to the feeble old Mother who sits 
By the warm fireside of her son, 

And murmurs and weeps o’er the stockings she knits, 
While she thinks of the wandering one. 


DRINK TO TRAVELER'S FRIENDS 


I would drink to the stranger and friends 
Who have met him with smiles and good cheer, 
To the welcoming hands that good fellows extend 
To the wayfarer journeying here. 


THE TRAVELER’S END 


And at last, when he turns from his earthly abode, 
And pays the last fare that he can, 

Mine Host of the Inn at the end of the road 
Will welcome the traveling man. 


Secretary C. B. Carter then read a paper on Importance 
of Uniformity in the Sizes of Weights and Measures of all 
Goods Offered to the Trade, prepared by Chas, H. Ireland. 
An informal discussion followed which was participated in 
by T. James Fernley, F. S. Kretsinger, Mr. Oliver, .R. R. 
Williams, O. B. Barker and C. W. Asbury. 

The meeting adjourned at 11 p. m. 

FRIDAY MORNING SESSION. 

At the Friday morning session Sec. C. B. Carter read 

the following paper by R. Eikel on 


ADVANTAGES AND DISADVANTAGES OF 
MAXIMUM CONTRACTS. 





TENDENCY OF TIMES. 


[hat the tendency of the times is toward more restricted, 
so-called “contracts,” is no doubt apparent to all buyers, and 
while no special change is noted at this particular time, there 
has been some improvement in recent years, due very largely 
to the realization that such “‘contracts” were often one-sided 
affairs, and that business conditions had improved so that 
manufacturers could assume a more independent attitude than 
when their business was less prosperous. 

ROOM FOR IMPROVEMENT. 

But as in all things there is room for improvement! In 
many lines the same old slipshood way of “contracting” is 
still in vogue. Why should a buyer be permitted or asked to 
contract for a greater quantity than his actual requirements 
for the stipulated period? And why should not a contract be 
automatically decreased month by month, if the buyer does 
not specify a given quota in that time? Would not the job- 
bers be benefited by such a method as much as the manu- 
facturer? 

STOCKS CHANGE IN VALUE DAY BY DAY, 

In the good old days when the merchant bought a line 
of goods he added a certain profit and fixed his price, which 
was the figure at which the goods were sold, as long as this 
lot lasted, irrespective of changed market prices. Not so 
to-day. Due to the intelligent efforts of various hardware 
associations, we gradually learned that the stock of merchan- 
dise in our store is changing in value day by day, and that 
our selling prices: must be quickly adjusted to meet changed 
conditions. 

GETTING RID OF HIGH PRICED STOCKS. 

In case of an advance, to reap the benefit, and in case of 
decline, to quickly get rid of high priced stock to avoid pos- 
sibly greater losses, and above all not to fall behind our, per- 
haps, more fortunate or aggressive competitor, who quickly 
posts our customers. 

CONTRACT SHOULD BE BINDING. 

A contract should be binding upon both parties. It 
should be a bona fide agreement to take a certain amount of 
goods at a certain price, in a certain and given period of 
time.- If this was done in all lines usually “contracted”. we 
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would not hear of so many prices below the values of the 
day on account of old contracts. It must be plain that this 
not only cuts into the profits of the jobber, but affects the 
retailer in a like manner. 

UNIFORMITY OF PRICES, 

Uniformity of prices is, I believe, to-day accepted as 
the proper thing, therefore anything which tends to establish 
uniformity in prices should meet with encouragement from 
the jobbers. The inducement of “5 per cent less” for a cer- 
tain quantity of goods, which is larger than the jobber can 
handle in his regular territory, is often the cause to “unload” 
in territory not tributary to his bailiwick. 

THE PROVISIONS OF THE IDEAL CONTRACT. 

The ideal contract should provide: A definite quantity 
to be taken at a definite period or during a certain length 
of time, provided that this quantity be reduced proportionate- 
y at certain intervals, whether specified for or not. The 
maximum quantity to be based on the buyer’s previous pur- 
chases, and to cover his actual requirements, and not a 
speculative amount. 


The committees on transportation, membership, auditing 
and resolutions made their respective reports. Resolutions 
were adopted thanking the Grand Union Hotel for treatment 
of guests, the trade press for being present, Pres. F. A. Hart- 
man for his services the past year, the ladies for their at- 
tendance, the manufacturers for their presence, the Rev. 
Cary for his opening prayer, Pres. Knapp of the village of 
Saratoga and T. James Fernley, secretary of the National 
Hardware Association, for their presence. 

Obituary resolutions for nine dead members were also 
passed. 

Following this there was a discussion on “Making Ship 
ments and Uniform Sizes, Weights and Measures.” 

The following officers were elected for the ensuing year: 

President—-W. M. Crumley, Atlanta, Ga. 

First Vice President—John Donnan, Richmond, Va. 

Second Vice-President—E. A. Peden, Houston, Tex 

Sec.-Treasurer—C. B. Carter, Knoxville, Tenn. 

President Crumley appointed the following members of 
the executive committee: Bruce Keener, Knoxville, Tenn. ; 
Chas. Ireland, Greensboro, N. C.; O. B. Barker, Lynchburg, 
Va. 

The next meeting of the association will be held in At 
lanta early_in June, 1904. 


FRIDAY NIGHT. 





The banquet Friday night was the crowning feature of 
the conventions. It was held in the convention hall. The 
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guests’ chamber was across the end facing four tables the 
length of the room, which seated 200 guests. 

In addition to the magnificent potted palms and decora- 
were especially ordered from New York City, including ex- 
quisite carnations and American beauties. It was a scene of 
beauty long to be remembered by all participants. The menu, 
toasts, ete., were delightful—the summation, as it were, of 
the genial and frank good fellowship that marked the meet- 
ing throughout. The committee having this banquet in charge 
and who were given the place of honor on the menu card, 


COMMITTEE. 


FayETTE R. PLump 
Toastmaster 
—mmam 
IrByY BENNETT, 
Chairman Entertainment Committee 
—— 


Henry B. Lupton, 
Chairman Reception Committee 





lhe menu was as follows: } 


MENU. 
LITTLE NECK CLAMS 





Sh 
oe GREEN TURTLE WITH TOMATO 


Varies Varies 
BROILED FRESH MACKEREL MAITRE D’HOTEL 
Sauternes Sliced Cucumbers 
POTATOES PARISIENNE 








SWEETBREADS BRAISE ST. CLOUD 
CREEN PEASE 





C ARDINAL PUNCH 





G. H. Mumm & Co. 
Extra Dry PHILADELPHIA SPRING CHICKEN 
STUFFED au CRESSAN 
SARATOGA CHIPS 
Veuve Cliquot 
a ROMAIN SALAD 
NESSELRODE PUDDING en CAISSES 
Assorted Cakes Cand 
Cheese and Crackers 
Cigars COFFEE 





The toasts were as follows: 


TOASTS. 


INTRODUCTION OF TOASTMASTER, Mr. H. B. Lurron, Chairman 
Mr. Fayverre R. Pi cump 


‘To thee and thy company 
I bid a hearty welcome.” —Shakespeare 


GREETING . a x : : 


RESPONSE FOR SOUTHERN JOBBERS~ - Mr. F. A. Herrmann 
Respronse ror New York State JOBBERS, - 
- Gen. C. Wuitney TILLINGHAST, 2nd 
“Star Spangled Banner.”’ 
VicToRigs OF PEACE - Mr. Georce H. Maxwe.u 


‘‘Peace hath her victories 
No less renowned than wars.’’—Cow per. 


Tue ReLiatTions oF Our Eprror TO MERCHANTS AND 
MANUFACTURERS, . - - - Mr. R. R. WriiiaMs 


‘IT choose to write things I 
durst not speak.” — Prior. 
“Dixie.” 

Tue Sociat Sipe oF THE HaRDWaRE MAN, Mr. Irnpy BENNET! 


“Proper words and proper places 
Make the true definition of a style.’’—Swift 


IMPROMPTU SPEECHES. 
“Old Lang Syne.”’ 


CONVENTIONALITIES. 





™ The joint session of the American Hardware Manu- 
facturers’ Association and the Southern Hardware 


Jobbers’ Association scheduled for Thursday after- 


noon was postponed until Thursday evening in order 
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that the invitation of the entertainment committee for 
an excursion to Lake George might be accepted. 

The train left Saratoga Springs at 8:25 p. m. on 
the Delaware & Hudson River R. R., arriving at Lake 
George at 9:40 p. m., where they embarked on the 
boat, where lunch was served. 
Assembly Point, Sheldon’s, Trout Pavilion, Kattskill, 
Marion, Bolton Landing, Pearl Point, Paradise Bay, 
Huletts, Silver Bay and Hague. The boat arrived at 
where a train was taken back 


The stops included 


Baldwin at 1:05 p. m., 
to Saratoga, arriving at 3:05 p. m. 

Wednesday night the weather was slightly cold and 
remaining indoors was the order of the day. Victor 
Herbert’s orchestra furnished a delightful musicale, 
that celebrated musician personally conducting the 
affair. 

Friday morning at 12:30 a special train took the 
hardware men to the works of Walter A. Wood Mow- 
ing Machine Co. at Hoosic Falls, N. Y., where a 
dainty lunch was served. 

J. D. Warren of the J. D. Warren Mfg. Co., Chi- 
cago, the expert designer of hardware shelving, was 
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among the camp followers at the meeting. He made 


one of the monotonously regular Warren hits by dis- 
tributing a couple of very desirable souvenirs in the 





shape of a Scotch coin bag made of leather with a 
ring slipped over the top and a pack of playing cards 
in a pretty leather tuck case. The same taste that 
enables Mr. Warren to design artistic shelving enables 
him to pick out felicitously appropriate souvenirs. 


When the delegates came down to the rotunda of 
the Grand Union Hotel and meandered up to the 
clerk’s desk to see what mail was in they found that 
they had been remembered by the Nicholson File Co., 
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Providence, R. I., who had placed a handsome mani- 
curing file in a Kaiser-Zinn scabbard, and also their 
booklet, “File Filosophy,” in every key box. This 
booklet is full of tips like this: “In using the larger 
files, intended to be operated by both hands, the han- 
dle should be grasped in such a manner that its end 
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will fit into and bring up against the fleshy part of 
the palm below the joint of the little finger, with the 
thumb lying along the top of the handle in the direc- 
tion of its length; the ends of the fingers pointing 
upward or nearly in the direction of the operator's 
face.” 

Mayer & Co., the Philadelphia people who make 
Gold Medal files, were among the souvenir distributors 





MIMI 


and had manicuring files ad libitum for jobbers and 
their ladies. These dainty and yet useful toilet acces- 
sories were keenly appreciated. 

E. C. Atkins & Co., Inc., Indianapolis, Ind., were 
giving away as souvenirs some handsome metal-backed 
hat brushes of an unusually superior quality. These 
were inclosed in a neat box bearing the inscription, 
“If you use this little brush you need have no cob- 














If you handle Atkins’ saws there'll 
The house that sells 


webs on your hat. 
be no cobwebs on your shelves. 
Atkins’ saws is always up to date and ahead of the 
procession.” 

“Bad Mike” and “Scrappy Sam” desire nothing so 
much as a file while they are involuntarily guests of 


the state. Their antitheses in the shape of the vir- 
tuous hardware jobbers apparently share this taste, 
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judging by the popularity of the file the Black Dia- 


mond File Works of Philadelphia were giving away 
as a souvenir at the Grand Union. This was inclosed 











in a handsome leather case, as shown. 

The Charter Oak Stove & Range Co., St. Louis, 
Mo., gave as a souvenir a little memorandum book, 
containing pages for pocket memoranda, and the fol- 
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lowing useful information: “A Few Facts of the World 
We Live In,” “Antidotes for Poisons,” ‘Calendars 
1903, 1904, 1905,” “Familiar Facts,” “Foreign Coins, 
with Their’ Value in United States Money,” “Foreign 
Weights and Measures and Their American Equiv- 
alents,” “Held in Case of Accidents,” “Interest Tables, 
from 6 to 20 Per Cent,” “Measures of Length, Square 
Measure, Cubic Measure, Metric Equivalents,” “Of- 
ficial Populatlon of the United States,” “Official Pop- 
ulation of Cities in the United States over 25,000 In- 
habitants,” “One Hundred Largest Cities of the 
Earth,”’ “Postal Distances and Time from New York 
City,” “Presidents of the United States,” “Rates of 
Postage, Money Orders, Registration and Foreign 
Postage,” “Simple Rules for the Game of Whist,” 
“Standard Time of the World,” “Wedding Anniver- 
saries.”” 
THOSE PRESENT. 

Fred S. Merritt, New Brighton, Va., Standard Horse 
Shoe Nail Co. 

W. B. Smith, Rogersville, Tenn., Mead & Smith. 

J. T. Quarles, New York, Lamson & Goodnow Mfg. Co 

Wm. H. Cole, New York, Towers & Lyon Co. 

Wm. B. Herrick, New York, Harrison Bros, 

Mrs. W. B. Herrick, New York. 

A. R. Sullivan, Rome, Ga., Towers & Sullivan Mfg. Co. 

H. A. Deane, Rome, Ga., Towers & Sullivan Mfg. Co. 

F. S. Sealey, New York, Wiebusch & Hilger, Ltd. 

T. Jas. Fernley, Philadelphia, National Hdw.. Assn. 

A. A. Norton, Chicago, IIL, official stenographer. 

J. W. Lyon, Philadelphia, Pa., P. & F. Corbin. 

Cnas. W. Jarvis, New Britain, Conn., P. & F. Corbin. 

Geo. W. Corbin, New Britain, Conn., Corbin Cabinet 
Lock Co. 

J. J. Teeple, Philadelphia, Pa., F. R. Plumb, Incp. 

F. R. Plumb, Philadelphia, Pa., pres. F. R. Plumb, Incp 

C. S. Forsyth, Meriden, Conn., Meriden Cutlery Co. 

W. J. Griffin, Rome, N. Y., Griffin Hdw. Co. 

W. L. Humison, New Britain, Conn, Humison & Beckley 
Mig. Co. 

John S. Sanders, Atlanta, Ga., Union Metallic Cartridge 
Co. 

Edward Ingalls, Newark, N. J., Atha Tool Co. 

George Reuter, Jr., New York., American Wringer Co 

J. T. Powell, New Britain, Conn., Stanley Rule & Level 
Co. 

C. K. Woodburne, Chicago Ill., Warren McArthur. 

Wm. A. Corry, Covington, Ky., J. C. McCarthy & Co 

Mrs. W. A. Corry, Covington, Ky. 

A. W. Bond, Baltimore, Md., Goodell Co. 

E. G. Buckwell, Cleveland, O. Cleveland Twist Drill Co 

J. D. Parrott, Nashville, Tenn., Yale & Towne Mfg. Co. 

Arthur S. Jones, Memphis, Tenn., Ind. Chain Works. 

John P. Gately, Albany, N. Y., Troy Nickel Works. 

H. B. Plumb, Caryville, Ky., Eagle Lock Co. 

O. L. Davis, Columbus, O., Smith Bros. Hdw. Co. 

S. L. Martin, Boston, Mass., Standard Horse Shoe Co. 

J. R. Gilfillan, Ironton O., Belfont Iron Works Co. 

Chas. H. Wier, Baltimore, Md., Wier & Wilson. 

R. E.. Wier, Baltimore, Md., Wier Bros. 

J. J. Alvord, Bridgeport, Conn., Atlas Shear Co. 

G. F. Salisbury, Boston, Mass., Iver-Johnson Arms and 
‘Cycle Works. 

J. D. Reader, Clyde, O., Clauss Shear Co. 

W. H. Pipp, Terre Haute, Ind., Columbian Enameling & 
Stamping Co. 

Wm. P. Paulscraft, Pittsburg, Pa., R. K. Carter & Co. 

H. W. Knox, New York, Ashcroft Mfg. Co. 

Tred Fox, Pine Bluff, Ark., Fox Bros. Hdw. Co 

J. N. Durby, New York, Hancock Inspirator Co. 

Alfred C. Greening, New York, R. K. Carter & Co. 

J. R. Lynn, New York, Max Klass. 

Mrs. J. R. Lynn, New York. 

Wm. Taylor, Louisville, Ky., Pittsburg Steel Co. 
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G. Moore, Hoosic Falls, N. Y., Walter A. Wood Mfg 
Co. 

C. G. Ely, Rocksbury, Mass., Tremont Mfg. Co. 

Chas. B. Lee, Norwich, Conn., Hopkins & Allen Arms Co. 

W. B. Jackson, Athens, Ga., Athens Hdw. (Co. 

Lewis G. Beers, Trenton, N. J., New Jersey Wire Cloth 


T. P. Dunlop, Ft. Smith. 
W. W. Crandall, Nashville, Tenn., W. W. Crandall & 


Geo. L. Corbin, New Britain, Conn., Corbin Cabinet Lock 


Harry Mayer, Philadelphia, Pa, Mayer & Co. 
E. B. Pike, Pike Station, N. H., Pike Mfg. Co. 
M. Gaudrey, New York, Pike Mfg. Co. 
B. M. Gladding, Memphis, Tenn., E. O. Atkins & Co. 
Mrs. B. M. Gladding, Memphis, Tenn. 
T. W. Gathright, Atlanta, Ga., E. C. Atkins & Co. 
Geo. W. Trout, Chicago, Ill., Trout Hdw. Co. 
Mrs. G. W. Trout, Chicago, III. 
Thos. W. Trout, Chicago, III. 
E. E. Payne, Louisville Ky., B. F. Avery & Sons. 
° A. L. Mackay, Meridan, Conn., Corbin Cabinet Lock Co 
T. H. Keeler, New York, Peters Cartridge Co. 
T. H. Keeler, Jr., New York, Peters Cartridge Co. 
Geo. R. Benjamin, New York, Peters Cartridge Co. 
Geo. L. Haven, Atlanta, Ga., P. & F. Corbin. 
R. P. Boyd, New York, John H. Graham Co. 
W. A. Graham, New York, John H. Graham Co. 
F. H. Gossett, New York, Peck-Stow-Wilcox Co. 
F. L. Wilcox, Berlin, Conn., Peck-Stow-Wilcox Co. 
A. B. Bronson, Cleveland, O., Bronson, Walton & Co. 
Edw. A. Walton, Cleveland, O., Bronson, Walton & Co. 
F. S. Kretsinger, Cleveland, O., Iowa Farming Tool Co. 
E. A. Peden, Houston, Tex., Peden Iron and Steel Co. 
John R. Scott, New Orleans, Carnegie Steel Co. 
T. B. Coles, New York, American Steel & Wire Co. 
Mrs. T. B. Coles, New York. 
R. R. Williams, New York, Iron Age. 
J. D. Warren, Chicago IIl., J. D. Warren Mfg. Co. 
E. D. Perry, Norwich, Conn:, Hopkins & Allen Arms Co. 
Paul R. Howard, Norfolk, Va., Paul R. Howard Hdw. 


Mrs. E. D. Perry, ‘Norwich, Conn. 

E. H. Vordenbaumen, Shreveport, La., Vordenbaumen- 
Eastham, Ltd. 

F. C. Tuttle, Cincinnati, O., Peters Cartridge Co. 

J. T. French, Cincinnati, O., Peters Cartridge Co. 

D. A. Snebel, New York, John Chapman & Sons, 

A. W. Connor, Utica, N. Y., Savage Arms Co. 

A. F. Corbin, New Briton, Conn., Corbin Cabinet Lock 
Co. 

F. S. Davison, New York, Davison Mfg. Co. 

Chas. G. Hill, New York, Baeder-Adamson Co. 

Ernest S. Cox, New York, Hdw. Jobbers Purchasing Co. 

J. H. Grubb, Philadelphia, Pa., Hussey, Binns & Co. 

M. Hirsch, Chicago, Ill., American Cutlery Co. 

John Donnan, Richmond, Va., W. S. Donnan Hdw. Co. 

H. L. Knight, Tampa, Fla., Knight & Hall Co. 

I. S. Craft, Tampa, Fla., Knight & Hall Co. 

Harry G. Harvey, Baltimore, Md., National Supply Co. 

Mrs. Harry Harvey, Baltimore. 

Harold Harvey, Baltimore, National Supply Co. 

Mrs. W. O. Snyder, Baltimore, Md. 

Cora F. Wilkins, Baltimore. 

Geo. F. Baker, Providence, R I., Nicholson File Co. 

Wallace L. Pond, Providence R. I., Nicholson File Co. 

W. M. Crumley, Atlanta, Ga. Beck & Gregg Hdw. Co 

Mrs. W. M. Crumley, Atlanta. 

C. M. Fouche, Chattanooga, Tenn., Crucible Steel Co. of 
America. 

Miss Rosa Fouche, Chattanooga. 

Miss Catherine Fouche, Chattanooga. 

C. B. Parsons, New Briton, Conn., P. & F. Corbin. 

Geo. J. May, Washington, D. C., P. F. May & Co. 

Mrs. Geo. J. May, Washington. 


—— 
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H. R Miller, Memphis, Tenn., Thomas, Barnes & Miller. 
Thomas Ellis, New York, Iver-Johnson Arms & Cycle 


Works. 


F. I. Johnson, Fitchburg, Mass., Iver-Johnson Arms & 


Cycle Works. 


W. A. Shepard, New York, Iver-Johnsoh Arms & Cycle 


Works. 


Co. 


Co. 


Co. 


Co. 


Co. 


James N. Stanley, New Britain, 


Joseph E. Reinart, Baltimore, Md., Wachter Mfg. Co. 
John Hoen, Baltimore, Md., Henry Keidel & Co. 
A. W. Stanley, New Britain, Conn., Stanley Rule & Level 


Mrs. A. W. Stanley, New Britain, Conn. 

R. W. Tick, New Britain, Conn., Stanley Rule & Level Co. 
F. H. Thompson, New York, Stanley Rule & Level Co. 
Joseph M. Hottel, Philadelphia, Pa., G. & H. Barnett Co. 
S. R. G. Sykes, Chicago, Ill, Sykes Steel Co. 

Fred E. Sands, Rocksbury, Mass., Tremont Mfg. Co. 

G. K. Simonds, Fitchburg, Mass., Simonds Mfg. Co. 

B. F. Hayner, Rome, Ga., Rome Hdw. Co. 

J. C. Sproull, Anniston, Ala., Anniston Hdw. Co. 

D. P. Hale, Sandersville, Ga., Standard Wheel Co. 

L. V. Young, Detroit, Mich., Michigan Stove Co. 

Irby Bennett, Memphis, Tenn., Winchester Arms Co. 

F. W. Heitmann, Houston, Tex., F. W. Heitmann Hdw. 


Sam’l Hallman, Anniston, Ala., Anniston Hdw. Co. 

F. B. Mitchell, Pittsburg, Pa., Standard Chain Co. 

H. H. Beers, Richmond, Va., Beers & Mitchell. 

S. C. Dunn, Jersey City, Voorhees Rubber Mfg. Co. 

Geo. T. Curtiss, Fitchburg, Mass., Simonds Mfg. Co. 
Buck Williams, Ft. Smith, Ark., Atkinson-Williams Hdw. 


B. P. Atkinson, Ft. Smith, Ark., Atkinson-Williams Hdw. 


R. K. Carter, New York, R. K. Carter & Co. 

J. E. Kelly, Fitchburg, Mass., Simonds Mfg. Co. 
Hobart Weed, Buffalo, N. Y., Hobart Weed & Co. 
Geo. G. Linen, Buffalo, N. Y., Buffalo Scale Co. 


Geo. P. Hart, New Britain, Conn., Russell & Irwin Mfg. 


A. P. Knapp, Saratoga. 


Edwin H. Brooks, New York, American Tin Plate Co. 


H. E. Barton, Wallingford, Vt., Wallingford Mfg. Co. 
Mrs. Milford Whedon, Granville, N. Y. 

H. C. Holt, Cleveland, O., Lamson & Sessions Co. 
A. R. Bolles, New York, “Hardware.” 

Henry L. Geissell, New York, “Hardware.” 


O. B. Barker, Lynchburg, Va., Barker-Jennings Hdw. Co. 


Miss Lelia Barker, Lynchburg, Va. 

H. W. Caldwell, Cleveland, O., Cleveland Stove Co. 
Mrs. H. W. Caldwell, Cleveland, O. 

Jas. J. Mandelbaum, Little Rock, Ark. 


Jas. J. Mandelbaum, Little Rock, Ark., Fones Bros., Hdw. 


Mrs. J. Mandelbaum, Little Rock, Ark. 

Miss Ida Hirshfield, Little Rock, Ark. 

F. H. Foreman, Pittsburg, Pa., Pittsburg Steel Co. 
Mrs. F. H. Foreman, Pittsburg. 

Conn., Landers-Frary & 


Clark. 


Bertha L. Stern, Chicago, Ili. 

Daniel Stern, Chicago, Ill., THe AMERICAN ARTISAN. 
Miss Mildred Kretsinger, Cleveland, O. 

E. A. Kellogg, Albany, N. Y., Stevenson Mfg. Co. 
D. H. Goodell, Antrim, N. H., Goodell Co. 

A. D. Byrne, Brooklyn, N. Y., Gen. Chemical Co. 
Henry A. Hurling, Antrim, N. H., Goodell Co. 


W. C. Davenport, Norwich, Conn., W. H. Davenport F. 


A. Co. 


Inc. 


N. A. Gladding, Indianapolis, Ind., E. C. Atkins & Co., 


Mrs. J. P. Kelly, Alexandria. 
C. M. King, Alleghany, Pa.. McKinney Mfg. Co. 


C. F. Weiler, Cortland, N. Y., Cortland Cor. Wheel Co. 
J. T. Corbett, Columbus, O., Hayden Corbett Chain Co. 


J. C. Griffin, Erie, Pa., Griffin Mfg. Co. 
B. F. Hadley, Frankfort, N. Y., Continental Tool Co. 


lery 


A. Dinkelspiel, New York, American Artisan. 

J. F. Cole, Pittsburg, Pa., Biddle Purchasing Co. 

W. H. Stanton, New York, Biddle Pur. Co. 

Wm. G. Smyth, Providence, R. 1, American Screw Co. 
J. A. Holmes, Turners Falls, Mass., John Russell Cut- 
Co. 

Paul E. Heller, Newark, N. J., Heller Bros. Co. 

H. S. Demerest, New York Green Tweed & Co. 

F. W. Huggins, New Briton, Conn., Landers Frary & 


Clark. 


S. F. Luttrell, Knoxville, Tenn., S. B. Luttrell & Co. 
Mrs. Luttrell, Knoxville. 

E. H. Martin, Pittsburg, Pa., Carnegie Steel Co. 

Jos. J. McCaffrey, Philadelphia Pa., McCaffrey File Co. 
J. C. Bering, Houston, Tex., Bering & Cortes Mfg. Co. 
D. A. Merriman, Chicago, IIl., American Steel & Wire Co. 
Mrs. D. A. Merriman, Chicago. III. 

Mrs. T. G. Ewing, Gadsden, Ala. 

I. G. Ewing, Gadsden, Ala., Paden Ewing Hdw. Co. 

F. S. Colvin, Wilmington, O., Irwin Auger Bit Co. 

C. M. Treat, Buffalo, N. Y. 

H. A. Curtiss, Meridan, Conn. Meridan Cutlery Co. 

C. B. Carter, Knoxville, Tenn., Sec.-Treas. Southern 


Hdw. Job. Assn. 


Co. 


Mrs. C. B. Carter, Knoxville. 

W. O. Connor, Rome, Ga., Griffin Hdw. Co. 

E. Warren Smith, Pike Station, N. H., Pike Mfg. Co. 

W. P. Penfield, Plymouth, Mich., Hamilton Ritle Co._ 
Mrs. W. P. Penfield, Plymouth. 

Mrs. John A. Manson, Burlington, Vt. 

John O. Manson, Burlington, \t., John O. Manson & Co. 
Geo. E. Eddy, Baltimore, Md. Henry Keidel & Co. 

Mrs. Geo. E. Eddy, Baltimore. 

H. B. Warden, Wallingford, Vt., Wallingford Mfg. Co. 
Mrs. H. B. Warden, Wallingford. 

Dan. K. Stucki, Buffalo, N. Y., White Mountain Freezer 


Mrs. D. K. Stucki. 
C. E, Thomas, Birmingham, Ala., Wimberly & Thomas 


Hdw. Co. 


Ltd 


Bruce Keener, Knoxville, Tenn., C. M. McClung & Co. 
Mrs. Bruce Keener, Knoxville. 

W. B. Fox, Jr.. New York, W. B. Fox & Bros. 

Jas. Hutchinson, New York, Stanley Works. 

H. P. Stone, Warren, Pa.. Warren Ax & Tool Co. 


S. R. Leonard, Kenwood, N. Y., Oneida Community, 


A. N. Kinsley, Kenwood, N. Y., Oneida Community, Ltd. 
Max Klass, New York. 

Mrs. Max Klass, New York. 

Henry B. Lupton, Pittsburg, Oliver Iron & Steel Co. 
Mrs. Henry B. Lupton, Pittsburg. 

W. B. Lashar, Bridgeport, Conn., Bridgeport Chain Co. 
W. W. Woodruff, Knoxville, Tenn., Wm. Woodruff Hdw. 


Walter Ayers, Ft. Smith, Ark., Weber Ayers Hdw. Co. 


O. C. Mead, Louisville, Ky., Mead & Smith. 
H. A. Byder, Houston, Tex., Bering Cortes Hdw. Co. 
Oliver Williams, Catasauqua, Pa., Brydon Horseshoe 


FEF. H. Hammond, Chicago, Chicago Belting Co. 


Co. 


Geo. H. Sargent, New York, Sargent & Co. 
B. A. Hawley, New Britain Conn., Russell & Irwin Mfg. 


John S. Tilley, Watervliet, N. Y. 

J. R. Gilfillin, Iranton, John S. Tilley. 

S. R. Gilfillin, Iranton. 

C. A. Earl, New Briton, Conn., Corbin Screw Co. 

C. A. Gilpin, New York, American Sheet Steel Co. 
Oliver Malone, New York, Russell & Irwin Mfg. Co. 
Chas. Stollberg, Toledo, O., American Can Co. 

G. W. Barnett, Montgomery, Ala., G. W. Barnett Hdw. 


P. A. Walker, Erie, Pa., Lovell Mfg. Co. 

O: C. Mead, Louisville, Ky., Kilbourne & Jacobs Mfg. Co. 
Chas. W. Asbury, Philadelphia, Pa., Enterprise Mfg. Co. 
Mrs. Chas. W. Asbury, Philadelphia. 

E. B. Pike Pike, N. H., Pike Mfg. Co. 

J. C. Birge, St. Louis, Mo., St. Louis Stove Co. 

Rev. Frank J. Knapp, Saratoga. 

A. J. Robinson, Saratoga. 

A. H. Griffin, Chicopee Falls, Mass., J. Stevens Arms & 


Tool Co. 
é V. A. Moore, Atlanta, Ga., American Iron & Steel Mfg. 
T2 Oliver, New York City, Oliver Bros. 
H. O. Butterfield, Stafford Springs, Conn., Beckwith 
Card Co. 


Joseph E. Stern, New York, THe AMERICAN ARTISAN. 
F. A. Oakman, Shelburne Falls, Mass., Lamson & Good 


now Mfg. Co. 


Wm. M. Pratt, Greenfield, Mass., Goodell Pratt Co. 
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Meeting American Hardware Manufacturers’ 
Association. 





The third meeting of the American Hardware Manu- 
facturers’ Association convened at the Grand Union Hotel, 
Saratoga Springs, N. Y., Tuesday, July 14, 1903, the meet- 
ing being called to order at 3 p. m. by the president, Fayette 
R. Plumb. Following the call of the roll, President Plumb 
delivered the following: . 


PRESIDENT’S ADDRESS. 





“WELCOME TO HISTORICAL SPOT. 


It is exceedingly gratifying to be able to extend to you 
a cordial welcome to this historical spot especially so be- 
cause in years gone by it was the summer home of many 
of those who were residents of the quaint old city that gave 
us such a hearty welcome and who did so much for us at 
our annual meeting in November last. No matter what our 
future may be or how regally we may be entertained in 
other cities, no one who participated in the hospitalities ex- 
tended to us by the citizens of New Orleans will ever forget 








their generous action, particularly the care and attention 
shown to our wives and daughters. I, therefore, desire, at 
this meeting, to put myself on record as again extending to 
them the thanks of the association. 

A SUCCESS IN EVERY WAY. 

Our annual meeting proved a success in every way. 
The members of the executive committee were somewhat 
fearful that the attendance would not come up to the ex- 
pectation of the membership because of the great distance 
from the center of the manufacturing districts. I am very 
glad to say, however, that they were happily disappointed. 
The attendance was much larger than at the former meeting, 
while the interest taken in all matters coming before us for 
consideration showed, beyond doubt, that our people were 
convinced that our association stood for something beyond a 
social organization. 


HOPE NEW SUBJECTS WILL BE INTRODUCED. 


I, therefore, hope that you have come here to-day pre- 
pared to present new subjects of mutual interest, and that 
you will not hesitate to introduce them at our executive 
sessions, and that if you have any complaints to make you 
will not hesitate to present them, as I am sure I voice the 
sentiment of the great majority of this assembly when | 
say we are all determined to make our organization a tower 
of strength and a power for good to each member. 

In the course of my remarks at New Orleans, I referred 
to the subjects that had been before us for discussion at 
previous meetings, viz.: Cash Discounts, Contracts and Spe- 
cial Brands, requesting you to use your influence to eliminate 
the objectionable features from your business as I was con- 
tident you could overcome them by concerted action. Unless 
you are in earnest, however, in your desire to correct these 
abuses very little good can be accomplished no matter how 
persistent your executive committee. may be in their recom- 
mendations. 


GUARANTEEING PRICES 


In addition to the subjects alluded to, I requested you to 
carefully consider the “Guaranteeing of Prices” and hoped 
that my remarks would bring out a general discussion at 
our subsequent meetings. Owing to other business, however, 
which consumed the time of the association, it escaped our 
attention. The chairman of the executive committee has, 
therefore, kindly consented to read a paper on the subject 
and I hope a general discussion will follow. 

PRAISE FOR SANDERS AND BIRGE 

The minutes of the third convention were published in 
detail. It is, therefore, unnecessary for me to refer to them 
excepting in a general way. I think it my duty, however, 
to speak of the admirable address of welcome by Mr. M. T. 
Sanders, president of the New Orleans Progressive Union, 
and the eloquent response made by Mr. Julius G. Birge. In 
connection with this, I should like to call your attention to 
the different members’ papers which were a source of much 
pleasure to us all and added greatly to the popularity of the 
meeting. 

THE NATIONAL WATCH WORD 

Prosperity still seems to be the watchword of the nation. 
Old establishments are not only employed to their fullest 
capacity; but new ones, complete with all modern improve- 
ments, are springing up on every hand, and while the produc- 
tion in-all kinds of industry has been greatly increased the 
demand seems to keep pace with it. These conditions are 
more noticeable where iron and steel are the chief factors, 
so much so that we can safely predict that the business out- 
look .for the balance of this year is most promising. What 
is the. outlook for 1904? Under ordinary circumstances I be- 
lieve the opinion would be nearly unanimous that there was 
every indication, owing to the great development in all] in- 
ternal improvements requiring a great outlay of capital and 
the enormous consumption of raw material, that our success 
was assured for years to come. A grave situation, however, 
confronts us. 

A RESTLESS SPIRIT. 

The labor agitators are .creating a restless spirit among 
all classes of employees. The factory, the mill, the day la- 
borer, the mechanic; in fact, any employer or laborer no mat- 
ter what the work may be, is feeling the effects of this agita- 
tion. Strike after strike is reported daily from every quar- 
ter of the country and the situation thus created has become 
unbearable. Owing to the great demand and the necessity of 
completing contracts, the employers have made concessions 
after concession until the cost, in a great many instances, has 
increased to such an extent that business cannot be trans- 
acted without loss. This has led to lock-outs and the sus- 
pension of large building enterprises during the past, two 
months until the number of idle hands can be counted by the 
thousands. This means starvation and suffering to a great 
multitude of people; loss to hundreds of employers, loss in 
production, the cancellation. of contracts, the abandonment 
of large enterprises and ultimately a loss of confidence and 
a check to prosperity unless the agitators can be relegated to 
the rear and the former pleasant relations between employer 
and employee restored. 

A PHILADELPHIA STRIKE, 

In order to show you how unreasonable and to what 
extent some of these strikes has been carried, I will give you 
a little instance in my own city. The Bellevue-Strafford Ho 
tel was started last summer under most promising favorable 
circumstances; work progressed so rapidly in demolishing 
the buildings and preparing for the foundations that the 
owners felt justified in announcing that the hotel would 
be ready to receive guests by January, 1904. It was not 
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long, however, before the labor agitators began to show their 
hands. This led to a strike in one branch of the work and 
then to another until the total number reached over forty 
before the great shut-down in May last. The situation be- 
came so bad that one labor organization struck against an- 
other because they did not belong to the same great society, 
and the contractors and owners were compelled to suffer, al- 
though they had nothing to do with the trouble. Can you 
wonder that this led the master builders to form a close 
organization, which took prompt action on May Ist by lock- 
ing out all their employees, when the carpenters demanded 
an increase in wages from 40c to 50c per hour and eight 
hours as a day’s work? This great shut-down lasted over six 
weeks and caused a loss to capital and labor which it is hard 
to estimate. 
TEXTILE INDUSTRIES STRIKE. 

You are also, doubtless, familiar with the strike in the 
textile industries of Philadelphia which occurred on June 
1st. This was the outcome of the agitators from outside 
organizations who established separate branches of the same 
general line controlled by the chief organization in a neigh- 
boring city. Their demands were so unjust that all manu- 
facturers were compelled to unite, and after holding several 
meetings, they decided to make no concessions whatever 
claiming, and justly too, that the conditions of the trade in 
these lines would not warrant it. This led to the closing of 
nearly every mill in the city, throwing over 60,000 out of em- 
ployment. 

Such drastic measures as were adopted in these two 
instances will, undoubtedly, lead to good results. While, tem- 
porarily, it may effect general business and check the great 
wave of prosperity, it will show those who have been feed- 
ing upon the credulity of the laboring classes that the manu- 
facturers will have something to say in future in regard to 
the management of their own business. 

EMPLOYERS MUST UNITE. 

In order to accomplish this it may be necessary for the 
employers to unite and meet force with force, and, at the 
same time, refuse to recognize anyone but those directly 
interested, and when negotiating with the men convince them 
by fair treatment that we are their friends and the agitators 
and walking delegates their enemies. 

The resolutions adopted by the National Association of 
Manufacturers at their last annual convention cover the 
ground so thoroughly and are so manifestly fair that I have 
thought it best to incorporate them in my remarks, as follows: 

DECLARATION OF PRINCIPLES. 

1. Fair dealing is the fundamental and basic principle 
on which relations ‘between employes and employers should 
rest. 

2. The National Association of Manufacturers is not 
opposed to organizations of labor as such; but it is unalterably 
opposed to boycotts, black lists and other illegal acts of in- 
terference with the personal liberty of employer or employe. 

3. No person should be refused employment or in any 
way discriminated against on account of membership or non- 
membership in any labor organization, and there should be 
no discriminating against or interference with any employe 
who is not a member of a labor organization by members 
of such organizations. 

4. With due regard to contracts, it is the right of the 
employe to leave his employment whenever he sees fit, and it 
is the right of the employer to discharge any employe when 
he sees fit. 

5. Employers must be free to employ their work people 
at wages mutually satisfactory, without interference or dicta- 
tion on the part of individuals or organizations not directly 
parties to such contracts. 

6. Employers must be unmolested and unhampered in 
the management of their business, in determining the amount 
and quality of their product and in the use of any methods or 
systems of pay which are just and equitable. 

7. In the interest of employes and employers of the coun- 
try, no limitation should be placed upon the opportunities of 
any person to learn any trade to which he or she may be 
adapted. 





8. The National Association of Manufacturers disap- 
proves absolutely of strikes, lock-outs and favors an equitable 
adjustment of all differences between employers and employes 
by any amicable method that will preserve the rights of both 
parties. 

9. The National Association of Manufacturers pledges 
itself to oppose any and all legislation not in accord with 
the foregoing declaration. 


FAVORS INDORSEMENT OF RESOLUTIONS. 


I earnestly recommend that this association pass a res- 
olution at this meeting, giving these resolutions their un- 
qualified approval. In addition to the recommendation, I hope 
each member of the American Hardware Manufacturers’ As- 
sociation will use all the power and influence at his com- 
mand to enforce them in his own business. If you will do 
this, I am confident that you will help greatly towards plac- 
ing the relation between capital and labor upon a more 
equitable basis and at the same time greatly strengthen your 
position with your own employes. 

The time is propitious and prompt action is necessary. 


SPLENDID MEMBERSHIP ROLL. 


Before closing, permit me to refer to the splendid list 
of names on our membership roll. While it comprises most 
of the leading manufacturers of hardware and kindred lines 
there are still others that it is desirable to include and I 
hope that all of you will interest yourselves in aiding the 
Secretary to secure them before the Atlantic City Conven- 
tion in November next, as it is the intention of the officers 
of this Association to make the gathering there a mem- 
orable one. 

I sincerely hope that your stay here may prove so prof- 
itable and entertaining that you will not hesitate to accept 
the suggestions tendered in regard to the increase in mem- 
bership and that the next convention will prove the asser- 
tions made heretofore that our Association has taken the 
lead of all Other business organizations in the United States. 

Mr. Daniel Davenport, Bridgeport, Conn., was next in- 
troduced and spoke on the subject of “The Boycott and How 
It Can Be Destroyed.” f 

Upon motion of E. B. Pike, and unanimously carried, a 
vote of thanks was extended to Mr. Davenport for his very 
interesting address. 

President Plumb announced that the minutes of the New 
Orleans convention had been printed and had been sent to all 
of the members. The reading of the minutes would be 
omitted at this meeting. 

The secretary-treasurer presented the following report: 


Cash on hand date of New Orleans convention, No- 


I, Sn ints sb an site cares 004 ibN0 ¥ehse's 608 $ 188.49 
Oversubscription New Orleans banquet............. 250.00 
Received in annual dues for 1903...... Re eweicsadeued 2,270.00 

$2,708.49 
Disbursements on approved vouchers since Novem- 


BO TG resi AA wks PaNekee 0k 4eeees's's's cnapernennta 1,391.34 
$1,317.15 

And upon motion it was ordered spread upon the minutes 
of the convention. 

Charles W. Asbury, chairman of the committee appointed 
to audit the accounts of the secretary-treasurer presented the 
following report: 

Saratoga Springs, N. Y., July 13, 1903. 
To the Executive Committee of American Hardware Manu- 
facturers’ Association. 

Gentlemen: We beg to report having examined the ac- 
counts of the secretary-treasurer, checking receipts and dis- 
bursements on vouchers, and find same correct to July oth, 
1903. Respectfully submitted. 

C. W. Assury, 
F. S. KRerstncer, 
Auditing Committee. 


The report of the auditing committee was accepted. 
The executive committee then made their report as. fol- 
lows: 
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THE AMERICAN ARTISAN 


Mr. President and Gentlemen: 

Since our last meeting in New Orleans your committee 
has had various matters presented to it for its consideration. 

The object of our association, as is known to our mem- 
bers, is to “get together,” not only among ourselves, but with 
the jobbers and the distributors of our wares. These con- 
ventions are held both for business and for pleasure in a 
sociable way. We should, therefore, as much as possible, 
discuss questions of interest to both organizations, and I 
would again impress upon the members the absolute neces- 
sity of communicating regularly with your exercutive com- 
mittee, giving us any information that you may have which 
will be of interest, informing us of any question that will 
be open to argument with a view to making the rough 
places smooth, and to effect or to inaugurate such changes 
or reformations as will be of lasting benefit to the Hard- 
ware Manufacturers of America. 

The few men on your executive committee are doing 
all they can in this connection, but the well-known proverb, 
“In the multitude of counsel there is wisdom,” comes here 
into play, and, gentlemen, we want suggestions. Give them 
to us at this meeting or write them out and send them in by 
mail. The jobbers tells that their association has proved a 
considerable benefit to them, as individual jobbers. Let us 
reap a like benefit as manufacturers through this association. 

As you know, considerable of your committee’s work is 
in the preparations for these conventions, getting up pro- 
grammes, and so forth, and one of the difficulties your com- 
mittee encounters is in getting speech-making material. The 
American manufacturer seems to be a retiring, modest per- 
son, and it is our hope that before our Atlantic City con- 
vention, on the occasion when we meet the National Hard- 
ware Jobbers, there will be an abundant supply of speakers. 
We want volunteers for this next convention, and hope that 
some of our members will not hold aloof, but will, through 
our secretary or through any member of your executive com- 
mittee, express a willingness to let us hear from him on some 
interesting subject. 

Before closing I would take this occasion to thank each 
and every member of the executive committee for their very 
hearty co-operation at all times in the work of the association. 

Rogpert GARLAND, Chairman. 

Upon motion of F. S. Kretsinger, it was 

Resolved, That the declaration of principles adopted by 
the National Association of Manufacturers at its last con- 
vention at New Orleans be endorsed and adopted by the 
American Hardware Manufacturers’ Association. 

The convention then adjourned. 

WEDNESDAY MORNING SESSION AND 
THURSDAY EVENING SESSION. 


The American Hardware Manufacturers’ Association 
held a very interesting joint session with the Southern Hard- 
ware Jobbers’ Association on both Wednesday morning and 
Thursday evening. The account of the former will be found 
on pages 53-64 and the latter on pages 64-68. 

FRIDAY MORNING SESSION. 

The American Hardware Manufacturers’ Association at 
their Friday morning session discussed two topics, cash dis- 
count and gross or net packing for small orders. A resolu- 
tion was submitted by the Southern Hardware Jobbers’ As- 
sociation which read as follows: 

Whereas, The policy adopted by some of the leading 
hardware and metal journals of publishing jobbers’ actual 
lowest costs is proving seriously detrimental to jobbers’ in- 
terests be it resolved, that we request the manufacturers to 
co-operate with us in an earnest effort to put an end to this 
injurious practice. After discussion resolved, that being in 
sympathy with this resolution we use our individual efforts 
to prevent the publication by trade papers of maximum dis- 
counts to the trade manufacturers. 

The association adjourned at 11:15 a. m. 

Lh See ES 
“Yer needn’t be so proud, Mamie, jest ‘cause yer 
sister is a actress. If it wasn’t fer my father pastin’ 
her picture on the billboards she’d never been heard 
of.”—New York Journal. 
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SHOOTING EVENTS. 





At the recent tournament of the Watseka, III., Gun 
Club, C. B. Wiggins, cashier of the Citizens’ Bank of 
Homer, IIl., won high average, scoring 200 out of a 
possible 215. At North Branch, N. J., June 30th and 
July 1st, Neaf Apgar won the two days’ average. At 
Waynesboro, Va., July 4th, E. H. Storr won expert 
average, 93 per cent, and D. E. Snow, go per cent, tied 
for amateur average. At Easton, Pa. July 4th, E. F. 
Markley, an amateur, scored 97 per cent. All these 
winners used Peters’ factory loaded shells manufac- 
tured by the Peters Cartridge Co., Cincinnati, O. 

——-- + 


HARDWARE SPECIALTIES AS A LEADER. 








BY G. W. GLADDING. 

I have been requested by retail hardware dealers 
as a representative of manufacturers of hardware spe- 
cialties to express my views in regard to the retail 
trade, making specialties as a leader. 

The retail dealer, as a rule, is slow in keeping his 
eyes open for profitable lines in which he can make 
the most profit. What if your competitor in business 
does sell a dozen kegs of nails or a ton of barbed wire 
at a ten cents a hundred pounds profit. If you can 
sell a single handsaw, hatchet, hammer or any one of 
a dozen other articles that are of standard manufac- 
ture in the same time that it takes him to sell the 
nails or wires you will have made as much profit in 
dollars and cents as he has, and with far less expense 


on your part in handling the goods that you do. To 


be sure your sales may not be so large, but your profits 
will show up to better advantage, and that is what 
counts. You can make a wonderful difference in your 
business by pushing profitable goods, such as are not 
found in the catalogue houses all over the country. 
Let the goods that barely pay a sufficient profit to cov- 
er the cost sell themselves and put your energy into 
selling specialties which admit of a better margin 
and do not cost so much to handle. You may have 
to do a little more talking to get it introduced among 
your trade, but that costs you nothing when you con- 
sider the profit you are making out of it. And then 
when you consider that the article you are selling is 
of the best offered on the market and will give the best 
of satisfaction to your customers, and on account 
of the push and energy you have put forth in selling 
the article you have succeeded in developing and build- 
ing up trade on that particular article that will stay 
by you, and you have the satisfaction of seeing your 
labor highly rewarded, and you profit largely in taking 
a brand of goods that your competitor refuses to take 
hold of, because that they had not been on the market 
quite as long as some other brands that requires no 
talk to sell. 

It is essential to the dealer that the brand of goods 
he sells, whether saw, hammer or chisel of a high 
quality with a guarantee from the manufacturer, and 
in this progressive age the dealer only profits himself 
when he sells that brand of goods that is liberally ad- 
vertised by the manufacturer among the consumers. 
His trade once established, he is sought after, and he 
finds himself advertised among the consumers as the 
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man carrying the best brand of goods the market af- 
fords, and his trade steadily on the increase. Then 
why not be among the progressive ones and sell that 
which will be of the most profit to you? 
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NESCO OIL HEATERS. 








The National Enameling & Stamping Co., Milwau- 
kee, Wis., are manufacturers of the Nesco oil heaters 
shown herewith: 
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CONVENTION OF STOVE MOUNTERS. 





The annual convention of the Stove Mounters’ In- 
ternational Union began at 10 a. m., July 14, in the 
Cleveland Club hall, Indianapolis, Ind., with too dele- 
gates in attendance, representing a constituency of 
3,000 stove mounters. 

The delegates were welcomed to the city by Mayor 
Bookwalter and George Custer, president of the Cen- 





No. 1550 No. 1500 No. 1600 


These oil heaters are smokeless and odorless. They 


have a brass burner, No. 3 Perfection wick, 8 inches 


in diameter and fount of one gallon capacity. They 
are 25 inches high (7 bail down) and weigh 22 pounds 
when freighted. The No. 1500 has black japanned 
trimmings and black enameled top. The No. 1550 has 


_retinned trimmings and black enameled top. The No. 


1600 has full nickel-plated trimmings and top. 


~~ a 
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THE RICHARDS’ AUTO BALL-BEARING NOISE- 
LESS HOUSE DOOR HANGER. 








The Richards Mfg. Co., Aurora, Ill., are makers of 
the Richards auto ball-bearing noiseless house door 





A Stites Bi eal 
The Richards’ Auto Ball-Bearing Noiseless House Door Hanger 
hanger shown herewith. This hanger is adjustable and 
has adjustable track, tandem ball-bearing wheels and 
noiseless wood runway. The track is covered and a 


wood header is furnished with same. 
-~eor 


Zug & Co., Ltd:, Pittsburg, Pa., have shut down 
their plant for a fortnight’s repairs. 


tral Labor Union, to which Vice-President Alan Stud- 
home of Hamilton, Canada, appropriately responded. 
The annual address was delivered by President J. F. 
Tierney of Detroit, and Secretary J. H. Kaefer read 
his report, showing an increase in membership in the 
last year of 15 per cent and a substantial increase in 
wages in many quarters. 

The following committees were appointed : 

Committee on Credentials—Charles Efner of Lon- 
don, Canada; William Flaherty of Chicago, Charles 
Bentrup of St. Louis. 

Committee on Officers’ Reports—C. Eckardt of Ev- 
ansville, T. Dwyer of Detroit, C. Scherzinger of Ham- 
ilton, O. 

Committee on Constitution—Edward Fay of Cleve- 
land, M. Sinnett of Detroit, Frank Grimshaw of Ko- 
komo. 

Committee on Resolutions—George Schwab of 
Louisville, John Bittegar of Rochester, N. Y.; H. 
Noser of Belleville, Ill. 

chit Aci hiastadiah. enisesiniamegh 
MEETING NEW YORK STATB HARDWARE JOB 
BERS ASSOCIATION. 





The New York State Hardware Jobbers’ Associa- 
tion held a short session at the Grand Union Hotel, 
Saratoga Springs, N. Y., on July 16 and 17, and ad- 
journed to hold their annual meeting in Rochester in 
September. 
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M. J. Hogan is among the incorporators of the 
American Slate & Tile Roofing Co., St. Louis, Ma., 
capitalized at $10,000. 
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Heating and Ventilating 


Albert A. Nichol is among the incorporators of the 
\. A. Nichol Heating & Plumbing Co., Kansas City, 
Mo., capitalized at $3,000. 








The Vance Boiler Works, Geneva, N. Y., have re- 
cently placed one of their boilers in one of the new 
Oswego (N. Y.) schools. 


Morrow & Wilkinson, Boston, Mass., have acquired 
the business of the Ridgway Furnace Co. of that city, 
and will do a wholesale and retail business in warm air 
and combination heating. 

Isaac BD. Smead & Co., 141 East Fourth St., Cin- 
cinnati, 6., are manufacturers of the Right End Up 
furnace, jn which any kind of fuel can be burned with 
entirely*satisfactory results. It permits the sifting of 
the ashes in the first ash pit and the collection of in- 
combustible material in the second ash pit only. The 
cold air is taken from the outside and touches the 
coldest part of the furnace first and the hottest part 
last. The fire pot can be easily replaced. 


The Chas. Smith Co., 122 Lake St., Chicago, are 
getting out some very attractive printed matter. One 
of their new circulars shows a magnificent half-tone, 
illustrating one of Smith’s Little Giants connected 
to 6 radiators and heating a 12-room house by a com- 
bination of hot air and hot water. This an easy task 
for this system, as it is successfully used in heating 
27 and 30 room houses. At the left of this half-tone 
three radiators on three different floors are shown, in 
which the return is through all three radiators, while 
to the right three radiators are placed, each of which 
can be easily disconnected as desired. 

The Little Giant is made in four sizes and will heat 
from one to four rooms. 

The Maltese water heater is made in seven sizes 
from 9 to 27 inches and will heat 30 to 300 feet: The 
Circular Giant is made in six sizes, 14 to 21 inches, 
and will heat from 75 to 300 feet of radiation. It is 
especially adapted to a furnace with a large drum, in 
which it acts as a deflector. 

Besides this circular Mr. Smith sends us a wall 
hanger in two colors, calling attention to the Hero fur- 
nace. This furnace is made in five sizes with a deep 
ash pit, triangular grate bars, corrugated firepot, cor- 
rugated dome, heavy cast radiator with ribbed joint 
and adjustable dampers. This interesting trade lit- 
erature will be forwarded the trade on application. 
When writing for same kindly add: “Saw it in THE 
AMERICAN ARTISAN.” 

Focaccia liaiisiadiy 


MEETING AMERICAN SOCIETY HEATING AND 
VENTILATING ENGINEERS. 





The American Society of Heating and Ventilating 
Engineers met yesterday and to-day, July 17 and 18, 
at the Cataract House, Niagara Falls, N. Y. The pro- 
gram was as follows: 

FRIDAY AFTERNOON SESSION, 2 0% LOCK. 
Roll call. 
President's address. 
Paper—Description of a Low Pressure Steam Heating 
System, which proved defective in operation, by John Gormly. 
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TOPICAL DISCUSSION. 

What is the proper method of rating steam and hot water 
boilers for heating purposes 

The relation of space between sections to the efficiency 
of steam and hot water radiators. 

The advantages and disadvantages in the use of wrought 
or sheet iron for steam and hot water radiators. 

FRIDAY EVENING SESSION, 8 O'CLOCK. 

Report of tenth anniversary meeting committee. 

DISCUSSION, 

The advisability of forming local chapters of the society 
in different sections of the country. 

The relative dimensions, weight and material in piping 
systems of different diameters working under a steam pressure 
of 200 pounds or over in pipes, fittings, flanges, gaskets, etc. 

Is there any reliable short rule for approximating the 
cost of pipe and fittings per hundred feet of surface in heating 
systems; also the cost of labor? 

SATURDAY MORNING SESSION, 9:30 O'CLOCK. 

Paper—The scientific basis and commercial feasibility of 
heat radiators using air instead of steam or water, by Geo. M. 
Aylsworth, M. D., Collingwood, Can. 

DISCUSSION, 

The effect of humidity on the load on warm air heating 
systems. 

The relative importance of grate and heating surface in 
proportion to exposed surface in furnace heated buildings. 

The relative value of firepot and other surfaces in hot 


air furnaces. 
c-ee 


PAN-COAST VENTILATORS, 





The Pan-Coast Ventilator Co., Philadelphia, Pa., 
are manufacturers of the Pan-Coast ventilator shown 
in the accompanying cut. This ventilator is made in 
a great variety of sizes. The 2-inch size contains 4 
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square inches and the 10-foot size contains 11,309 
square inches. 

This company have moved into new and _ larger 
quarters at 1223 South Fifth street, that city. The 
company have installed labor-saving machines with 
a view of turning out their product at the lowest cost. 
Improvements, they advise us, have been made in 
their line of ventilators, adding greatly to their 
strength and efficiency. A number of good contracts 
are on their books, and they are prepared to quote 


both for immediate or future delivery. 










































































































































_Tinshop. 














FITTING MOLDING AROUND A CURVE. 





As it is frequently necessary to fit a strip of molding 
around a curve by means of notches sawed nearly 
through, the following rule will be found convenient, 
and will apply to the arc of any circle, and in any 
thickness of molding: 

Let A B represent the piece to be fitted around the 











Zz 


circle X Y Z. Saw A B nearly through, and place 
it along the diameter D E, with notch at the center, C. 
Holding the end A, move the end B, bending it at G 
until the sawed notch closes, and draw the line C F. 
With the compasses measure the distance E F, and lay 
it off along the piece A B as 1, 2, 3, 4, 5, etc. Saw the 
piece at these points and it will curve evenly around 
the circle X Y Z. 
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“QUALITY COUNTS.” 








“Quality counts’—so they tell us, and so the Mil- 
waukee Corrugating Co., Milwaukee, Wis., believe. 
In fact, their pretty catalogue “B,” just out, empha- 
sizes this point. 

Part I treats of eaves trough, conductor pipe, eaves 
trough hangers, valleys, hooks, cast iron boots and 
shoes, ridge coverings, rain water cut-offs, ventilators, 
common black steel, galvanized steel, planished iron, 
sheet zinc, sheet copper, solder, rivets, fire pots, iron 
crestings etc., roofing plates, bright plates, coke plates, 
continuous roofing tin. 

Part II treats of cornices, letters, gable ornaments, 
window and door caps, hip caps, galvanized iron crest- 
ings, artistic cresting blocks, skylights, metallic crest- 
ing blocks and finials, onramental galvanized ridgings, 
round ridge roll, finials, expanding metal lath, orna- 
mental conductor heads. 


Part III treats of steel roofing (all styles), corru- 
gated iron, corrugated arches, beaded siding and ceil- 
ing, waterboard siding, plain and rock face brick sid- 
ing, rock face stone siding, rock face window and door 
caps, rock face pilasters, continuous rock face stone, 
iron doors and shutters, Cortright metal shingles, pre- 
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pared roofing felt, barbed roofing nails, ornamental 
steel ceilings. 

One of these catalogues will be forwarded the trade 
on application. When writing for same kindly add: 
“Saw it in THE AMERICAN ARTISAN.” 

te 


METAL BARGAINS. 





John McVoy & Co., 21-25 Michigan street, Chicago, 
is an extensive dealer in galvanized and corrugated 
sheet iron and steel sheets and plates, roofing and ‘sid- 
ing of all kinds, tin plates and terne plates, condugtor 
pipe and eave trough, steel ceilings, solder, etc., bar, 
band and angle iron, planished, polished and refined 
iron, deep stamping and high-grade sheets. 

Their stock sheet shows that they have on hand a 
large variety of black sheets, galvanized sheets, gal- 
vanized corrugated iron, American coke and charcoal 
tins, etc. Among the special bargains they are offer- 
ing is one of 3,200 sheets No. 27, 16x21, one pass, cold 
rolled new sheets at 2%4c per Ib. They are also offer- 
ing 20 sheets of galvanized iron, 20x28x96; 105 
sheets, 20x30x96; 154 sheets, 22x28x96; 115 sheets, 
22x30x96, and 22 sheets 26x28x96, all slightly dam- 


aged by water, at 75 and Io per cent off. 
+e 


NOTES AND QUERIES. 





INDIAN BRAIDS, 

From McLain & Griffin, Bonesteel, S. D. 

Where can we secure Indian braids of different col- 
ors? 

(Can any of our readers answer this question ?) 

GALVANIZED STEEL BOAT. 

From Guy H. Carlton, Eagle Grove, Ia. 

Where can I buy a galvanized steel boat? 

Ans. A. G. Cuthbert, 141 South Water St., Chi- 


cago. 
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ITEMS. 





George E. Jewett is president and F. E. Jewett is 
treasurer of the Self Heating Can Co., Skowhegan, 
Me., capitalized at $100,000. 


The Syracuse, N. Y., Master Sheet Metal Workers’ 
Association held their annual meeting recently and 
elected the following officers: 

President—Henry Dotterer. 

Vice-president—George B. Schemel. 

Secretary—Otto Goebel. 

Treasurer—D., P. Plaisted. 

Executive committee—Leonard Baldwin, C. P. Rob- 
inson, J. A. Blank, Thomas Cash and James Curran. 


Berger Bros. Co., 237 Arch St., Philadelphia, man- 
ufacture a line of attractive articles for the trade, in- 
cluding Logan’s soldering iron handle, the Keystone 
boiler handle and the Perfection Extension ladder. The 
handle of Logan’s soldering iron is made of gas pipe 
and the best hard wood. It is neatly finished, will not 
heat in use and will not break. The irons can be in- 
stantly fastened or released by turning a set screw. 
The Keystone boiler handle is made in two styles, 
round and square. The Perfection extension ladder 
is operated by an endless rope. It has spruce wood 
sides and hickory rungs. 
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NEW PATENTS. 

















Henry B. Tatham, 


732,470.—Gas or vapor stove. 
Jr., Philadelphia, Pa. 

732,186.—Stove. 

732,454.—Heating drum. 
go, Ill. 

732,504.—Combined ash shovel and sifter. 
F. Belknap, Philadelphia, Pa. 

732,105.— Washing machine. 
Louisville, Ky. 

732,075.—Sight for firearms. 
New Haven, Conn. 

732,479.—Expansible auger. 
and John J. Bull, Scottsville, [ll. 

732,677.—Wrench. Daniel F. 
Va. 

732,463.—Calipers and dividers. 
Detroit, Mich. 

732,055.—Ratchet wrench. Arthur Donavan, Mason 
City, Ill. 


Charles E. Hill, Goodison, Mich 
Allen C. Selleck, Chica- 


Charles 
William W. Murphey, 
Lewis L. Hepburn, 
William I. Wheeler 


Detamore, Trimble, 


Oscar Stoddard, 


732,126.—Wrench. James H. Shepherd, Denver, 
Colo. 

732,306.—Wrench. Clarence C. Longard, Halifax, 
Canada. 


eo 


“Here is a railroad pamphlet entitled “What Fills 
the Eye of the Traveling Public.’ ”’ 
“H’m! It must allude to cinders. 


” 


—Chicago News. 














THE TIN TRADE. 

for months past a certain group of American finan- 
ciers closely connected .with the metal trade have been 
maneuvering with the view of obtaining control of 
the tin market. Their partial success in controlling 
copper encouraged them to try to transfer the chief 
market for tin from London to the United States, and 
a part of the scheme was to hold a large stock of the 
metal in America. In any case, large purchases of 
the metal have recently been made on American ac- 
count, and, though it was stated by the purchasers 
that the metal was wanted by consumers, traders on 
this side were at a loss to account for the large and 
unexpected increase in the demand. The ubiquitous 
Mr. J. Pierpont Morgan was also credited with a de- 
sire to participate in the project and a representative 
of his is understood to have been at Singapore with 
the view of securing a tin-mining concession in the 
Malay peninsula. The latest idea was to erect smelt- 
ing plants in America, and so obviate.the necessity for 
importing metallic tin. Any such scheme on the part 
of American financiers, however, has been practically 
nipped in the bud by the Straits Settlements author- 
ities, who have imposed a duty of $30 per pikul on all 
tin ore exported. This means that the ore will require 
to be smelted in the colony, and as the supplies outside 
of the Straits Settlements are very limited, the Amer- 
icans will probably still have to rely upon London or 
Singapore for their supplies of metallic tin —Glasgow 
Herald. 
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DESIRED PUBLICITY. 





“Why don’t you see a physician ?” 

“No, siree,” answered Farmer Corntossel. “If I git 
cured it’s got to be by patent medicine. Nobody gits 
his picter in the paper fur being cured by a reg-lar 
doctor.” —Washington Star. 
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THE DUTY ON UNITED STATES STOVES. 





A correspondent of Hardware and Metal, a large 
Ontario stove manufacturer, writes that American 
stoves are imported into the Canadian Northwest in 
large quantities and are sold to Canadian customers, 
being entered at the customs from 20 to 30 per cent 
below the prevailing price for the same goods in the 
United States. The correspondent concludes, “stoves 
are still pouring in in steady streams, to the great in- 
jury of Canadian manufacturers.” 


AND HARDWARE RECURD. 
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Hardware and Metal wrote Hon. Wm. Patani, 
minister of customs, in regard to the matter, and in 
reply the latter says: “The department have found it 
necessary to institute a special investigation as to the 
selling prices of stoves for home consumption in the 
United States, and upon the information so obtained 
collectors of customs were advised as to the prices at 
which stoves imported from the United States should 
be allowed to be entered at customs. You may rest as- 
sured that we are fully alive to the matter, and that we 
are doing our utmost to insure payment of duty upon 
the home consumption value in the United States of 
importations therefrom, in accordance with the stand- 
ard laid:down in law.” 

Some manufacturers throughout the country will be 
glad to know that the customs department has taken 
steps to prevent the importation of stoves at under 
valuations. It is to be hoped the department will not 
decrease its vigilance-——Canadian Hardware and 
Metal. 
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Trade Report. 


CHICAGO IRON MARKET. 

There has been little if any change in the market. 
Conditions continue about the same. 

The strike of the union coal miners in the Bir- 
mingham district is still on, and while none of the 
furnaces has been compelled to close down, it is un- 
derstood that several will be obliged to do so unless 
the strike is speedily settled. 

Curtailment of production would necessarily follow, 
but to what extent it would affect the market remains 
to be seen. 

Orders continue in fair volume, and although the 
aggregate tonnage is running larger, the bulk of the 
business is for immediate or nearby delivery. 

The price on pig iron has had a reduction of $1.50 
per ton, and has brought in quite a number of orders. 

It will be some time before any definite statement 
can be given as to the future action of consumers. 

There are none of the producers who will admit that 
the current prices for pig iron is too high. 


— 


BARS. 


Delivery on 1903-04 contracts are not being closed 
on steel bars by large consumers. Strong efforts are 
being made by consumers to obtain some advantage, 
one of the most interesting movements being the effort 
to arrange with rolling mills to roll steel bars from 
billets furnished by distributors at a manufacturer’s 
profit. It develops that recent reports by consumers 
of lower prices for steel bars have been for bands 
and hoops rather than for bars, which are held firmly. 
There has been a moderate tonnage of bar iron placed 
for various deliveries throughout the year, but mainly 
for quick shipment, the mills desiring early specifica- 
tions. Sales have continued to be made on the basis 
of 1.65c to 1.70c, Chicago. The following are the 
prices current, f. o. b. cars Chicago, mill shipment: 
Bar iron, 1.65c to 1.70c; soft steel bars, 1.76%4c to 
1.86%c; hoops, 2.16%c to 2.26%4c; angles, under 3 
inches, 1.86'4c to 1.90%4c, base. There has been a 
moderate merchant trade and the market has remained 
steady for shipment from local stocks, the follow- 
ing being the prices current: Bar iron, 2c to 2.15c; 
soft steel bars, 2c rates; angles, tinder 3 inches, 2.10¢ 
rates and hoops, 2.40c, base, from store. 








STRUCTURAL MATERIAL. 


Ten thousand tons steel axles have been ordered 
by the car shops. Their has been a moderate demand 
for railway and highway bridge material. It is re- 
ported that the contract for the warehouse for Carson, 
Pirie, Scott & Co. has been placed with contractors, 
and if this building is of mill construction it will re- 
quire about 5,000 tons of structural material; but it 
is understood that the order for steel has not been 
placed as yet, as there may be some change in the 
plans. The market has continued steady at the fol- 
lowing prices: Beams, channels and zees, 15 inches and 


under, 1.75c to 1.90c; 18 inches and over, 1.85c to 2c; 
angles, 1.75c¢ to 1.90c rates; tees, 1.80c to I.goc; uni- 
versal plates, 2c to 2.25c. There has been little, if 
any, improvement in the demand for shipment from 
local stocks and the market has remained steady, as 
follows: Beams and channels, 2%c to 2%c; angles, 
2.25¢ to 2.50c; tees, 2.30c to 2.55c, at local yards. 





BILLETS. 

Chicago business is mostly confined to jobbing lots, 
but local dealers announce the sale of 2,500 tons of 
open hearth billets at $28.50, Pittsburg, while $27, 
Pittsburg, was bid for 10,000 tons of 4x4 Bessemer 
billets, but without finding lodgment at the mills. On 
the other hand, it was reported that a large tonnage 
was sold in the East at about this basis. Bessemer 
rerolling billets are nominally quotable at $29.50 and 
open hearth at $30, Chicago, in round lots, but single 
cars of open hearth have sold at $32.50 to $38, accord- 
ing to analysis, buyer and time of delivery, while pre- 
miums of $1 per ton are charged for less than carload 
lots. 





PLATES. 

While the market has remained firm, there is little 
new business, the following being the prices current, 
f. o. b. cars Chi¢ago, mill shipment: Tank steel, 
%-inch and heavier, 1.75c to 2c; flange, 1.85¢ to 2.15¢; 
marine, 1.95c to 2.10c. There is a fair demand for 
shipment from local warehouse and market has re- 
mained steady, as follows: Steel, 14-inch and heavier, 
2.15¢ to 2.20c; tank steel, 3-16 inch, 2.25c¢ to 2.30¢c; 
No. 8, 2.30¢ to 2.40c; flange steel, 2.40c to 2.50c, all 
f. o. b. warehouse Chicago. 





RAILS AND TRACK SUPPLIES. 

Further large orders for 1904-delivery have been 
placed by Western railroads, the local mill now having 
booked orders for 300,000 tons for 1904 delivery, 
among the largest recent sales being 40,000 tons for 
the Chicago, Milwaukee & St. Paul Railway and 12,- 
000 tons for the Santa Fe. It is understood that about 
half the tonnage required by the Central and Southern 
Pacific roads has been placed with the Colorado mills, 
and that the balance will be placed with the local mill, 
the engineers of the Harriman system now being in 
Chicago arranging details. There has also been a fair 
demand for light rails, with some considerable sales 
made. The market remains strong in tone, with prices, 
of course, unchanged at $28 for standard and $27 for 
second quality, mill shipment. Light rails have sold 
at $34 to $39, according to weight. Track supplies 
have continued to sell well, and the market has re- 
mained firm at the following prices for mill shipment, 
Chicago: Splice or angle bars, 2c to 2.10c; spikes, 
2.10¢c to 2.15c; track bolts, 3% to 3% inches and 
larger, with square nuts, 2.85c to 2.90c; with hexagon 
nuts, 3c to 3.10c. From store, 1oc to 15c over mill 
prices are asked and obtained. 
























































MERCHANT STEEL. 

There has been some in the market of 
western district, but Chicago has remained quiet. 
There has been a good demand for shafting, and the 
market has remained steady, the following being the 
official prices for mill shipment, Chicago: Smooth fin- 
ished machinery steel, 2.01Y%4c to 2.114%4c; smooth fin- 
ished tire, 1.9644c to 2.11Y4c; open hearth spring steel, 
2.66'4c to 2.76%4c; toe calk, 2.31'%4c to 2.46%4c; sleigh 
shoe, 1.86%c to 1.96%c; cutter shoe, 2.41%4c to 
2.61%c. Ordinary grades of crucible tool steel are 
quoted at 6c to 8c for mill shipment; specials, 12c up- 
ward. Cold rolled shafting in carload lots sells at 47 
and in less than carload lots at 42 discount from list. 


increase 


WIRE NAILS. 

The mills are generally making repairs at this season 
of the year, the light demand for goods experienced 
permitting such work to best advantage. Moderate 
shipments continue to be made, of course, but the 
tendency is toward a further accumulation of supplies 
which will find ready outlet during the fall months. 
In the meantime the market remains quiet and steady, 
sales being made at $2.15 to $2.20 in carload lots, 
f. o. b. Chicago. Broken cars sell at 5 to 10 cents 
higher. For galvanizing 75 cents per keg and for tin- 


x 


ning $1.50 extra per keg is charged. 


CUT NAILS. 


Light demand and full stock has given the market 
an easier feeling. Some mills are in need of orders. 
This is the usual experience at this season, when accu- 
mulations are made for the fall trade. The market 
remains steady on the basis of $2.30 in carload lots and 
$2.35 in less than carload lots for steel, Chicago; iron 
nails are held at $2.45 to $2.50 per keg from store. 


BARB WIRE. 


Fall shipments are being accumulated in stock, new 
orders booked for prompt shipment being light and 
nearly all old contracts having been fulfilled. Prices 
are well sustained, however, as previously quoted: 
Galvanized wire is selling on the basis of $2.75 to 
$2.80 in carload lots and painted at $2.45 to $ 
the outside price being to retailers. For small lots 
5 to 10 cents extra is charged. Staples in carload 
lots sell as follows: Polished, $2.30 to $2.35, and 
galvanized, $2.70 to $2.75, the outside price being to 
retailers. 


SMOOTH FENCE WIRES. 


There has been little time for repairs, as all the 
mills are fully supplied with orders, notwithstanding 
the fact that the season is fully over. Shipments con- 
tinue unusually large for this season of the year and 
considerable new business is in sight. Under the cir- 


cumstances the market continues unusually firm, but 
without change in prices, which are as follows: Nos. 


6 to 9, $2.05 to $2.10 in carload lots on track, and 
$2.15 to $2.20 in less than carload lots from store; 
galvanized, 30 cents extra for Nos. 6 to 14 and 60 
cents extra for Nos. 15 and 16. 
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BALE TIES. 
Bale ties, single loop, are quoted at 80 and Io per 
cent off. All other kinds patent ties are quoted at 70 


per cent oft 


83 


TENTS AND PAULINS. 

Wall tents are quoted at 50 per cent off ; wedge tents 
are quoted at 50 and 5 per cent off; paulins are quot- 
ed at 45 per cent off; wagon covers are quoted at 45 
per cent off. 


CLOTHES LINES. 
Clothes lines are quoted as follows: 60-ft. jute, 
jute are $1.10 per doz; 60-ft. sisal 
72-ft. sisal are $2.10 per doz; 60-ft. 
cotton are $1.35 per doz; 50-ft. braided cotton are 95c 


72-ft. 


g5c per doz; 72 


are $1.60 per doz; 
per doz. 
TIN. 


Tin is weak and lower at 


in New York. 


27 ¥g(@27%c for round lots 
The jobbing price is lower ar 29@30¢. 


TIN PLATES. 

Tin plates are steady, 
unchanged at: Melyn, 
6.25; coke, $4.874%2@6.50; 
tional X, $1.50@1.75 more. 


jobbing quotations remaining 
$6.50@7; Alloway, $5.75@ 
ternes, $5.25@8; addi- 


LEAD. 

The lead market is very badly unsettled. All whole- 
sale prices have been withdrawn. Some car lots are 
offering at 4.25c, but large lots for future delivery can 
only be secured at the price ruling on the day of ship- 
ment. Here the jobbing quotation is 454@s5c, accord- 
St. Louis is steady at 4@4.02%c; 
manufactured, pipe, is steady at 6%4c; sheet, 7%c; 
tin pipe, 50c; tin-lined pipe, 12%c; old lead, in ex- 
tea, 3c. 


ing to quantity. 


change, 3c; 


SPELTER. 

Spelter is scarce and strong at: Round lots New 
York, 6@8%c for spot; jobbing, 64@6™%c; sheet 
zinc, cask lots, 742@8'¥%c; small lots, 8@gc; St. Louis 
market is quoted quiet, at 5.50@5.6oc. 


ANTIMONY. 

Antimony is quiet but steady: Cookson’s, 7¥%4c; 
Hallett’s, 64%4c; United States and other brands, 6% 
@6x%c. The above prices are for round lots in New 
York. 


NICKEL. 
Nickel is steady at 40@ 47c for large lots. 
lots are quoted at 50@6oc. 


Small 


PLATINUM. 
Platmum is firm, with a good demand: New York, 


$19 per oz for large lots. 


ALUMINUM. 
Aluminum is quiet and unchanged: No. 1 ingot, 
33(@37c per lb; No. 2, 31@34c; rolled sheets, 4c 
and up. 
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Current Hardware and Metal Prices. 


THE AMERICAN ARTISAN AND HARDWARE RECORD is the only 
omnes containing western nardware and metal prices corrected weekly. 























METALS. ~ HARDWARE. 
Tract ADZES. 
FIRST QUALITY BRIGHT 
PLATES. 
ee 
Cc 14x14 
Cc 14x20 7 85 
Ix 14x20. 9 10 
[xx 14x20. 10 35 
xxx 14x20. - 11 60 
IXXXX 14x20 12 85 
10 20x28 . 3 
Ix 20x28 , 
xx 20x28 20 45 
— Caps, Percussion — per 1, 000. 
F 7 Waterproof, BBEB ec cvccecvvcess 400 
COKE PLATES » Fa epeeeeeekees dacece coseuseetrceaes _ 
—& oeeeee co ccceccoces cosesd Sones 
Cokes, 180 Ibs.......- IC 2x28 9 15 ea. 
Cokes, 200 lbs........ 10 20x28 9 35| Peters Fire Ctgs.........-. 50&3% 
Ceres. 216 lbs.......- IC 20x28 9 65) Peters Cent Fire, sici & Witiemass 
Cokes, 216 lbs.......- IX 2x2 11 75 Peters Cent Fire, Military and 
Sporting in Ie atenintiinn 15&8% 
Pond th a addi mal 10% % tr ~ 
a an on rom 
PIG IRON above discount. 
Peters a 22oal....... oe S 
Lake Sup. Chaseoal......6%8 00/ Peters Blank Ctgs. 82cal., C. F.. 

Coke Fdy No. 1... 18 19 00| Peters B B Caps, Round ball. i “ 
Local Coke Fdy No. 2... 18 18 50 Peters B B Caps. Conical ball...81 85 
Local Coke Fdy No. 8... 17 18 00/0, M. C. Rim Fire Ctgs......... 5O&SS 

Scotch Fdy No. 1. 20 21 00/ U. M. C.Cent, Fi ates 3 Eaeeaee 

ihio , earpened Softeners, Winchester t. Fire, 

Bs: Dithaons ance oetiveste 20 4 2050; and Sporting Ctgs............ 15&84 
Southara Silvery.. 19 20 50) U. M.C. BB Caps, Round Bal! 
Southern Coke No. 1.... 1785 1885) ooo ccc ccc cces vase eeunes 81 75..18% 

uthern Coke No. 2.... 1735 18 35/0. M. C. B B Caps, Con. Ball.81 & net 
Southern Coke No. 8.... 1685 17 8/U.M.C. Rim Fire Shot Ctgs.5081583% 
Southern Coke No. 4.... 1735 18 35) U. M. C. Cent. * : H&15&3% 
Southern No. 1 Soft..... 17 85 18 35) Primers. 

Southern No. 2 Soft..... 18 35 17 35) Berdan Primers.................. 81 00 
Alabama Car Wheel.... 25 26 85| Peters Primers .................. 1 20 
Malleable Bessemer.. .. 19 50} U. M. O. Primers................. 1 20 
Jackson Co. Silvery. sees 21 30@ 28 30) Winchester Primers............. 1 20 

BLACK SHEET STEEL. Pete-s Empty Paper Shells, 10 

> oe tus ae ae ene = = . S a, ik ty Paper Sheiis, 16 

830. oo LLLIper 100 Ibs. 2 95 Peters New Victor Nitro Shis. -soaas 
Ss eee per 100lbs. 3 05 Idea nei asin pea 
No. 28....... piede cen’ per 100 lbs. 3 15 and Referee Semi-Smokeless.40&1 ¢ 
POOr Be cccde cccccccces per 100 lbs. 38 30 Peters New Victor Loaded Shells 

with King’s Smokel 06S 
SMOOTH STEEL. — ed with King’ + Smoke 
in schns daenetieeuuted 
Wood" s Spam. -No. 15-17...... : 85 U. M. C. New Club, I6gauge.. ..20&2¢ 
. ce RUG TB on seee ee 8 OBIT. BM. O. New C1UD.... «20+ .00e0. BAF 
. . Bee es tet 8 te] U- BEC NUERO. 00.00. cccee seeees W&24 
. - NO ee 8 ge|U. MC. High Base............. 2k2S 
; No: 26... 3 | Winchester Blue Rivals ..... 40&1% 
° NO. 87 .....+000 Winchester Yellow Rivals ... { 
“ No. %...... +--+ 8 45) winchester Repeater .......... % 
Winchester Leader.............. + 4 
PATENT PLANISHED SHEET U.M. rey Shelia Hisck 
40&1% 
ror on iis tepesnns. “Kinde full 
Shells, 
Patent Planished Sheet Steel. Black Powder............ Canes 
sbeece sbelguuse “a” nro 20, “B" #9 20 - denaiesions 
8 a 40&10&10814 
GALVANIZED IRON Winchester.......... Tall enaee 
Gun Wads — 1,000. 
F.0.B Chicago. ..... +-708:10$ | DetersGun Wads.................. 18% 
HOOP IRON. TW. BL C. Guam Weds. «occ ccs cece me 
x22 x20 % x20 ‘eS S 
83 20 1001bs. #3 10 100lbs. $3 6 lovibe. | <i26's Smokeless ...----- S 
1x20 ee Pg “ “ ig kegs...... 2 97 
b> J 90 1001 bs. a2 1001bs. R 1001bs. “ ir) 1-lb. cans... 51 
PAINTED CORRUGATED IRON. | pupont’s i SS 
“ 2-lb. k » 1 
8x2% feet Sheets, 2 gage, “ at 13%-ib. begs. 5 80 
Ss) aay Saree #2 50 “ “ 6%4-Ib. kegs.. 2 97 
SOLDER. snot 1-Ib. cans... 51 
xxx oe %4&%.per > ty Dib. bess, — nd nh BS = .-81 40 
mmercial 4&%........ per lb. © larger sizes, 
No. 1 Plumbers...... ......ss00: 17Kc shot and ee: a a 165 
Buck Shot, %-lb. bags, per bag.. 1 65 
SHEET ZINC. Chilled Shot, 25-1b. bags. per bag. 1 6 
600 Ib. Casks....... base, per cwt. 86.90/ Trenton, 70 to80 Ibs........ 9% per lb 
300 Ib. Casks............ per cwt. 7.10/ Trenton, 81 to 150lbs......... per lb 
BROS. ........c0c00s cocces per owt. 7.15 AUGERS. 
Boring Machine....... .....@O0&10&54 
COPPER. 2 ~~ Spee 60& 10&54 
: Ives’ New Twmapeont 2¢ 
GO sicss coca dcecccccbedis base, %c! Bonney’s—list $90.00........65&104 
Digwell, & inch 00 
b peso vwbbvete Howe's. 6 and 8-inch.. 50 
Iwan's Improved. ........... 40 & 54 
LEAD. a See per doz. 6 75 
American Pig........... #4 60@4 6240 BS ccc dyes betas hel S0& 
BN sete g. 000 +s: -+  poeeeese cece: Ship. ” 
National (White te) brands (in less Ford’ 's, with or without screw, 40-54 
than 100 Ib. lots) per Ib......... T%o| Snell's. 40-54 








AWLS. BEVELS—TEE. 
Brad, handled........... per doz. 80 26| Stanley's, rosewood handle, 
shouldered, ass‘d. 1 to 4 EL MIs Ss nthedenicngcestbec dss 40&5% 
peak Webnes dosebs ¥4< pergr. 1 10|Stanlevy’ ron handle..........40&5¢ 
patent, asst'd.itod “ 9 BINDING—OIL CLOTH. 
Harness, CommOn......... oo \; Ss alaened tel sceasetane 75, & 10% 
Faered ttetereees ¢ SRI, nciins angseasBeqsbiedon dh "+ «15% 
Peg, os dered .......... oe. 0/5 Brass Plated. .....-........ 75 & 10% 
pate covcccee ** 
Seratch, No. handled... “ 450 _ Double 3 — SALLE 
No.1,socket han- Ford's Car and Machine. ...40&104 
died........... per doz, 115) Word Improved........ ohana 010% 
Sewing, common.......... per gr. 110) Word's Sh p........:. .. .40&10% 
PALEDE ....++. «++. Irwin ...... cdaaiasevede coded one 
AXES. New Jenning’'s ...... 2.0005 ses. 
Boys’, Handled: Russell Jenning’s.......... re 
amp Fire, 3-lb., per doz...... Ls.) Clark's Expans v0... nemamaiaid 50, 10&54 
+1b., freighters’, Steer's © ~ BRB cctcce 
DOP OORie a 0000s c00000 cece sosd 6 75 BITE BONG oo ccve acvecscccscccces 0 
Cast Steel, good grade, pr.dz., 550) Irwin Car............sseseess 30&10% 
Pioneer, per doz............+++ 6 7%| Snell's Ship oecee cecceecccces t 
Broad: oA: Iisess miaead aaneee 40&54 
PID: base cvscqs cccbuce obverse - we Auger Pattern Oar. -40&5% 
Red Warrior, per doz......... EP acnn dobends cove nbashie anete 10% 
Firemen‘s, per doz.............- 15 Counter sink— 
le Bithed. (without handles) Wheeler's .... ......- per doz. * 60 
Gladstone, per doz....... %6 75; American Snail H 0 70 
Hubbard's 4. Oo cdeweeh 6 50 4 = 
Hunt's m ” atetee 6 2% a Pi~svece « 
seencett's ¢ 4  Jcccoee 6 95). Buck Bros’. Fiat... * H A 
Mann’ Me © ccncess OE SE casatevenscc ne 0 70 
Pioneer Oi eueteee 6 50| Dowel, New Jennings. iepencdas 40&104% 
U.S.A OPN” a ae Gimlet— 
Valley Forge a ee .+s+- 600} Standard Double Cut 50&5@50£104 
Second Quality “ “ . 5%| German Pattern...... per doz. 8 48 
Double Bited (without handles): a gonse picaghegecstensks . 8 4 
LENO «...----. QP OS 08) Tek... Oe 
$0006 cncseccees “ « 9 9) Seamer— 
5 og Rectan ee ee ae 
Valley Forge.......... o « 88 uare by 
Ship, Moed's............ “ « 18 50 Standard % ae ++ ms : > 
BALANCES, SPRING. German Octagon... .. “ 0 75 
 anoce t6es oeadee shebesbeste 50¢@ | Screw Driver— 
PED pesnnes voce ccbcatsvesachbed 20¢ Round a... panes, ~ 0 4 
BAGS, veree Are, ““ extraquality ‘* 1 40 
Pounds.. 3 5 16 25 Square Shank........ bad 1 10 
Perl sae = u. 85 2 0 3 40 Pr 9 4 75| BLACKING—STOVE (See Polish.) 
CROW. BLADES—SAW. 
Pinch or Wedge. Point..... owt. 83 40 ee a & 11 ons 
peal a cnc ovbeut 
24 r Clock Spring........00010¢ 00 cos 4 
i ee BEATERS. ad tar.. Seeces cone Seesee Cecece oeoses C4 
arpe tan..........per doz We sails cxadusnes Cece den 
Raymond's Steel Wire,“ *: Grmn's. ARE LOSER RTD, Ko sabe 
VOCED Wee, TUS, OO DUDE RR cnsccecec cence seeves cctes 204 
yg. Wood — 
ver Pattern........ per doz. $0 70; Jackson's............. r doz. 82 25 
Genuine Dover....... 0 90 ———— 6, 16, 26 & 045, 84 20; 
Mammoth Dover..... 1 75 wn 1, 86.30. 
amas atic iin “ 08: W.M. ko. 8 No. 20..per doz. 85 50 
wait 's (mandard size) “ 1 75, Snatch— BLOCKS. 
no Trench........ o 135; Wooden -50&10% 
aha” wiutpubinl'ee . SE OS Ca eee 
Soeen setae becedhbadece “ 0 40| Tackle— 
re per gro. 145) Wooden’........--csseeeeeerses 70&59 
BELLOWS. BOG « occce cocececces cosece 50, 10454 
nace nh TOSS | crone ARDS. 
Hand, 8 in. fee ee perdoz. $ 6 8 PPRRE-vs-+-ovnreenssecre mevseses 404 
sti aalitaes ates 
Molders’, 12 in.......... per doz. 13 00 BREESE 6. cede cove voce per doz. 81 60 
Si ccvceeseseste cote 10 
BELLS, NN. 604 Gddces deccee e 2 60 
Call. RINE. .cccehewegesese o 3 15 
2X in. nickeled bell Roe doz. 8 : 35; Brass King........... “ 3 15 
2% in. brass bell" 860) Nickel Plate.......... a 3 15 
8 in. . . 750; Enamel King......... “ 3 15 
3 in. “ silver alloy — 20 BOBS—PLUMB. 
sidutdbenecsinecs cece per doz. Ca 4 a 65 
4% in." brass’ bell and ee ee ae ae 
pe ceeeccesscocese per doz. 14 50 41 > “ “ 1 80 
13 oz. lead. “ 3 60 
inary Goods.............. 70&5 6% oz. brass. “ 3 30 
TN | | RE ees oo Mason's, 3 Ib. lead ........ ‘ 400 
JOTBOY .0 20 0ececcccrrcceccvcese 0% aie BOILERS—FARM. " 
FORE ..000 ccvdcecccccee coosce ccce 30&5 
—_ ~y Automatic.. per dos. © 60/60 ion... **” porepereneeenees 35.854 
3 in. bronzed iro! in bell * = 5 2 
3 in. nickeled ~~ “ 750 0 . Machine, Ete. 
3% in. “ 6 Carriage. ...... - - CO&54 
; 60&5: 















Nickel Plated. 
Swiss 


Silver Chime.............. é 


Miscellaneous. 


eee eee ee eeee eee 


seeeee 








BORERS. 
any Miller's Falls, apere doz $1275 





Bung, Common ming we Handle— 
BB. cccce cacees ar 2 
Per doz .... 2... a oO 690 10 









































































































BORERS—CoNTINUED. 
Enterprise Mfg. Co., No. 1 List 
$1.50; No. 2. 00 each....25-10&54 
— 


10 20 
Per doz..... aT 1050 = 18 00) Cad 


New Langdon.............++- 15&5% 
Olmsted's ...... bunbes coud abnace 15¢@ 
pam Ay entiant bulboce neane rahe 20% 
ESE: r doz 
Nos. 2 30 OS 
Perdoz ....8) 50 
ACES. 
RES 81 1 4 
Barbers’ Pattern ............. 10% 
Fray’ 8s Gen. Spofford's........ 50&1 
0. 66 to 146........ 50&10&7% S 
*S. aw. Co. v's Peck's Adjust- ‘ 
\ enate ssas ytapasnear”** 


Hay-Rack, Wenzelmann’s No. 1, 
aa No. 2, $18.20 per doz. 


yy Iron, Plain ............ 50&10% 
Stanley's Wrought Svteel....... 

athe Senden eesceesecsees T1ORZKS 
SO eee 75-10&5% 


Sliiediad deme ae ants “eg ate 10% 


Ww 
Galv'd Qts...... & 10 
Per doz ........ 250 285 
Wooden, top ear, am ae pe doz 
Pri vel * 
“ side-strap, pe as 
= swivel “ 


BUCKS, SAW. 
BURS, RIVETING. 


Copper Burs Only 35- 
Tinners’ Iron Burs Only.......... 70 
aaa 


RERss® aesesa 


Ome 


Cast- avy Taal 


Wrought Bruse 
Wrought Steel Bright— 
Nos. 800, 804, 808. 810, 814 and 834 
70-10-1 


828 
Wi At Steel, Japanne 
Nos. 731 and 727..... .... 70&10& 10% 
ALIP ‘ 
BIGUIOD 2002.cccccnccccccce-csee ss 40&10% 
aaa and Outside............ 40& 10% 
Logger's Boot, Lsufkin B. Co's. 
90 c0ee scoeeseece souesees per M 83 65 
Shoenberger............ per Ib. 5c 
OP ecccce séccccese 54c 
American .........++++++ “ Tic 
Swedes...........--- I 
CANS. 
Cheese Factory Can en 
Gallons... 20 


5 
Per set....82 90 83 15 83°78 its 
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Cable Cou Chain 16 % CLIPS. | aes SSEES-CUSt HOLE te 
wane seneee - be Azle.. Sas CUCU oe 50 
st-0s cocces Standard 70 EL cacy acounnctsuce ” & 
Per 100 ibs. BA 60 84 50 84 85 HH 25 a ong Oe OO Eee es 10.25 
able Log Chain—Advance 2c per| Hume.................... 20| Ryan's. 17.00 
100 Ibs. on Cable Coil. E. CL see also Augers—Post Hole. 
Tie Chains— = = 50& 104 : 
American 2 toggle....... 40-10 & 54 . DOORS--SCREEN. 


> toggle and snap, 40-10&54¢ 
“ open and closed 


aceebbbnes odes 0009 cons 0&54 
Halter Chains— 
Sapeusenn. new list.. -33% 
ll a eun aisa euliiet 10&5% 
Mingare, new ae sae beerhseese 
Lg om DE 
Si Mbts ghee ese cn gn ab bods Shed" 60% 
iahddh cntnet coee'sces ches cneo ee 
Picture Chains— 
Haney Brass, ; ft bitesded per doz. 68c 
Hea o 75c 


Pump” Chain—( eaiciticen per * 


Safety Uhain—Brass...... ----60&10@ 
Stretcher Chains 
ne = in., —_ #1.75—Kin.. 87.00 per pd me 
rowns...... 10% 
Trace ¢ eee EE 
SPEER chads. ccccee cons per pair = 


7 —10-2. “* 408 
Ada 20 per pair for Hooks. 


r Twist Link. . 
Wagon Stay Chaine— 
Inch 


5-16 Of 
Per 100 lbs. 86.50 86.00 %.25 
Well Chains— 


With Swivel... . .per doz. 95c 
. | o 
CHALK-CARPENTERS'. 
a ree per gross 58c 
Si sukdiieses d400-e6es 480 
i iidepsnaebwtheees 38¢ 
Common White ween 1 
SOEs ctescees “ 5%Cc 
CHARCOAL. 
BB WOPTSED 0000 cccccecccaes. per bu. 2ic 
CHECKS-DOOR. 
RE. cin cn giecubibinnee aceed¢ eves 30 
Blum-Jap'd, 86.25; Brzd., doz... 87.00 
IE o nndced kbepdese ened 50, 1085% 
CHIMNEY TOPS. 
| Rl eee 504 
CHISELS. 
Boz— 
DRGRBR 200000090008 14 
Round....per doz. 2.10 93.25 $2.75 
Fiat...... per doz. 2.85 3.60 4.20 
Cold— 
Gent Avextra quailty, Ib. Ibe aoe 
ee 
Socket, Frami  bileer 
OU « coex 2006.0n a000 cecvce 20% 
it te Ae Wile GRU 5.0050 sevnuses 70% 
ay A beveled back, add..per ioe 
ou ~~ nenee tt see neeee eeeens 
2, 2 Me Sle i chnwkenccknes 


Milt Cane—Gals.. 5 8 10 , MO. 18......cccceeccsccicese cere 2 75 
Elgin Pat., each, + 81 So #2 10 WD. BB... 00 2000 cose cscccces cocces 450 
Iowa 155 185 206 CHUCKS-DRILL. 

New Elgin“ 165 190 200/Standard Tool Co.’s.............. 40% 

New York“ 180 1 9% | Goodell’ " for Goodeii" 's Screw 
vil — pt, See Pere per doz. 86.25 

: Gal. glass, Datep. — doz. 82 35 Yankee, for Yankee Seow 

—— a “ 3 — DL. cieieehates aneoxthal 5.00 

. CHURNS. 

Per doz........ 81 85 “2 ¢> Anti-Be t Wood, Gal.. ahs «0 3% 

ion Faucet, 5 gallon...8 5 65| Each. .......... ++. 

Sterl P Tilting.... & 25 | Belle, Barrel ieee Codie dhoven 70&5 

“High CO” Pump...5  “ 9 25| Common Dash, Gal 4 

Eureka Pump ata 5 ny 12 2 mo, Sesen eeée cscs 06 75 7.50 8.00 

Wood Jacket .............. 50-10&5¢ | H han, 8... tere eees cons te 

Cc mopees ee 83.65 3.90 5.00 

See Ammunition. MP 

CARRIERS CEA 
Bey z Aatetiopie-Martin’ .. seventies 40% 
=e Jarpenters'—Steel Bar......... 50% 
eee Jpeees....->---.a SS Carriage Makere’—P. 8.8 Wi 
CARTRIDGES. — 10&5% 
See Ammunition. Sherman's, brass, % in., 
Sar Crap Oner er Taira” - perdoz. 38c 

Acme—Ball Bearing........... .. Double, brass, &% in...perdoz. 65c 

BOB cccccvgcee ee 602104 | Saw Filers— 

Common Plate— Disston's list, benr beat manionb 
Brass wheel...... .......-.- Stearn’s, No. 0, 83.50, No. 1, 

Iron and lg wheel ay ee $11.50, No. 3, $5.50 doz. 
Philadelph sees Wentworth’s.. . 0% 
PA khe diccastecesseehs 10&54@ CLAWS-TACK. 

Payson’s.. 75@ | Cast, wood hdle. . per ion, 60 600 

Tucker’s—Wood and iron wheel ..70% Forged steel, wood 

“ Rubber wheel...... BNO F . meabuseciecccécotcecesa per doz. 80c 

CATCHERS—GRASS Solid Steel. 22.2........ — doz. $1.60 

Lieder’s No. 1........++ per doz, $6 25|Giant.............. .....perdoz .@0 
ay * - sees cece cone a 4 3! prain— CLEANERS. 

ate il topo te Iwan's Adjustable..............504 

CHAIN AND CHAINS. Iwan's Stationary fobs ca sasibies 404 

Se jen pels OO emp Ce anos ogee ap ® 45 
With Covert snaps P ‘7 = - —Steel. per doz. 15 

as Bs» 00 cove nd ..50,1 

Without slide..... “ 360] Eoziees- cosnene ee 
as (a 73. i % 75 per 100 Ibs CLEAVERS. 

Bright Coit C Family—Ajax, In..... Fa ae 
oetonm. | new — so sebbees o2ee88%@| POT doz ....+-------- 85.50 5 75 6.25 
GER se cc ccockcceccese . «80-1085 CLEVISES. 

Triumph, new list.............- 804 | Malleable..................pOrlb. 4i¢0 








: .O 
Hardware Wire—tull Tolls” (100 tt.) 
2 to8 mesh black, per 100 sq. ft $1.85 
2.1 


28 “ galv, oe ast 2.70 
7 and ~ “ “ or “ 33 
An extra charge is made for 50 ft. 
lengths, anda still further advance 
for smaller pieces. 
Screen Wire-- 
" mesh, painted, per 100 sq.ft. 1 
4 “ “ as L. 


COCKS--BRASS. 





Compression Bibb. -60&10&54 

c Lock. ~...-00&10@ 
Lever Bibb......... .....00&104 
RAE oc vene eccese oc rdcz..88 75 
BD -neunccocuscwentedsed t 


COFFEE MILLS. 
Enter. Mfg. Co., list Jan 17, ‘03...254 





SUE Ob cbce cece cccess cccoce scenes 50: 
Sinan dhe voce wennndenaned 60&10% 
COLLARS--STOVE PIPE. 

Inches 5 6 7 
Plain Tin....per gr.82.50 $2.80 83.75 


» apanned Tin, o 390 420 540 
’ Lacquered Brass‘ 330 360 480 


% in. 4panel painted perdoz. # 6.75 
Ks “ es weg 7.2% 


in. 4 panel natural pine, 
fancy ............per doz. 11.3% 
DOOR —y 5 “am 
Single Flange, D. B. 
pebanehandte and bedbend 4 100 ft. 1 60 
Novelty Check Back, 
sedimedantas emis Sin 4in 5in 6in 
Per doz. pairs, 82.60 $3.90 #4.95 86.25 


DRILLS. 
aera 604 £06454 
Blacksemith's Twist... .. 206+ ..0: 
Breast-- 

COEREROR .... ccccccsccceces each, #2.25 
— spd "Palis beckhe seauee - 2.10 


Goodell’ 8 Aemetie get doz. 
No. 01 No.0 No.3 No #0 
87.75 $12.50 $14.25 $11.00 
Goodell’ s Single Gear per doz. = 
Millers’ Falls * 250 
* Double * - iS. 00 
Reciprocating— 
Goodells’............ per dez. 817 00 
Bit Stock. 
Standard List....60&54@004@104 


DRIVERS--SCREW. 


COMBS--CURRY. BeRMRAGE 2c wcce cose cocees cocces 654104 

Nos. 000 20 S321 S80 417 416) Ajax... .... 2... cece wenn cece eee 70&54 

Per doz.80.32 .80 1.00 95 .80 1.00|Champion.................-.++: -. 50S 

Nos. 531 533 580 535 545 390 RNR. 004080 00 cccce 75&54 

Per doz 80.96 1.20 1.10 1.65 1.40 1.30/ Clark’ s Interchangeabie. ay ee +4 

Reed's CMUM®. «2.05 wees cceeess ) 
0a: enoranes 704 | Goodell's Spiral. ....-..... S810: ¢ 
ann ankee Ratchet............-.+-.. 

a vargas et “ « Spiral....-50&10R5¢ 
Galvanized Lined—Lever Faucet. ELBOWS 

Gal. 3s 3 4 6 B@ | Com@ecber ..... 2... noes cece cco ceced 604 

Each $1.35 1.65 2.00 2.35 2.95 Adiuatadie ——7 en. & 3 a 

1 mooth....per doz 0. 

Ga ~\ or eer Gk me te tae oa 4 210 835 8.00 
Ea8!.65 2.00 2.35 2.65 3.30 3.65 4.90 Geerepess Steee~2n. &; Gav 
— —_ Smooth..... per doz. 90.95 .95 1.40 
Gal > 10 Pol'’d........ 1.70 1.75 2.60 
abe 50 5.75.7.00 7.75 8.60 10.40 12.25} _Plan’d...... , 2.60 2.85 3.50 

COPPER—See MErALs. ft he 

mooth.... Fr doz. e ° 
COPPERS. ol’d....... ae 1.05 1.50 
Soldering--1 to 2 lb.....per Ib. 25@29c|} Plan’d..... “ 1.50 1.70 2.60 
8 lb. and larger..... ” Bc EMERY--TURKISH. 

CORD. Size ....... 5-lb. pkgs. % kegs, kegs. 
Picture--White Wire--List October; No-60t0150,8D.6\c 4Xc 4c 
sass cbecesscngsesscues teh Balika « ~ .=an. aa 3c 


Sash-- 
Baltic Braided Filax...per Ib. iense 
India Hemp, cable laid “ 
“ hawser “ “ 3 : 
“ “ plain “ “ 18%c 
Ttalian “ cable “ “ 21%c 


ENAMEL—IRON. 
English, %-pt. cans. “oer doz. #1.50 
Nubian, “ - 1.80 
oO. Vv. B., ir « sei - 1.2 
PUREED dic s0ccn cccecese 065s) 1580 











Russian “ - » i toes 17 ¢ EXTRACTORS--PIG. 
Samson, pn 31440 | See Forceps, Pig. 
* — B03K0 EYES. 
Silver Lake, “white ‘4440! Bright Wire Serew—See Goods, B. W. 
drab BIKC| Drifting Pick 60.06. ..0. +0000. 60k 104 
CORKSCREWS. Hooks = 
Humason & Beckley............ 33% et cheteonnadeuk dest eded 608 54 
wie Descse spstogprassoase ness wo had, anced wae ietin. wore 654104 
amson’s Regular............ FASTE ‘ SASH. 
Williamson's Forged Worm. ...50% | woore's....--.---.------per doz. wo so 
COTTERS--SPRING. Schroeder’s............ 
5-16 in. and smaller...... ..... 80&5¢@ | Sensible. ............... ” : 0 
Fe fC RE 75 FASTENERS, BLIND. 
~ COUrLEnSS~BOse P RATTIEic 0 00000 cc cccc covcces et 
TOSS 000. 000s coccccccecs per doz. 81.00 FAUCETS. 
Brass Plated........... “a 85) Angle Plug...... ..++ ++: oe doz. 80 84 
COVERS, WAGON--SEE TENTs. Brass. Andrew's. 8. . Bere 44 
CRADLES--GRAIN. etrolew O00 cece cccees coos 
Morgan’s Grapevine ..per doz.821 00 ne ye | mann sagesene oo Ae 
CRAYONS--Sme CHALK. ~ | Metal Key.... secs .s++-c++ +++. OOK54 
CROOKS--SHEPHERDS"’. Measuring--Enterprise........ 35454 
American Pattern ..... per doz. 8 75 ee also 8. 
Montana “sw... « 88 FILES AND RASPS 
Scotland ae a DP I  cnuntnn cannes anealetdeion 
CROW BARS. Bisck ‘Diamond. 
Pinch or Wedge Point, per Disaton’s ......... 
Ss onttbnihaesenenctte tink #3 40'Great Western... 
CUTTERS Keystone Mill 
Meat-- mgs y& poem seeeseeneteal . bey 5& 
Ente rise Nos. 5, 10, 12, 22, , 2d quality........... SOR 1M A546 
ee ae ee = a ded son's. séanpnbe ceekes a 
No. 100. let, $18.00. . 40& 10 cholson's : 70K 10% 
a... Sa Royal Mil BOG 20% 
Ideal...... Coeceecccsess per doz. 80.75 | N.S. A.....--++eeeeeeeseeee TO&1OK54 
Universal....No. 1 FILTERS. 
PO whos wecced +} 75 =: 00 on. 00| Improved Natural Stone. #2 50@13 50 
Pipe-Stanwoods No. Subject to large discounts. 
Each.. 8 "85 I 50 4. ‘00 FORCEPS—PIG 
Slaw and ‘Crout,- ers edad per doz , #7 25 
3-knife Crout.......... per doz 90.25/ Superior................ ‘ 475 
Sg, See . £85) Whisson's Imp......... 6 00 
ME Ncivs.ntesst asl 7.73| » FORKS 
DAMPERS—STOVE PIPE. hha ee a 66%, 10&54 
Standard........ ny ert FOkirg Wood, 4 tines, %.25: 6 tines.86.25 doz 
American.... ... ° .. 40&104 Sos pupa eeeees ccc dese heen 70, ets 
a i ddichiiiné sess pene wilt ), 
otecon ees ‘STOCKS AND 404 Cottonseed ...... «+ ++«+4-..70, W&2KSE 
aw— 
DIGGERS. Diamord, 3 tine.......... 65, 10&54 
Post Hole— ee (rr 60, 7%, 10854 
Iwan's Split Handle..per doz. #800 “ ee 66%. 10&54 
Iwan's Perfection....per doz. 8.00} Golden Eagle, tine 00, T3610, 10&5@ 
DIVIDERS. - - 10, 10&5@ 
is aaa ngseuehunes Digging........ cove even e OOM 10854 
Extension Wing.............. SERGE BIE occ0 ce ccccccccsetoseess 70&104@ 


So ee es oie eee 


En ee peer + 


SOT TS ew 





ae ny er ee 






































FORKS--CONTINUBD. 


'e-der— 
I iamond, 2 tine 
ia) 3 a7 - 


S.* sme 

wolden Eagle, 4 tine...... 108 10&5 
Ma ~ure— 

Liamond ...........++- r~ - 10&5% 

Golden Eagie..........-60, 20, 
D6 game desexgesendweueeel bard 4 
Spading— 

Stoned ., . 70, 5, 10&54 

Golden Eagle. : er 5&10% 
Hack ~ FRAMES 

Crown. .....+ ceescese per doz., ° 8 75 

Miller’ 's Fails....... « 0 00 

eer a 3 85 


oe “sagas 108 ere 


Arctic—Qts.. 3 
Seon a 60ece ‘a0 1 30 1 60 1 5 2 30 
.82 85 3 75 4 50 5 20 
White Mbutdohn ‘with — 
1 


i 

Molasses and . 
Perfection.......-.. ———— 
Stebbin's 


Butt and Rabbet. 
Stanley R. & L. Co.'s ..20&10&2%% 
Cream Pail, Fairmont, per doz..83 75 


arki , Mortise, ete... 
” get 508106 @50R 1085 % 
Saw—Atiin’ 's sgle. 55c, dbl. 80c pr doz. 
Wire. 


-40@40&104% 
GLASS— WINDOW. 
—— and double strength, Gus to 


x 
clon sizes . 
GLASSES—LEVEL. 


Stanley R. & L. Co.........+..: BOkSS 
Bulk. GLUE 
BD REE oc cccccccsoce -perlb 9X¥c 
Ee ME A. c0ces 0640 00866 ner lb 12%c 
Bh, Be AM ROP . 05. ccccees per’o 17 ¢ 
L ! 
i ticbktakesnsee sd 66 coupe 40 ¢ 
LePage's— 
a 374% 
List “8B” . BBE 
ee once case socecs esecss 25 
GOODS. 
Bright Wire... ......0ce00¢ 80-10&54 
GREASE, AXLE 
Wood Boxes 
Diamond peebaeneuta ane per gr ae 
Hub Lighiiing.:-.-.c0000 5.25 
WRG ner cecdcess cede ceneecs 6.75 
Wood ails. 


Frazer’s, 15 lb. 78, 251b. $1.30 each. 


Hub Lightning, 15 lb. 520, 2% Ib. 
68c each. 
Tin Cans. 
11d. Frazer's carriage, pr. doz. $1.30 
i%lb. “* wagon . 1.30 
3 lb. - 3 Hi 40 
5 Ib. ” oe = 3.50 
GRIDDI.ES ‘ 
GOGPEtLONE 2... on ccce ceccescvcess 
= GRINDSTONES 
Family—in.......... 7 Q 
Per doz 88 25 950 1100 
se. 
POP BOM. 3 vince cccc coves 820 00@821 00 
Mount ed— 
Ball Bearing....... 2 
BED 2 ocr coccee ces 7 290 275 
= yey Bearing... 2 3 
spendadintnsted #2 95 280 2 6 
HAFTS—AWL 
Brad—Common........ per doz., 80.18 
GREROE oo ccccccccecce - 21 
Patent, lain top..... ~ 46 
eather top . is 52 
COMMON .... seve eecees o 21 
ED. ones csennaceses “ 52 
HALTERS 
Jute Rope.......-+-+++- perde 80 8 
Sisal Rope. 1% 
MEER batndd chase doesere - 2 10 
Leather, rope tie...... “ 6 25 
at leather tie... “ 8 2 
HAMMERS—HANDLED 
* Hand 
PC bite gpanes sudo coed M&1I4 
—,, 
SS hel aren 40&104 
Farriers’. 
ee ay isaene dn ence dindele 35&54 
MayGIO'S ....... 00000000000. 40&10% 
Nail. 
Ajax.... per doz 85 75 
GRIND c 0 0600 6s.eceese “ 40 
Rekecndestnves per doz 81 1 1 50 
TS, cvcun cad oponee neta 4 
MED qGinoous ces « csen ohne sete 4 








Tack. 


Hoe and Rake 


Monarch . 








Conductor Pipe— 


Parvwor Door— 
Acme. 


Lane's Standard. . 


y 
Eave Trough— 


6 to 12in.. 


2 to Sin 
Screw Hook ana 
—_ a 








Weaner’ s Adjustable. 
Warehouse ............ 


Iwan’'s Perfection.... 


Screw Hook and é aimee 
«+++. per 100 Ibs. #4.00 
14to@0in .......... a 75 


Hickory, Socket Firmer, Assorted, 
18c: Large, 2lc per doz. 


Applewood, Tanged Firmer. As- 
sorted, 27c; large, 36c per doz. 
Applewood Socket, irmer, As- 
BEES woos cues e000 50008 per doz 240 
Coat 1 Neg Gdeee cocvsgcnctes goad obo’ 
PO ree eer 
File, ba 13c. large 16c per doz. 
Hammer. 
BBD TAGS. 0.0600 cvcsee cess per doz 42c 
Blacksm!ths’....... per doz 4 650 
Mactinists’........ as 
mane cnt can 408 per doz 420 
Hay and Manure Fork.......... 40&5 


40 
Saw, Plain 72c, Varnished 68¢ per dz. 
Screw —— Assorted 42c, 


48c per 
Shovel che ‘Spade vctt code cocked 40&54% 


Barn Door--HANGERS 
STs teeenaweauas per doz. het 4 00 


“Never Jump” Hinge... “ 
Peerless, Loose Axle.. 
Perfection, Roller Bearing. - 705 $ 
Phoenix , Roller Bearing... 


sreeey .- : Lal doz. prs., 85 50 
pores. es ” - 3 90 
Superb “ “ 6 25 
ty Flexible. _ “ 7 50 


Ives’ Improved | -...... 










Bommer Bros. Spring Hinges .40¢ 


Ss dietcctict Gishinnahiee 2B&5% 
Clover Leaf.. gro 80 
a DbL Acting... Peles 
oo0ne oo cces Secccccccccesesese 25 
Ideal Detachable, per gro 812 00 
fe eee S 9 60 
TD schleceasonces cesses sduede 204 
Wrought /ron. 
Light Strap Hinges......... 808 10% 
Heavy Strap oe S0es'es gba 
80-10-10&5¢4 
Light T Hinges. . 75-10& 104 
Heavy T Hinges ae 75&10% 
Extra Heavy T sheeeepeaen ates 
acon osname sons sees» 80-1085¢ 
Cor. Heav <see++ 80-10-1054 
Cor. Ex. Heavy T ......... 80-10&54 


“per 100 Ibs. reso 





a eee per doz 80 35/ Garden...................... 
Pol'd Iron, Hickory hdl“ 0 52 — yernedseSeedenbboneh 75&10&5% 
Mall. Iron, Inlaid....... ae dockudeal 5081085 4% 
Magnetic 1 2 3 BXtrO eos ee occ ee ccs. ++. 00810% 
Per doz...... 700 80c A RIN sod Abeta nnencraiite r doz $6 2% 
a per doz 84 75 pe and Boys’..... 70. 10, 5, enet| 
HAMMERS—HEAVY. BEE n000 geceve ccenttse . 7%, 

Heavy Hammers and Sledges. a 8 Eye......... ae preteb 
Meo er ore Sandee canpabecedes 7 ne iin aaah eat le ’ 
DIRS. GRE OVER ccce once coce ssvcce r 

Masons’—Single & Doubie Face..75% | ana Byes, “°O*S 

_— SENEEE wes nsetabinthapeaped 50& 1085 % 
a d.. go connie doz ° = Sie: chebdins anenenaeail 65& 10% 

eck's Adjustable. Miinschanecvaph 

Revere S| dung cocce cco er 1 
Ives e perset 1 25) Rench—See Stops, Bench. 

re TREETIOOTOOCOOTOTE ST TT TT eee 0% Boz, In. ‘ 6 < Ee 19 alas 

Doz.. $1 25 $1 1 ¥ 
Hickory, Tanged Firmer, Assorted, fumason & Beckley’s...pr dz 8 40 
240; Large, 260 per doz. (See Goods, Bright Wire.) 


Large 


‘Soelon 
-60&10% 


70&5% 


Ne SE FE Ply S 6) 6 S, 8 
ae f | Black, prit. THe Bie OMe 10Ke 12% 
reactant Cotton, 3 ply.......++ o cecees per ft one 

HASPS ee seincee coadue 7%c 
Hinge, Wrought................ 7085 % HUSKERS. 
With Staples. See Staples. Boos. 
Nos. E 
HATCHETS. Da.8l #200 #185 Gr.88 90 5 30 
IR... shits dketen cose bbbaleeds wer 08.2000 3000 4000 Ox 
SE osendncducde eatisy beset Gree 10 6 75 Dz.81 15 es 20 $1 65 
Cast Claw......... per. doz 81 ins es Brinkerhofl’s .......+.++. per gro 14 50 
Cast Shingling.... ‘ = .ccocc. 1 20| Harrington......... ....pergro 4 20 
Duffy’s Barrel........... per doz 17 50| Jdeal—Nos 102 101 100 
INE 0 06e< caceenéatndens Per doz...... $1 35 #2 50 62 75 
ee ay sdgnbasnsnaiae poy EE 0 cnn sacihnnn napien pergro 7 75 
Roger’s Ideal........... -per doz 3 IRON 
— ee Star Lath pagneepsesens 40 ao 
a Rail Alen 5 ER Re Ah ski08 See Metals—First column. 
HAY RAGK BRACKETS. IRONS 
Wenzlemann’ 8 No. 1, per doz. ..812 60 Curling. , 
Ho. 3, -+- S359)  Commmen .... ....... per doz S8e@A8e 
HINGES. Princess per doz 80 60 
Blind. = 0 84 
Clark’s Gravity, per doz sets.. ..80c S 110 
PT Dhiinok setdheboada” doneceed 65% ve! 1 50 
Shepherd's Noiseless, y ~y 0 90 
ood casing.... ....... doz. 81 05 ” 0 60 
Gale. 
Clark's, a ee 20&5% 
& Ltchs, dz.. * 35 ° 60 my 60 Stanier fe 3 L. Co. ‘(mew list)25&54@ 
Hinges Only, **.. 170 190 Sad. 
Latches Only,“.. 070 0 75 | ere per doz 811 25 
Knuckle........... per doz prs 86 00 Common, Polished, per 100 Ibs 3 50 
-_, eee “ sets 6 75 Nickel Plated, “ 475 
a ” prs 925; Chinese Polishing..... per doz 7 60 
ing. Laundry, No. 1, 8 75; No. 2, 86 25 
ID. « . cconichshheeninnneael 25% per doz. 
Bommer Bros. Ball B’rng Floor 404 |. Mrs. Pott’s. 


a 


40% | Clothes Line. 


Japanned........... per doz 2ic@22c 
Galvanized......... a 
Coat and Hat. 
Cast Iron.........per gro 720@81 00 
, | ees H&10% 
Conductor. 
Malleable........ 50&10% 10&54% 
P| ees 10%@0% 
orn. 
Common, un om per doz. $1 30 
ished. . 1 70 
SOE” np n0see vost per doz. 2 = 
IS shotnnn cacdeeaie 
Or Ey ; 8 


Bush. 
Common Axe Handle 
r doz 87 00@8S8 50 
Hamilton Pattern..... per doz 87 25 
Chain—In. %&5-16 % 7-16 fy 
Per 100 87 50-7 75 89 50811 25 812 00 


Gate.—See Goods, Bright Wire. 
Grass. 


Common, Nos. 2 3 4 
Es danse sees $170 8175 —— 
CE cndowsedssesd per doz $1 90 
Little Giant........... 3 10 
nts esewess eos % 1 30 
Hommoek 
Sc cessccess owse 2ic 
With Plate............ . 36c 
With Sorew........... o 36c 
Piggot’s........ “ $1 05 
Lambrequin or Drapery... -per gro 2ic 
De ae 50% @50& 104 
Patato a ae See >eaanue 70&10&7% & 
DR FRceccccn scetedsunecs 808204 
See Ge Goods, Bright Wire.) 
Seat Spring .......... Bynes 64%c 
HOOPS— 
Ever Ready............ —_ case 81 65 
‘ HOSE—GARDEN. 





No. $5 pape. = set 760 


No. 55 730 
No. ® x, Kd so yi 79c 
No. 55 T, ir pre “ 7T6c 
No. 5O, Howells . owedine ves Tic 
ON SERS sie renee ? 7 
Tailors’ eer per Ib 4440 
Geese........... “ 4440 
Single Duck Nest..... per doz 8 25 
uu PO! aaineias 25 
bvimeness eos sooes COCR 2 60 
JACKS. 
| Ee ee 75&5¢ 
‘agon. 
eg Oe per doz 81 25 
Miller's No. 2 ........ * 7 
WEED kne ohdn sebecee ” 7 
KETTLES 
BDSRGB . 000 ccccsscccces 906006 ens cone 204 
Caldron........... doéunsdeadeanan 
ROE o0nc coccce accccccess 


SARTO eee eee eee eee 
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10.00 





Hickory Sheet Iron. — 





KNIVES. 















































































































Beet Topping. 
Clyde, 9-in. Setasions Einte- 4 . 26 
*  12-in. Straight 2 50 
Dears TOG... oc cvcccccnenccces 15% 
Corn, 
— ids oaemtn maibedbioan per, doz * 65 
Clipper, Light, $1 75; Heavy, 8 90 
D paton's ee awe: Gated wee per doz 83 15 
BROGG 060000 doce cevececs 4 75 
Rugged Razor ....... ng 240 
8 § Ss - 3 15 
Drawing. 
PIs 5 666865 0006.00} ccse dbus 4 
SE vine kins o Cis 403 o50k coat 204 
Barton's oa PP 10&54 
a ™ ing Handle. ...25&5¢ 
ay 
y a Sickle Edge.. -doz ar 25 
Canton, Sickle Edge...... 8 25 
DO as dibctethds dands ocds ” 8 3 
Iwan’s Sickle Edge.......... 10 00 
Lightn’g, Holt’s Genuine “ 6 50 
Lightning Pattern........ “ 6 25 
Wadsworth’s Sp’r Point. “ 8 75 
Hedge. 
Ajax, Heavy, 8 75; Ex. Heavy, 
75 per doz. 
85c | Mincing. 
Common, oe ea Ag ONY per doz 480 
Double........ * 650 
Streeter, 4 Blade, $1 30; 6 Blade, 
$1 90 per doz. 
Putty. 
I ic cntccichaxaeal rdoz 84c 
Goodell’s........ per doz $1 > 80 
Russell's. ...... 1 2 2 
KNOBS. 
Base, 2%-in. —, ee Tip, 
aie . per gro 81 60 
Door, Mineral........... perdoz 0 80 
, «ds EEE - 0 90 
iiwad vghemtewenentees * 0 88 
Picture etedbatene anneathamens 60&10&54 
LADDERS. 
Common “ped Pestid Rs per ft 8%c@180 
Hatension .................per ft 10XK6e 
Step. 
Tee “ 
ro With Shelf, add = 
a ie rft 17¢ 


I 
Miller's ‘Household d. per tei 130@i5e 


LANT 


Bull's Eye Police. 







3-in Flash Light....... per doz 86 00 
2%-in Regular......... eo 400 
8-in Regular........... o 5 00 
Tubular, Berger............ 40&10&54 
LEADERS—OATTLE. 

Nos. 2 3 
Per doz.. 807 80 85 83 75 
LEATHER—LACE, 

6 Koken simhs phbberoeenes tax 50& 104 
Sides, Ex. Quality. ....... per sq ft 20c 
LEATHERS—PUMP. 

Valve and Plunger................ 50% 
LIFTERS. 
Stove Cover. 
OT rere per gro 82 75 
Coppered.............. , 3 60 
ee “ 4 
ne ee = 5 50 
SN a nbh baths wekeie ss = 3 90 
Transom, Payson’s............ 708 100 
LINES. 
Chalk, Twisted in - Seat. 
Nos 15 12 il 
Per doz... 10c ito 22c 20 
Twisted in ae Mails. 
Nos. 2 3 7 
Per doz... 40 3000s B6c 440 
— in 20-ft a 
2 
Per doz 820 
Masons’, ‘ja? 100-ft + a -doz 81 00 
Clothes. 
eee per doz 80 05 
ae "> pees 666% ote 110 
60-ft Sisal ............. ” 1 60 
ah. i eadbes dobaces bd 210 
60-ft Cotton. ........... e 1 35 
50-ft Braided Cotton.. -95¢4 
LINING—STOVE. 
Ben TRVGIOMD. . ccc. cs00 cones per crate 42c 
: ACHINES. 
Boring Without With 
ugers. Augers 
pe per doz $5 25 86 75 
Angular - 3 25 5 06 
Boss ...... 4 450 5 
Upright... “ 290 4 
Leat er Riveting. 
Chicago, Pomeroy .... per doz 89 75 
ds cabeus. cose = 2 50 
SE iadnen set ness cone . 210 
Little Gilant........... es 3 10 
a: Pomeroy........ “ 8 00 
ning. 3 
Per doz.. 857 00 863 00 869 00 860 00 
Globe, No. 1.......... per doz 851 00 
OK Rotary .......... “ 58 00 
Ye hs aun $066 Séa0 ~ 26 50 
babs sec bees ” 60 00 
"aise 
“Flore Head, S Med. 
bre H mall. ‘ 
Per doz..... 00 85 75 eh 
Round Hickory........ per doz 81 75 
“ Lignumvite.... “ 275 
Square Hickory....... we 1 75 
: Lignumvite 7 3% 
Tinners'’ 
woes 1 6 
0 80 
85 
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—- 4 Pi goa Seeccecosese - . . PLUMBS AND LEVELS. 

Jational | eer 6045 & a} RpeSegee se 

"Rit Flexible .............0+++ 504 OUTFITS—COBBLING. =| GomMOD ews. sess eres sene = onset 

Stove, Combination ........... per doz 811 50 oo a SN iisinieiiNacantiien Riu otedlal 4 

— Quality...... per gross #2 75| Economical .... ........ = 4 90! Davis’ Inclinometer.. 20% 
Oi Co ered At ~~ Ex. wae mrs >ADLOCKS . | Stanley's 0s 2s 8s 

= . . . ‘ oO 00S 
SDE Sebc ecnapsacade perdoz 1 00|Standard Wrought.......... 70&10&5%| Der doz, 450 05.20 ¥7.00 MOS 
MATTOCKS. DED 160 cece sececeseosqaietel 50% Nos. 
BE .siisersagebyeibear <p titel 50&10¢ | Eureka. +-secceeees cons @@MESES@ | Por dos. 813,00 81750 &750 819.35 

Extra.......-+- WAGLS eséqecsed Cream. es once P ‘AILS. POINTS. Discount 
Iron,Ibs. 10 18 16 18 21 1eat, Without >: ae $2 75/| Drive Well Points...... -» + -B0&108&5% 
Per doz. 63 40 $4 20 $5 005 50 86 00| 2%-at., . 72 POKERS--STOVE 
Wood face, lbs. 10 11 12 sat. With Gauge 4 Wr't Iron, str't or bent, per doz.80 4 
Per doz.... 8175 8 00 8 25 Sap. 10-qt., Galvanized, 81 60; 12-Gt.,/ wrt Tron. wood hand’ls.“ 

Wood Choppers’. galvanized, $1 85 per doz. Nickel pl’td. coil hdl’s..  “ ba 
Lake Super'r & Oregon Pat.70&10¢ naete. “4 (16 18 20 POKES--ANIMAL. 

men 3 i pk % bul we er dos. ay 75 +4 00 “oS  s American ........ r dos... ...88 @ 
ater, vd, qts. Brown's,wr'tsteel “ ..8 25@6 

Galvanized..per dz 88 7% Per doz.......... $2 00 02 20 82 60) Kagie.............. - .. 04 

Japanned... “ 8150 225 82 90! Wood. . Suceess..........+ oe cckead 2 60 

{ron Bound. 140 170 200\Cable, 2Hoop, $1 70; 3-Hoop, 81 90 POLES..FISHING. 

Babditt. METAL. per doz. Bamboo 
Si nctniabdsenseiasbeet perlb 8X%c| Cedar, 3-Hoop, 82 50 per doz. Ft. 12 14 16 18 
Best........ 6 Standard, 2-Hoop, 81 55: 3Hoop, Pr 100..82.75 83.40;°84.75 86.00 on 
Common, No. 4.......... ° $1 75 per doz. 

Copper Mixed “ 18360 PAN POLISH. 
Magnolia Metal......... RD PR cttcc cncn ce 6ésnccd 50&10&5¢ | Metal. 
coceses, — % SERGDE Beis COIs ccc cccrse ced 60£10&54 | Pride of the Bar..... * wie 
See Metais—in j first column. Pa ba0ace 6 600ses cscs conese t she nme. - . ¥ 
First Quality.. — -40, 10854 Brownie eats Each ¢]  Perdoz......0084 81.25 $1.80 
Second Qualliy. 0% | Building. PAPE! Per doz.88.60 86.00 80.00 818.00 
MILLS—COFFEE. ET TR per 100 Ibs $1 15} White Silk, half pints, per doz.82 00 
MUOTPTIBe.... ...+-----se sere 44 EEE ccccccccceces “ 125} White Silk, 6 oz. cans, per doz. 1.00 
BEE oc00 06 6c 0c cosccetceccst sees Tarred Felt........ “ 1 80 Wondershine 
Parker....... MOPS!” sawing G00 Diamond A, Red B Rosin.pr roll e es a if. mo oth ass 
er, hed NoOsSIN..... 4 er doz... .Ww. ° J 

BES ising eno ucesi teoce diss per doz 83 15) cand and Shoe. 

Handled Cotton. RR 50&10%| M. D.C............ per doz. .360@50e 
Lbs. ‘4 1 lid ait ics sasdendivapnnaa’ 60 & 54| F.C.0...... ccc aa 
Perdoz.. 8140 0310 83 2% 0295) Wrapping | MO ll. “  50ce@s1 25 

oo Grecian Express ........ per lb 8K%c| Imperial.......... per gr....... $5 00 
ee ed “290 | Stove. 
In. 15 17 Apple PA Black Eagle, 1 lb cans, prgr..815 00 
Each...... 87 00 87 60 ne 25 te 90 ay State ............ per, doz 813 00 ck Silk— 
Champion. Bla > 700 
eccceecccsccce DEE ccigmedncden dase deen 
_ 12 14 16 TUPBtadle .......00008 H 00 : 
pHs. $8.10, 83.15 gat ovo w2'8| nite Mouniaia.-.) “838 _ Paste Sm, Cans per dos tae 
weg 20 | "Goodsell’s Saratoga..per doz. 86 50 Eines San vagnanes— 
Each......... #40 ©8370 ©6400) ‘White — fF G0) Tidsen ek coeneelace,:. Ge 

Cheap Steel Range Gloss per doz... 1.75 
In. 1 a BERS TRO DFO re. «02 voce ce seccces (0&5 % Blackene, 1 lb cans. it gr.. 18 00 
Pn nee AOD OS OS On Drifting and Poli Picks.......60&10%| Black Jack. &% lbeans. " .. 9 00 

OT aeeaeaheee Of | Ajax Railroad.................. $045%| Dixon's Carbof inn “ 5% 

h . ® 60 #2 20 eee eens cons cons ceoses onion Nickel Plate.. « 148 
Each .... ..-..-++0-- 260 = 82 80| Gurtace...... 2. cece eveeee veeees rOrrans, onan, 
“ yom Except A &E..... 70&5% Oy — Round or Square, 1 qt.per doz., oo 
Style E, High Wheel. .....70,10&5¢ | _ Steel jaws.. gecere, i <8. a 4. 
Drevels Sehvten is eakeh Ose aunes t 1 qt. reversible per doz 1 50 
BED DGG «0000 cece scccce sce Net Price 

Horse. MUZZLES. POTS—FIRE. 

Nos. 1 2 3 4 5 ee ae ach ..83 85 
Doz.80 30 8050 80 55 8070 81 00 Clayton & Lambert’s,each, ‘fs 75@6 25 

Horse ae NAILS. Gate City... .....-.00- ees ach.. ; > 
PRED: 00 6b 00 18 0Cde 9900 e000 o6es REED ace Zedinee cccececnak co a nn 
—— 906060 060e acco cease evcens 10% POWDER. 

MB cowe ccce 000 6G0ee cécccces Spiral See Ammunition. 
SPEED oécenes cdsbes ccaseeesed BIKE PIPE. E , 
BARE occ cccccccccewveces coos ees % | Conductor. Nested Not nestea; PRESSES—FRUIT AND JELLY. 

Picture. 0&10 Eastern .....70&12%@ 70&7% @ | Enterprise Manufacturing Co... 254 
Brees Head.............+++++- #| Central ...... - ETS 706 | Henis ..........0. 2000+: per doz. #2 10 
spade ceotbonnce ade salonion South wat'n.. Ey oaa4 s PRUNERS. 

ia Sibi Sige - River... Degen 
Berend en tte no. -. -coesRE] MOMURTD .. .... 65& 10% 585% | Home's Improved: ‘pebdon, téeiog 
NETTING—POULTRY. Full coils cesesan 809 [Oe Oe ee 70, 1085% 
Galvanized Before Weaving.80&20/ Cut “ ~~ PULLERS.! 
7 Afver Weaving.. ‘gene Stove. —" ~ ee 
ee rs ach ocoensese 6 000d Beme—ie 8 8=«§ GQ FF ceemmee 0s cee cose cece code ee 
epesineneas Smooth, r jt. 10x60 Iie 12 Quick rend Easy eee cece .. 390 
wy Planish ned, © 0| Nis t r doz. .89 00@10 50 
P.S. & Peeriess--Smooth. ake a figs y+ memeg ARES ad $0 
Biabere Pattern Polished. 16c 180 22 co Ton Gime a 0 

Hoof. Planished 28¢ 3ic 40 o| 4@*--Gian 

a aedo-uy— ta. ue = , : PULLE Ys. 
as . moot: ses sees S| Awning--Jap'd....... 40&54@ to 3545 
Vi. HB ose eee wees eveeeceee cees 7 to 6 in. Smooth Tapers, pr jt..140 Gothes Elna... c..vcene # nioe 
Hose. 6 in, Smooth T’s.......... --300| Hay Fork. 
Genuine Gem. 7 to 6 in. wipumned Tapers 450 Iron Wheel, 5 in .... Der doz. oe 7 
enuine Gem... ood Wheel, 6 in . 1 
GD ccccee veces sesees Wheel, 6 in.. 
-HOT PRESSED. a fn hai 1% 
aes < se cum wt Hot House--Jap'd ............ 30854 
Ld. Tige Be Ae 4Ho dhe 440 440 ee, ee 
é Lappe Sash. 
n 4 4 ” % % SED «5 ones nahi ases per doz..80 29 
ae ee oS Ge i Resnecsieaanaaes “ 48 
OILS 4 Common Sense,2in.. “ 27 
Linseed, Pure dolled . ++ per gal Se “ Pattern,2in.. “ 22 
peas ses eaaive bocce 80b086 coos * pz} 
Stanley Planes, new list. ‘iG O08 4 Grand ieapias, Not i - 
ey Pewee eeeeee eres eeeeee No ‘ 25 
Sandusky... Dis a6 agusien “$08 ssieamar 
Corn, PLANTERS. Pitcher Spout. 
Monitor...........+. -per doz..87 75 08. 2 3 4 
Triumph. ...... soeeens “600) Bache ....8095 8105 8115 81-40 
Spray. 
Acme...... sone neeees per doz.. 86 25) “Riizzard............. per doz..814 35 
Challenge ........... * ++ 10%) Gyolone, tin......... wl 8m 
Cronk’s. per doz..89 25) = naj r CEGIED o0se ae  $ 
—— Choice. oo Ma Little Giant...........each.. 3 40 
Flat and Round Nose. : PUNCHES. 
ihe cocges o0b0ee -0ccee 0608 30@ | Conductors’, No. 23....per doz..83 50 
German....... PeEsiesescces.cocaes 50% =e be cedads eneeetnans perlb. 19 
icbihadienmenke seseen seen 40 ere’. 
eeereoomonanteveteones walon Common.......... per doz.. 700 
P. 8S. & W. Co cgorocresasebess so% ane pibebevees coco lO ee 
ie --.- per doz..88 % 

















PLATES--TIN. 
See Metals in Column 1. 


er 
Button's--In. 4% 
Per doz..... $2.60 3.10 83.90 86.20 


Button's Pattern. 


In. ism 6 8 10 
Per doz. ....82.35 82.50 83.45 84.40 
Cutting. 
Cronk’s Comb........ per doz..86 2 
iis «sseenséaeeeesbehenien 304 
Di nieces ee0ese pene wvecte 0& 10&54 
Dn chtank seseeeeves een ebed 50¢ 
4 Tube, revolving. . . 5 3 
Tinners’ 

Hollow ic sdenhdieis weein wibie: meee 40% 
TR EE each ..5%c 
PUTTY. 

In Bladders. 
Strictly pure ...... per 100 lbs. $2 35 
Commercial ....... ” “ 210 

RAIL 

Barn Door. 
= Wrought. Oy ft. 3c 
OS Pees “ “Bide 
Single Flange .......... es 1 


KC 
Smith's Wro't Bracket—plain sxe 









Smith's Special .......... s+. 444¢c 
Smith's “Neyer Jump”..... lic 504 
Smith's Plain Steel............ 30% 
Smith's Milled Sveel ...........44¢¢ 
Sliding Door. 
Painted iron ............ per ft. 4c 
Bronzed wr’'t fron....... « 8%Cc 
RAKES. 
Coal or Road............ per doz. 85.25 
Garden. 
Steel, braced ....... 2.00. 1 
i Mi dccecasesn coces 70,5, 10&54 
Malleable iron, no’ | oceses 70@104 
Hay—Wood....... per doz. 81 1 70 
Lawn— W 004. 
Common + per, doz. % 
Automatic........ 6 00 
New Lawn Queen.... “ 8 60 
Jumbo, 36 veeth ...... ° 5 75 
RASPS—See Files. 
REGISTERS. 
List July 1, 1903. 
White Japanned ...... en Swbnus 75&104 
N a Entbvass dascwedd 75& 04 
naked dian noes n0se:6066 75&104% 
Elostro Plated Brass ....... ... 
RINGS 
and Ringers—Hog. 
Blair's Rings ........... per doz. 60c 
Blair's Ringers ........ “ B4c 
Brown's Rings......... “ 65c 
Brown's Ringers....... a 90c 
Champion Rings....... “ $2 35 
Champion Ringers..... e 170 
STE HI Sac sabe %e es 48¢ 
Hill’s Ringers.......... **700@ Sc 
Mazor Rings ........... - 80c 
Mazor Ringers ......... * 81 15 
Perfect Rings .......... o Sic 
Perfect Ringers........ “ $816 
Wolverine Rings....... we 1 50 
Wolverine Ringers.... as 70c 
Bull. 
Copper, 2%-in. fin 
~ BND Acca cexeos $1 70 
aliens r doz. 95 16 
Steel, Nickel Pr’ ta! 2%-in., doz. 1 35 
Rea's Self Piercing... ........... $1.95 
tog Jar—White ......... per lb. 30c 
ey 
Split, round.. cconealy doz. 1 
Split, square . “es 32c 
Ball, round 32c 
and Burrs. 
Copper Belt 50&10&54 
ppered Iron 7 
—— seConds 6 
Slotted Clinch ....... per doz. 700@75c 
Tubular—Nos. 1 and 3, assorted 
a cence cccesocens ects per doz. 60c 
ROPE. 
Per lb. 
1 7-16 inch diameter and 


EE ncnc. cope ence seesene izZxc Cl“ 
sisaly? 7-16 in. and larger.. 9c “ 

‘otto 

4 and 5-16-in. on reels.. -per >. 12¢ 

44 and 5-16-in. in coils... “* 19% 


RULES. 

PWG 4. 0000 cccces ones aces 80nnes 004 
PPE 0.560000 0000660008 060000K0e8 35A54 
SASH WEIGHTS. 

Per ton, f.o.b. Chicago.......... $30.00 
SAWS. 


SERRE OE Ee ee eee eee 


Pocahontas Bit pe 
Pocahontas, Blued ...... =. oe 

Dehorning. 
Atkins’... 
Disston's 
‘ack. 


Dieston's ...... cece cecseces +» SKE 
Keystone . - B3%¢ 
Sterling Hack Saw ‘Biades..... 254 
Steriing Hack Saw Frames.... 904 
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Hand — Disston’sMonarch... * .. 6 50 ee 
= ES soars _X Cut rosees {eB Oil—Unimounved. COs QEOKSG | Plasterers’ 
Disston's NO. 7,-3.5 Tt Morrill’s idsigin” «=; RR] Acponene Bere ........ per Ib. 82 00 IE tndtundcken secbbeueds a6 
lt D100, and 190......... BRT vv. Pattern... “ .. 4 60 tw... oe CE UNEP nses-dncn escnnessendeul 
ag conggatiahipents 3087%% | Nash's Bjvegeessesess Ss 4.80) Lily White........... per eee ‘TRUCKS. 
cen epegreeri Far pee  ~ yenege os Ss. 
T= ary | Eg {| ec ra at E 
"hend......: sre) Stiliman’s Lover..... 7  apiarateaapa ’ p v0 Wareh ‘yy oo ban eenarseees 
aye nad. sot - on SHARPENERS-SKATE. | "tac _ Sota = comet Ton et e « 
wi hege “19 95| Diamond... 2202-0... rdoz..8160| GlearGrit es Pall Ironed. "500 6% Gn 
Keyhole—Di SHAVES--SPOKE. ; Fit .... 2... sees + 4% ned. .... 3.90 5% 6% 
sep Gem Commi: TINO 3 3 1 lan 
oy [WO sass seseese Soe 80D 475) Le Moille..........., ne 420) 5 7" 
One lagen sesosne soa eee 4 et hg 7 00 —— per dos. Ss 6.55 1.55 73 
SIE aooves sevonn een enann sie ge Gen. No. 1, Ind. Pond., ot rs ons ‘2 He 10.00 
Oe as aes i — BREE < 25: poss oore ones nose 475| indurated. “ ’ 
Disston’s NO. 7...........++ sonra Willoughby Lake... “DOr gro. ¢ 80/ Galvanised. 7.20 7.96 9.4 11.70 
Disston’s Nos. D8 and 13, ‘een 8 50 PONENT S0c6 behc co sess “ 3 15 No. 1 2 3 
ae and Piliccncecusinee mkT4S California Pat., 9 in. re ne * STOPS_-BENCH Per doz +oooegeg SRO 600 6% 
" se ceeeeeeceses covees cars “ e) , 
pr Ss Bi ecco ‘iaioass | Draw Cut, No. oz «TB 80 a, SOP PARSE —T gated | — * pebepeleubegenonetenpas: 30% 
Avery’ > Duplex ...95&7%4| Henry's Pat. 0 ee "4 tor? Crown... ‘ nt ae ‘ao Poker s Oval Stide.......50@508 10g 
Disston's. “BETEG| Per on....00 bo GEIS sso Gem, fiat, painted." «Tae Parker's Victor... 
Wood. Sheep Wo: Big. "PE AOE Gem, cor'd, decorated... | dae! Parker's Combination. 
Mandy .. ee Reg.Gri 6% in. 7 in. SENIIIIED cans vone osongtes~- - W730 yyy TEE uf 
Happy Medium 7 0o| , NarGrip. ae O11.95' $12.00 dos. /SSnner" a - = “Wal 
Weel Sawyers’ Beligne “ 7 00! nianere’-"See Snips 11.00 12.15 Seeep TR Cast-Iron Hollow. 
SHEAVES SLIDING DOOR, a> diaaiinaans Ground ....... 
1201 common Per set. wa AitivT = Extra Finished. 
5.00|Hatheld’s. * 100 61.69) Bullard's. White Enameled ose 
4.201 nj ae Excelsior . HH aan Pattie. coos a9ecndds aves 654 
6.50 | Om Gi-Ses Ammunition. Malleable irun...... .. ‘Adamant, one coat, 70810 
SHOVELS 2 Ammunition. oe The manufacturers ite this 
1 20| Drain. rary ee ware into two classes, which take 
1 60| , 2wan’s Perfection.............. 50% N. S. Elwood’s . chrpauies Glocouste, noted above. 
Ratiroad O. S. Elwood’s 57 neyouees, 5 three coat........ 40854 
40% Go Hibbard’s...... per doz.. © 25| LittleGiant . 7 5 50| Leath, . ST 
per doz. #21 50 H. Conovers's 7 75| Star Lever............ “ 6 25| Nut. 5 “ % 1 1% IM 1% 
2 Beckwith’s.......... o 775| Star Tackle Block “ ut, per C.....160 176 196 250 ec 
00 225 2 10| Hickory............. “ 625| Warner's eee 9 25| Collar, per C...85¢ 40c 400 43¢ 
per doz. 7% Greenleat's siienatee “ 5 75 ‘SWIVELS ies beets S16 % 
2 35 heat “ 5 00| Malleable I : % % % tol 
Senna? “eran . Per lb. ..9¢ 
5 vou es’ new list ..... Discount 12% 4 | Wrought Steel. . wie vg Wrought Stoke 0 Ke 
©. 2 Ajax......... TA n. 34 5-16 
1000| No. 4 Goids.. a 85 25/ American Cut... cKS. Perlb .10e 90 The 66 Go ‘tke’ 
25 | Ameri «+ ase. -DO0R5S 4c Ge 5&c 
bees 0 7% Ames’ new list em "Discount 12%4 Bill Poste Wire.. ee eeeeseeees 85425&10% | Ax WEDGES. 
Onicazo Stan ‘4 Es. - oators Cus ......... nies per doz... 30c 
rbank's Standard. . % |Champion............... ser éen, 9 SEE RE Sot ewee syren ones per Ib. .10%e 
Osgood.....,.... wee" *"50q | Hunter’ 0 Genuine. tr “ 110 FS a Eiecsevevesesndl “90&154 - A Chopper bene c 
SCOOPS. mitation..... “ ib A boomer - 908 B0& 
laa comenin .10&10¢ | Tin Rim, 16 mesh plain wire‘ ns Opholsters’ Cut . C08 40kS4 Lake Superior and Oregon, — - 
2. Pattern. Socket Strap. Wood “16 mesh plain wire ms Upholsters’ Wire . . 90825 4 UD ccnnnses sennndbes r _ 9%c 
Nos a 6 SINKS. -80/ Double Pointed . oo Reg. Patters, Steel... 4c 
Per doz. W700 7.25 7.50 ow 8.00| Cast Jron. ; iit nbiich diied tion’ per lb. oe Truckee “ ea ie 
porno ales sfsoats olf dhol .Rnameled, White ....°027"" ana eee RMB ones ons~ vove eevee ease | auehing... ee pert 
MAO a a oes ones weer BO [Clout NOUS. --v seer ssc TBIORSS | Sash--¥¥ 0,13, Chioago.-p rib.. 
Gestere Petern. Socket Strap. aad woes ody Steel. * 60&10% | Hungarian Nails patent 7+ — WHEEL BARRO ton $28.00 
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Wants and Sales. 





For yearly subontbats to THE 
AMERICAN ARTISAN will be inserted 
under this head advertisements of six 
lines WITHOUT CHARGE for em- 
ployers wishing to secure employes, 
persons seeking situations, parties 
desiring to purchase a business, busi- 
nesses for sale, partners wanted, to 
exchange, etc. Those who respond to 
these announcements will please men- 
tion that they read the advertisement 
in THE AMERICAN ARTISAN. 


_= 


BUSINESS CHANCES. — 


PATENT: SUBERT E. PECK, 623 F 


ie Be, We Washington, 

D C. Consulting Expert 

in Patent Causes. U S. and Foreign Patents. 

Send for leafiet on “Rejected Patent Applica- 

tions.” Honest work but no “Something for 
Nothing” offers. 








For Sale—Good paying hardware store; 
only two stores here, with over 3,000 in- 
habitants; owner is president of a bank 
and has too much business to attend to 
it; be sure to write for particulars. Ad- 
dress A. W. Courchaine, Port Clinton, O. 

3 





For Sale—My stock of hardware; lo- 
cated in best part of central Illinois; 
will invoice about $3,000 to $4,000; build- 
ing also for sale, 90x22, two-story brick, 
with basement, living rooms and tinshop 
eee Address Box “H. K.,"’ care of 

e American Artisan, 69 Dearborn 
street, Chicago, IIl. 3 

We have full line cornice “make rs’ and 
slaters’ tools that we will lease to a cor- 





nice man who has means to open up a 
and can furnish good references. 

W.,” care of Klondyke Incubator a... 
pany, Des Moines, Iowa. 3 





Ten Dollars Reward—For a tinner; one 
who is steady and willing to work; steady 
job and good pay; the tinner gets the 
reward. Write us. Carpenter & Mather, 
Stanley, Wis. 3 





For Sale—Well established tin shop in 
county seat town of 2,500; a rare chance 
for good tinner or plumber; can buy the 
business right out or half interest. Ad- 
dress Felix Rosch, Glenwood, Iowa. 3 

For Sale—Our entire stock of Hardware, 
Stoves, Tinware and Tinners’ Tools. Situated 
in one of the best towns in Iowa. Two main 
lines of railroads. Population 1,200; city water 
and electric light. Stock will invoice #4,000 or 
less; sales run from %8.000 to #14,000. Two-story 
brick building and basement, 30x60x14: elevator 
to all three floors. This is no trading stock- 
eash talks. Reason for selling, iliness. Ad 
dress F. Hesse & Son, Clarksville, Iowa. 3 
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For Sale—A good plumbing, tin and 
electric light business in one of the best 
towns of 4,000 population in Northwestern 
Iowa. A good opportunity for a hustling 
plumber; good reasons for selling; stock 
and tools invoice about $2,500. Address 
all communications to 210 8S. 6th sst., 
Estherville, Iowa. 2 


For Sale—Good tin and job’ shop, 
furnace and plumbing; a factory 
town of three thousand, Central Illinois, 
only one other shop in town; too old to 
work at the business. Address “A. E.,”’ 
care of The American Artisan, 69 Dear- 
born st., Chicago, Ill. 2 

A Bargain—Choice farm land in the 
Red River Valley, Minnesota; also tracts 
of fine land well located in Assiniboia and 
Alberta, Canada. Will sell cheap for cash 
or exchange on equitable basis for stock 
of hardware. Address owner, H. H. Hon- 
ens, Harvey, No. Dak 1 


For Sale—An opportunity well worth 
your time investigating. Wanted, 2 to 6 
first-class business men with $5,000 to 
$10,000 each to take working interest in 
a large established and profitable gen- 
eral store in a city of 15,000 in Wiscon- 
sin. Owner has made a fortune and 
wishes to retire. With the right parties 
will retain an interest in the business. 
The business can be divided if necessary. 
Address “E. W. L.,’’ «care of The Amer- 
— Artisan, 69 Dearborn st., anenge, 


For Sale—Or would trade for good in- 
come property, my stock of hardware, 
stoves and fixtures; will invoice about 
$6,000; in a good live factory town in In- 
diana. Address J. R. West, Gas City, 7. 





For Sale—A rare hardware, buggy, har- 
ness and implement business; a money- 
maker; located in county seat of western 
Indiana; stock clean; will invoice about 
$8,000; can reduce; best reasons for sell- 
ing. Don’t write unless looking for a 
good opening. “Dealer,” care of The 
American Artisan, 69 Dearborn st., Chi- 
cago, Ill. 26 


Good Land for hardware or mixed with 
furniture or harness stock; give size of 
stock, lease and fixtures. Will give good 
deal for some one. Box 57, Garner, ~ 


For Sale—My hardware, stoves, tinware 
and tin shop and pump work and cornice 
work; up-to-date stock; invoices about 
$6,000 to $7,000; a good paying business in 
a fine location down town; a fine city in 
eastern part of Minnesota of 22,000 pu- 
lation; good reason for selling. Address 
“Good City,” care The American Artisan, 
69 Dearborn st., Chicago, III. 2 


TINNERS’ TOOLS. 


Elegant “gherman _ tandem for sale 
cheap. _ T. Copelin, 51 N. State st., 
Chicago. 2 








Wanted—Hand threading machine; sec- 
ond-hand, to cut from 1} to 3 in. pipes. 
F. L. Roy, Darlington, Wis. 








For Sale—A set of tinner’s tools; $35. 
A. oe McKinney, 1420 Euclid ave., Marion, 
Ind. . 1 








Hardware and Tinshop for Sale.—First-class 
clean and up-to-date hardware stock in country 
= will invoice about $3,200; cheap rent: low 

nses. Splendid estab] shed country trade 

on ae competition, Best of reasons for selling. 
This will bear all investigation. Address 
Box 65, Martelle, Iowa. 3 


Have a good improved Iowa farm to 
trade for clean stock of hardware. Good 
location and business an object. Address 
Improved, care of The American Artisan, 
69 Dearborn st., Chicago, Il. 2 

For Sale—Tin shop, with small stock 
of hardware, pumps, pipe and pipe fit- 
tings; also pipe fitting tools. No competi- 
tion. Good town with large country re- 
sources. Address Horace P. Jones, ite- 
hall, Mont. 2 











For Sale—A $5,000 stock of hardware 
and farm machinery in a southern Min- 
nesota city of 1,500 inhabitants; good rea- 
son for selling; will rent building. Ad- 
dress ‘1500,"" care of The American Arti- 
san, 69 Dearborn st., Chicago, Ill. 2 





Wanted—To buy a hardware stock of 
from $2,500 to $4,000. Or — consider an 
interest in one. Address Buyer, care of 
The American Artisan, 69 Dearborn st.. 
Chicago, Ill. 2 


For Sale—$4,500 hardware and plumbing 
business, located in a prosperous town 
in San Joaquin Valley, Cal. For particu- 
lars address S. J. V., care of George H. 
Jay Co., 51 First st., San Francisco, , 











Wanted to Buy—LFight- -foot Cornish 
Brake. Give best cash price. Rota: 
Steam Cooker Co., Battle Creek. Mich. 
To peuchenge—o0e. new double seaming 
machine, P. Co., for a beading 
machine, or a circular shear. Martin 
Peterson, Soldier’s Grove, Wis. p23) 








Wanted—A good tinner and _ slater; 
must be sober and reliable for permanent 
situation with good wages. Address Ja- 
cob Schlosser, 207 Court street, Hamilton, 
Ohio. 3 


Ww anted—A A hustling young man to man- 
age an up-to-date established stove, tin 
and hardware store in northern Ken- 
tucky; one who will invest about $1,000 
to $3,000; good opening to add furniture, 
etc.; have $10,000 invested in stock and 
building. Address ‘‘Hardware, 253,'’ care 





of The American Artisan, 69 Dearborn 
street, Chicago, Ill. 3 
Wanted—At once, an experienced hard- 
ware clerk; state wages expected, and 
how long worked at hardware business 


Address “‘Clerk,”’ care of The American 
Artisan, 69 De arborn Street, Chicago, Ill. 3 
Ww anted— Two good, sober, reliable tin 
ners; steady work at good wages. Apply 





at once. George Dast, 151 N. 3d street 
H amilton, Ohio. 3 
Expe rienced tinner and furnace man 


wanted; highest wages paid. T. A. War- 
ren, box 5 , Edgerton, Wis 

Wanted—One furnace man, 1 for metal 
ceiling, 1 all around tinner. Hormel Hrw 
Co., Racine, Wis. 2 


Wanted—A first-class tinner and fur- 
nace man to take charge of shop; steady 
work year round. Highest wages paid 
for first-class man; one who can talk 
German preferred; others not barred. 
Write at once Webster, Cook & Co., — 
chell, 8S. D.; state _wages. 


w anted—A ‘good all ‘around | repair man 
with some experience at plumbing, tin- 
ning and repairing of stoves. Permanent 
employment at good salary to good lively 
worker. State age and references. In- 
quire Northwestern Stove Co., Minneapo- 
lis, Minn. 2 

Wanted—At once, man experienced in 
tinning; good position and steady work 
the year round. Address Williams & Rip- 
ley Hardware Co., Winchester, Ind. 2 


Wanted—Competent manager with some 
capital to take charge of established 
wholesale business. State experience and 
amount of capital you can invest. Good 
salary to right party. Address ‘““Whole- 
sale Hardware,”’ care The American Arti- 
san, 69 Dearborn st., Chicago, III. 2 


Wanted—A good all-around clerk for 
retail hardware store; one that has had 
experience in stove line and some experi- 
ence in mechanic’s tools; none but sober 
and industrious parties need apply. Ad- 
dress ‘“‘Box J,’’ care of The American Ar- 
tisan, 69 Dearborn st., Chicago, Ill. 1 





Wanted—At once, a good all-around tin- 
ner; can give steady work; must be sober 
and reliable; state wages. F. G. Roy, 
Darlington, Wis. 1 


Wanted—At once, a first-class tinner; 
one who is acquainted with furnace and 
blow pipe work, and both outside and in- 
side work. Man must be strictly tem- 
erate. A steady job for the right man. 

Jages $2.50 per day. M. Forward 
Company, Sycamore, Il. 1 

Wanted—At once, a good steady, relia- 
ble tinner; one who can do both inside 
and outside work and also furnace work 
and some plumbing; can give steady 
work all the year; state wages wanted 
and experience. J. H. Ford, ates be 
Wis. 


Wanted—Three cornice workers; sober, 
reliable workmen; steady em loyment: 
wanted at once. Chattanooga oofing & 
Foundry Co., Chattanooga, Tenn. 1 


SITUATIONS WANTED. 











HELP WANTED. 


ee —— 











Seteiien-Be sell wire fence to the 
trade; must be experienced; salary. Ad- 
dress Box 1632, lowa City, la. 3 

Te EE a ens » 

Tinner Wanted—At once, who under- 
stands roofing, spouting and general re- 
pairing, and one who is capable to help 
in store and putting up farm machinery, 
pumps and windmills; steady employment 
for the right man the year round; must 
be sober; state wages and experience. 
Ben Morris, Memphis, Mo. 3 

Wanted—Stove salesman for lowa and 
Nebraska and Indiana; to travel on com- 
mission. Address ‘Box 93,’"’ care of The 
American Artisan, 69 Dearborn street, 
C *hicago, Ill. a 
A tinner wanted at once for country 


town work; good wages. Litchfield Bros., 
Libertyville, — Th. 


Wanted—A tinner at once; one that has 
some experience in putting up furnaces 
and handy in store; answer at once. Ad- 
dress Redfield Hardware Co., Redfield, 
Ss. D. 3 





Ww anted—A position as manager or 
traveling salesman for a hardware store 
in western territory; first-class _refer- 
ences. Address A. B. Hill, 1820 California 
street, Denver, Colo. 3 


Situations Wanted—Work as tinner, can 
do outside and inside and assortment 
work; not much acquainted with furnace 
and pipe work, would like to learn it 
Address Box 64, Parkersburg, Iowa. 2 


Wanted—Position as foreman or sales- 
man for furnaces, steam and hot water 
heating systems, plumbing and acetylene 
machines; am a steam and gas fitter and 
all-around man; willing to work in any 
department; 30 years’ experience and 
first-class references; go anywhere. Ad- 
dress J. M., 10 Franklin st., Everett, 
Mass 1 

Ww anted— A man of experience as pro- 
prietor, partner, buyer and manager of 
a large hardware, implement, stove and 
buggy concern, seeks employment as 
salesman on the floor or on the road with 
a view to investment in the future; can 
go any where at any time. Address “Man- 
ager,”’ care of The American Artisan, i 











Dearborn st., Chicago, Il. 
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SPECIAL NOTICES. 
Wanted to Represent 


Manufacturers of hardware special ties, 
tools, cutlery, ete., in Washington» 
Oregon and Idaho, and carry stock in 
Seattle to supply small dealers. Address 

SEATTLE SPECIALTY CO. it-3 
919 17th Ave. SEATTLE, WASH- 





SALESMEN WANTED! 


Good Salesmen calling on the stove, hardware and 
furpace trade can learn of a profitable side line by 
sta jug trade called upon and territory covered and 
addressing *“ KAD," care The American Artisan, 
69 Dearborn Street, Chicago, 111. 4t-2 





FOR SALE 


Clean Stock of Hardware, Stoves and Tinware. 
Will invoice from $2,500 to %8,000. Good county 
seat town of 1500 population. We want to de- 
vote our time to outside work. Have contracts 
amounting to $2,0000n hand at present. Will 
sell both if wanted. 4t-1 

W. A. GEPHART, St. Clairsville, Ohio. 





HELP WANTED |. 


Salesmen calling on the hardware or 
general store trade in the mining dis- 
tricts to handle our ‘‘Diamond” Miners’ 
Belt Oil Can asa side line on commis- 
sion. Forsample and price list address 


26 COONEY & GEIGER, Indianapolis, Ind. 


WANTED 


A 6 or 8-ft. Brake, for Stee! 
Range work. State make, age 
and condition and price. Address 





“GAS RANGES,” Care The Amer‘can Artisan | 


69 Dearborn St., Chicago, Iii. “4 





WANTED 


Traveling Salesmen visiting hard- 
ware trade to handle line of high 
grade furnaces on commission. 


The Forest City Pdry & MIS. C0. 


CLEVELAND. OMf10. - 





SHEET STEEL 


75,000 Pounds—i8 Gauge 


American Bessemer Special 


Manf. by 
AMERICAN SHEET STEEL CO. 
Under their copyrighted brand. 
Oiled and under cover. 
For sale at cost. 
Immediate delivery. 


SAYRE STAMPING COMPANY, 
SAYRE, PA. 


| 
| 


| 
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G i s and Borders. Fach wrapped and packed separately 
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G = a oe ee ee Oe on | evident that mention of them seems unnecessary, G 
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PARTNER 


An established stove manufacturing corpora- 
tion, about t> increase its capital stock to care 
for increased business, desires to assoviate with 


sn'l complete, ready to 
atiach to pump. Equals 
30 men pumping water. 
Uses but little 
gasoline. is ship 
ped crated com- 


The ‘Weber Junior’ 









it an up-to-date energetic man of experience, to 
take position of Treasurer assuming pe ot 
office. An investment of 83,000 to 85,000 will be 
required, Address 


“Steel Ranges,” care The American Artisan 


69 Dearborn St., Chicago, Ill. 24 





WANTED 
Traveling Men Visiting the Furnace Trade, 


can have the opportunity of selling an ex- 
tremely well known line used by the furnace 
trade, and made by a house of national 
reputation. A fair commission allowed. 22 

Apply ‘National’ care The American 
Artisan, 69 Dearborn St., Chicago, IL 











HOMESEEKERS EXCURSIONS 


rues weeees? WIRGINIA 
Via NORFOLK & WESTERN RAILWAY 


r all information as to Rates and Tickets and for 
LAND PAMPHLETS and descriptive matter, address 


ALLEN HULL, D. P. Agt., Columbus, Ohio 


GEO. F. DUERRE, 


PLAINVIEW, MICH., writes: 


‘Kindly stop ad. for a tinner. 
I have got one and applicants by 
the dozens.” 

















It Will Pay You 


to illustrate your advertisements in 





your local papers. A sheet of -comic 





advertising cuts sent on application. 





These cuts are furnished with catchlines show- 
ing their application to the hardware, stove and 
tinners’ trades. Address 


DANIEL STERN 
69 Dearborn St., Chicago 














ct OL ORS AND SPL CIICATIONS 


ITED 
TIVE PB. f "AND MAINTENANCE OF STEEL AND IRON WORK 
FREE DISTRIBUTION BY THE 


idle Divi Crucible Co., Jersey CY, USA. 
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BOOKS BY MAIL. 





t#” The publisher of THE AMERICAN ARTISAN will take pleasure in supplying Books, of whatever character, at catalogue 
pr ces, prepaid by mail, to any address, on receipt of price. The followiag are in lines specially represented by this journal. 


NO BOOKS EXCHANGED. 








SHEET METAL WORKING 





TIN, SHEET IRON AND COPPER PLATE WORK. 


This is a work of the greatest value to all who work in sheet metal. It 
describes the method of laying out nearly everything which the metal 
worker will be called upon to make. Joint, elbows, and all kinds of kitchen 
utensils are ful'y described The work is supplemented by rules for men- 
suration and hundreds of valuable receipts. By L. J.. Blinn. This book 
contains 296 pages with 169 illustrations, bound in cloth. ° Price $2.50. 


THE CORNICE WORK MANUAL 


Isa 240 page book, illustrated with 184 engravings. It is thoroughly 
indexed and attr tively gotten up. with substantial red cloth covers, 
embossed in gold. Chapters treat of The Cutters’ Bench, Drawing Tools 
and Angles, Cutters’ Tools, The Entablature. The Reading of Drawings, 
The Measuring of Cornices, Estimating. Right Angle Mitre Patterns, 
Bracket Patterns for Panel Sections, Right Angle Return Mitre Pat- 
terns, Patterns for a Pediment and Their Development, Fatterns for a 
Segmental Section of a Ped ment, Detsils and Patterns for a Finial, 
Bracings and Fa: :tenings of Cornices to Buildings,Staging and Scaffolding 
for Corn ce Wor, Ornament Stamping Machine, The Management of 
Ropes and Hoist‘ ng Tackle, Plan and Details of a Gable and Horizontal 
Cornice, Detail«f Slating and Slaters’ Tools, Details for Horizontal and 
Raking Mitre Pa terns, and the development of Details and Patterns of 
the Turrets. Price, $3.50. 


THE TINSMITHS’ PATTERN MANUAL. 


A 250 page book, containing over 200 illustrations. By Joe K. Little. 
This book gives several methods for developing some of the most difficult 
and complicated patterns. It also devotes considerable attention to pat- 
terns of irregular shape and unequal taper. The laying off of patterns by 
triangulation is shown at length. This book is eminently practical and is 
recognized as the paramount practical authority in its chosen field. 
Price, 83.50 per copy. 


SHEFT METAL WORKERS’ GUIDE. 


A collection«f rules and diagrams, for describing the most useful 
tterns ordinarly require, preceded by chapters on Sheet Metal Work, 
idering, Geometry as applied to Sheet Metal Working. By W. J. E. 

Crane. Price, postpaid, 60 cents. 


(OO TINNERS’ PATTERNS. 


THE AMERI( AN ARTISAN Full Size Patterns printed on manilla paper, 
from which they are readily transferred to heavy sheets and cut out 
ready for use. P ‘ice, sent postpaid, for the full set of 100 patterns, $1.00. 


PAT TERN-MAKERS’ HANDYBOOK. 


A valuable work for the beginner. It is thoroughly practical and has 
adeservedly large sale. By P. N. Hasluck. Price 50c; 50c edition is paper. 


THE WORKSHOP. 
THE WORKSHOP MANUAL. 


A book that «:very sheet metal-worker needs. Contains useful recipes 
of all kinds, patterns for a number of common sheet metal articles, mis- 
cellaneous tables, of great practical information, a chapter on mouldings, 
one on mecals, oe on slate roofing, etc. By J. J. Davies, $3.50. 


MANUAL OF RECEIPTS 


By Sidney P. Johnston. Contains 241 pages, giving 1,718 receipts for sol- 
dering, polishing, painting, hardening, writing on, nickeling, whitening, 
ungilding, varnishing, turning, testing, cleaning, mending, marbling, lac- 
quering, japanning, cementing, coating, decorating, graining, annealing 
and amalgamating the various metals. It occupies a field of its own, 


Price, $3.50. 
HOW TO MIX PAINTS. 


Hints for Painters, Decorators and Paperhangers. Price, 25c. 


HEATING AND VENTILATION 
HEATING. 


BALDWIN ON HEATING, or Steam Heating for Buildings. A de- 
scription of steam-heating apparatus for warming and ventilating large 
buildings aud private houses. With remarks on steam, water and air in 
their relation to heating, to which are added useful miscellaneous tables. 
By W. J. Bildwin. Revised and enlarged edition, 13mo, 384 pages, cloth 
bound. Price, $2.50. 


HOT WATER MANUAL 


With information and Suggestions onthe Best Methods of Heating 
Public, Private and Horticultural Buildings. Treatise on the High and 
Low Pressure Systems, Bath Apparatus, Hot Water Supply for Public 
Institutions. Duplicate Boilers, Radiators, Laundry Drying Stoves, 
Swimming Baths. Turkish Baths. Causes of and Hints to prevent Fail- 
ure. By Walter Jones. Price, 83.50. 


STEAM AND HOT WATER FITTERS’ TEXT BOOK 


Pre, ared for the Steam and Hot Water Heating Course at the New 
York Trade School, with Supplementary Chapters on House Heating, 
Specifications and Surface Estimating. By Thos. E. McNeil. 140 pages, 
numeious illustrations and diagrams. 5x7in., cloth. Price, $1.00. 


THE STEAM FITTERS’ COMPUTATION AND 
PRICE BOOK. 


Containing tables of Cubical Contents of Rooms of various sizes, table 
of Wall Surfaces, Window Surfaces, Radiation required for rooms, with 
information of general interest to Steam and Water Fitters. 244 pages. 83. 






































HOT-WATER HEATING, STEAM AND GAS FIT- 
TING; ACETYLENE GAS—HOW GEN- 
ERATED AND HOW USED. 


For Plumbers, St2am Fitters, Architects, Builders, Apprentices and 
Householders. Containing Practical Information of all the Principles 
Involved in the Construction of Steam, Hot-Water, Acetylene Gas Plante 
and how to properly do Gas Fitting. By Jas. J. Lawler. Revised by Geo. 
C. Hanchett. Large 12mo, cloth, elegantly illustrated. Price, $2.00. 


VENTILATION OF BUILDINGS. 


148 pages. By W. F. Butler. Price, $0.60. 


ADVERTISING. 
TOWNLEY’S ADS NO. |. 


Comprising 100 Steel Range advertisements which have been success- 
fully used by one of the leading retail firms in the west. Catch the eye of 
the reader ;drive home the thought and reach the pocketbook. Price, 690. 


. TOWNLEY’S ADS NO. 2. 


50 bright pulling hardware ads prepared by a practical hardware 
dealer for use in local papers. They have brought trade. Price, 50c 


TOWNLEY’S ADS NO. 3. 


If you Advertise or intend to advertise bicycles you will be interested 
in the reproduction of the best advertisements of a leading retail firm as 
they appeared in the papers. Selections from a great number of ads used 
in a practical way in our retail business are given. 50 ads for 50c. 


TOWNLEY’S ADS NO. 4. 

50 Warm Air Furnace ads 60c. These ads have “CATCHY HEAD- 
LINES," attractive wording and fresh appearance. They increased our 
sales and will yours. Printed on one side. Copy ready for printer. Save 
time and worry, and are worth 10 times what they cost. 


TOWNLEY’S ADS NO. 5. 


Townley's 50 Farm Implement and Vehicle Ads, Bright and breezy. 
Have been used in local papers and have won trade. Price, 50c. 


PLUMBING AND DRAINACE. 
WATER CLOSETS. 


A Historical, Mechanical and Sanitary Treatise, by Glenn Brown, 
Architect, Associate American Institute of Architects. This book con- 
talns over 250engravings. The drawings are so clear that the distinctive 
features of every device are easily seen at a glance, and the descriptions 
are full and thorough. The paramount importance of this department of 
the construction of houses renders ail comment upon the value of sucha 
work unnecessary, Neatly bound in cloth, gilt title. Price, $1.00. 


PLUMBING, DRAINAGE AND WATER SUPPLY 


And Hot Water Fitting. This work treats of drai , city wells, ex- 
ternal plumbing, internal plumbing and fittings, tapping mains under 
pressure, ornamental lead work, heating, hot water work, etc. By John 
Smeaton, C. E. 8vo, 236 pages, 217 illustrations, cloth bound. Price, 83.00. 


MODERN PLUMBING ILLUSTRATED. 


This work consists of 50 blue prints suitably fastened together, show- 
ing the correct method of connecting different plumbing fixtures in var- 
ious ways, and in arranging the waste and vent gue properly fora , 
plumbing system, By R. M. Starbuck. Size 64x94. 50 plates. Tice, 83.00. 
—e—_—_—_—_—_—_—_— 


DRAINAGE. 


Drainage, Sanitary, of Houses and Towns. By G. E. Waring. %2.00. 


LAWLER’S AMERICAN SANITARY PLUMBING. 


For Plumbers, Steam Fitters, Architects, Builders, Apprentices and 
Householders. By Jas. J. Lawler. Containing practical information on 
all the principles involved in the Mechanics and Sciences of Piumbing. 
Everything explained in the most simple language, so that it will be im- 
»ossible to misunderstand anything. The best illustrated work of the 
cind ever published, showingmany new appliances and devices not li- 
lustrated in any other work. Containing 320 pages, large 12mo, cloth. 
Price, #2.00. 


MODERN PLUMBING, STEAM AND HOT 
WATER HEATING. 


Containing the most modern methods of Plumbing as constructed at 
the present date. Over 300 illustrations and diagrams, showing the various 
systems of construction in the heating and ventilating by Steam and Hot 
Water systems. Six folding inserts,showing waste pipe s} stem ic plumbing, 
one pipe system of both Steam and Hot Water Heating. Overhead system. 
Fan system of heating and ventilation, and Steam and Hot Water circuits. 
By Jas. J. Lawler. 400 pages, large octavo. Cloth. Price 85.00. 


COMMERCIAL: 
THE MANUAL OF BUSINESS. 


By S. P. Johnston. Contains 268 pages, and is weil indexed. By my | 
its pages one can tell at a glance correct business forms for business an 
legal instruments of all character, and secure authoritative advice on 
discounts, property laws, contracts, penmanship, postal regulations, 
debts aae.cupesens, bookkeeping, transportation, rliamentary laws, 
ete. If you Strike an unknown business term this book will define it 
for you. If you want the meaning of a business abreviation refer to 
this book which also helps in many other ways around your store, The 
price is $3.50. 























DANIEL STERN, “sooxsetier, 69 “Streer, CHICAGO. 
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REPAIRS «: STOVES 


AND FURNACES 
Stove Reds, Paste, Stove Putty. 


Steve Knobs, Pipe Dampers, Mica, Etc, Wm. Be Dust Co., Detroit. 











316-318 NORTH THIRDEY 


TN. DIVAU LIN, ie me hele licwe vied 














Leading Stove Founders give Kelly's Facings preference. There is a reason—you can 
be assured of the same uniform treatment. No order too large for prompt shipment; no 
order too smal! but will receive best attention. 

Most successful stove founders use our Heavy Stove Plate Facings and a 8 Pre- 
red Charcoal as a return facing. If you want to compete with these use our facings. 
he improvement in sppearance of castings warrants your giving our facings a trial. 

We import our Plumbago direct from Ceylon, saving middlemen’s profits and guaran 

teeing genuineness. 


Tr. FP. KELLY & CoO. 
MANUFACTURERS OF BLACK LEADS, FOUNDRY FACINGS, SUPPLYS, ETC. 


544-546 West 22nd St. NEW YORK. 
CHICAGO OFFICE : MILLS IN 
36 EAST HURON STREET. NEW JERSEY, PENNSYLVANIA, ILLINOIS 



























UNGLE | SAM DAMPER! b''me eR 


The handle is enameled wood, will not heat, rigidly 
clamped and cannot come off. The spring is not 
affected by heat. The stem is a steel rod, all one 
piece and nothing to fall apart; pointed and easily 
driven through the pipe. The Damper Plate is 
made of cold rolled pickled steel, corrugated to 
i stiffen it and to prevent warping. We call special 
attention to lightness and strength of these Damp- 
ers and their desirability for FURNACE pipes. 


“The Difference in Weight Pays the Freight.” 
Pa «ll Ask Your Jobber for the ‘* UNCLE SAM.” 
SAYRE STAMPING CO., Sole Manufacturers, SAYRE, PA. 











The only Stove Lining made of crucible materials. 


Packed in 2% lb., 6 lb, and 10 Ib. pasteboard boxes 
and also in bulk 


Order it from your jobber. 
The best and most refractory lining made. 


BRIDGEPORT, CONN. 


Champion Stove Clay. 


Bridgeport Crucible saat 























The Milwaukee Pattern Works 


Sketches and Designs for 


STOVE AND HEATER WORK °xinbs. 


Correspondence Solicited. 
§05-607 Cedar Street, MILWAUKEE, WIS. 








Weller Stove P attern Co 


1110-1112-1114 State St. 
QUINCY, ILL. 

















Ghe GEO. W. COPE 
STOVE PATTERN WORKS 
Cor. Brush @ Woodbridge Sts. 

DETROIT, MICH. 











DO YOU WANT 


STOVES 


AND 


HEATERS 


that are easily sold and STAY 
SOLD. We have been very suc- 
cessful in designing patterns fos 
such. 


' TGobeille Pattern Co. 


CLEVELAND, OHIO. 


PATTERNS 


FOR 
STOVES—RANGES—FURNACES 


SEND FOR CUTS. 


Mersfelder Pattern. Works 


Pearl and Lud'ow Sts., Cincinnati, 0. 


























100 Tianers' 


Patterns EAS 


Sent Postpaid on 
Receipt of Price. 


DANIEL STERN, °° Petco 


























THE YANKEE (menoven) DAMPER. 


SMOKE PIPE. 


—— THE YANKEE EXCELS. 


HEL ANE, 


Dealer without 


The S, M. "HOWES CO., Manufacturers, 40-46 Union St., Boston, [lass. 


Above All—Cheapness—a dealer cannot possibly make dampers as 
cheaply as we sell the Yankee. Easily put in and taken out of 
pipes. Stiffest, quickest-working and neatest damper on the market. 


It is impossible for this rod when in position to move either way. 
ROD POINTS: Has wood enameled handle. Wood handlecannot 
ceme off. Washer and spring cannot fall off the rod. Same size of 
holes are punched on each side of pipe. Rod is made of ¥ in. cold- 
rolled steel and slips into damper very smoothly. Sample sent to any 
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s<-s_s>> BLACK SILK STOVE POLISH _ 4 
IT IS BLACK oss 
ciiumaneine me IT 1§ GOOD E4, 
NOT SOLD TO DEPARTMENT STORES OR MAIL ORDER HOUSES, : 


BUT ONLY THROUGH REGULAR JOBBING AND RETAIL 
TRADE WHOSE ORDERS ARE SOLICITED. 


eCards wr. THE BLACK SILK STOVE POLISH WORKS IQs 
— LEWIS D. WYNN, PROPRIETOR ae 




















































Our Latest 
No. 460 


Standard 
Oven 
Thermometer 


SEND FOR 
SAMPLE 


Peabody, Mass. 


Or HENRY GLEASON, Agent. 258 Broadway, NEW YORK. 



























BURTON’S 
Why Worry? FUEL 
‘ When you can get ECONOMIZER 
Polishers = Platers You fedinter more’ het 


attachment 


Supplies 


that will give you satisfaction from 





Buy the Stock AN EASY SELLER. 











start to finish. ) The Warren Shelving maseranen Seeaee by 

When in doubt, send me a trial “7 ae - SE 
order for anything you need and I | | WILL SELL IT The W. J. BURTON CO., Detroit, Mich. 
will do the rest. 























EVERYTHING A POLISHER 
AND PLATER NEEDS. 


F. B. STEVENS, 


DETROIT, MICH. 








J. D. WARREN MFG. CO., CHICAGO 




















Standing Seam and Slate Roof 


hy Snow Shoe Irons 
No snow rails need be used unless de- 


sired. The lugs clinch through the 
seam easily but securely. 






























SEND FOR CATALOG 


BERGER BROS. CO, resin tm, 


The first issue brought results.” 
Manutacturers of Tinners’ Hardware and Roofers’ Supplies. PHILADELPHIA, U.S. A. | 
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‘a 
Galvanized and Corrugated Sheets 
Iron and Steel Sheets and Plates 
Roofing and Siding all Kinds 


oe 


Tin Plate and Terne) Plates 
Conductor Pipe and Eave Trough 
Steel Ceilings, Solder, Etc. 





Bar, Band and Angle Iron 
Planished, Polished and Refined Iron 
Deep Stamping and High Grade Sheets 





GALVANIZERS 

















ESTABLISHED 1877. W. U. CODE. 


JOHN McVOY @ CO. 


IRON MERCHANTS AND METAL SVPPLIES. 


OFFICE 21 TO 25 MICHIGAN STREET, Corner Orleans 


WAREHOUSES 
21 to 25 Michigan Street. 15th and Center Ave. 


Telephone Main 4864 and 4865. 

















BLACK SHEETS. 

68 8 14 36x120 191 S 25 26x 96 
272 S 16 836x120 1300 8S 26 24x 96 
142 8 16 36x 96 470 8 26 244x101 
$28.8 16 30x 96 1200 8 26 24x 96 
200 8 18 30x 96 1700 8 26 Wx 96 
468 18 830x120 2000 8 26 30x 96 
146 8 2 24x % 1200 8 26 36x 96 


CHICAGO, July 10th, 1903. 


TINPLATE—Continued. 
15 Boxe 8, 20x32%%, 1X, 112 Sheets, Primes. 
20 Boxes, x39, IU, 112 Sheets, Primes 

8 Boxes, x39, 1X, 112 Sheets, Primes 

AMERICAN “A CHARCOAL TINS 
100 Boxes, 20x28, 1C, 112 Sheets, Primes. 
135 Boxes, 20x28, . 112 Sheets, Primes 
, 112 Sheets. Wasters 


GALVANIZED SHEETS— Continued. 

1600 8 30 Wx 06 

1100 8 30 30x 96 

822 S 30 S6x 96 

SPECIAL BARGAIN 
WS 20 2x 96) Dam 
105 8 20 30x 96 | aged by 
114 8 22 Wx 96 > water. 


700 S 29 2x 96 
2000 § 2 xiv 

120 8 29 26x 95 

121 8 29 28x 72 

925 8 29 Wx | 
100 8 29 Wx 108 

400 S 29 28x120 


120 8 30 24x 96 9% Boxes, 20x28, 2 











1170 8 80 24x101 
70 8 30 26x 96 


GALVANIZED CORRUGATED IRON 96 Boxes. 20x28, | 


800 Sqs. No. 26 8 ft 


1000 Sqs. No, 2 8 ft 
7) Sqae. No. 2W 10 ft 
5S) Sqs. No. 28 9 ft. 


115 8 22 30x 96 | @ 75-0 


228 26 Wx 96 


300 Sqs. No. 24 
100 Sqs. No. 24 


1 
1X 
8 Boxes, 20x28, 1X 

2X, 56 Sheets. Primes 

115 Boxes, 20x .8, 8X. 56 Sheets, Primes. 

off. 98 Boxes, 20x28. 4X, 55 Sheets, Primes. 

AMERICAN “AA" CHARCOAL TINS. 

27 Boxes, 2x28, 1C, 112 Sheets, Primes. 

43 Boxes, 20x28, 1X, 112 Sheets, Primes 

2X. 56 Sheets, Primes 

35 Boxes, 20x28, 8X. 56 Sheets, Primes. 

4X. 56 Sheets. Primes. 

CHARCOAL TINS (Tissue 





WO ft 19 Boxes, x28, 
8 ft AMERICAN “AAA” 



















































110 8 20 26x 96 2000 S 27 2x 96 
222 8 W Wx 96 80) 8 27 24x101 
128 8 W 30x 96 3530 S 27 2x 96 
' 532 8 2 36x 96 53) 8 27 30x 96 
i 96 8 20 244x120 280 8 27 36x 96 
{ 212 8 W@W 30x1 200 5 28 24x 96 
270 S 22 Wx 96 8600 S 28 sexta) 
344 8 22 36x 96 150 8 28 26x 9 
622 8 22 86x 96 1800 5 28 28x 96 
480 8 22 36x 120 2000 S 28 B)x 96 
1200 8 24 24x 96 1600 8 29 24x101 
1000 8 24 2x101 1200-8 29 28x 96 
1720 8 24 26x 96 1150 8 Sux 





800 8 x § 
1200 8 29 28x100 
SPECIAL BARGAIN 
3200 8S 27 16x 21 

One Pass Cold Rolled 
new sheets at 2'4c per Ib. 
Guaranteed first - class 
quality. 


1000 8 24 28x 96 
300 8S 24 28x120 
4408 M4 SOx 96 
906 S 24 Sux 84 
260 S 24 30x 72 
3248 24 930x120 
i] 163 S 24 36x120 
1044 8 24 36x 96 








GALVANIZED SHEETS. 
S205 14 Wx 96 1200 S 24 2x12 
528 5 14 SOx 96 1000 8 24 30x 96 
290 5 14 380x120 220 S 24 30x 120 
iW 300 5 14 36x 96 1200 8 24 36x 96 
i 98 S 14 36x120 120 S 24 36x120 
H| 645 16 24x 96 S000 8 26 24x 96 
88 16 Wx 96 160 8 26 24x120 
00S 16 30x 96 2980 S 26 26x 96 
50 8 16 30x120 3800 8 26 28x 96 
400 5 16 36x 96 100 8 26 28x120 
50 8 16 36x120 5000 S 26 30x 96 
3645 18 Mx 96 240 S 26 390x120 
250 S 18 26x 96 4200 5 26 36x 6 
240 Sd8 Wx 96 100 8 26 36x1 
058 18 30x 96 300 8 27 20x 
150 8 18 830x120 2000 8 27 24x 96 
1168 18 36x120 500 8 27 Wx1Gl 
300 5 20 24x120 1200 8 27 26x 96 
180 8 20 24x 96 4500 8 27 2x 96 
ra 240 8 20 26x 96 2000 8 27 30x 96 
400 8 WO Wx 96 500 8 27 830x120 
750 8 Wu 30x 96 250 8 27 S2x 96 
‘ 250 8 W 380x120 1200 8 27 86x 96 
M00 S20 36x 96 4500 8 28 24x 96 
20 8 W 86x120 1200 S 28 24x101 
100 8 22 24x 96 100 § 28 24x120 
2058 22 2x 96 700 S 28 26x 96 
840 8 22 28x 96 8000 8 28 2x 96 
WO S 22 30x 96 7500 8 28 28x120 
1 S 22 30x1 0 110 8 28 28x 72 


by 600 8S 22 36x 96 300 8 28 30x 40 
1 580 8S 22 36x12 3500 S 28 30x 96 
1} 1600 8 24 24x 96 500 8 28 30x108 

1800 S 24 26x 96 150 8 28 30x120 





100 S 24 Wx 96 120 8 2 386x120 





25 Sqs. No. 28 6 ft. 150 Sqs. No, 22 10 ft. Paper Packed.) 
lv Sqs. NO. W 5 ft. 200 Sqs. No. 22 8 ft 65 Boxes, 20x28, 1C, 112 Sheets, Primes. 
500 Sqs. No, 27 10 ft 50 Sqs. No. 20 10 ft. 72 Boxes, 20x28, 1X, 112 Sheets, Primes 
700 Sqs. No. 8 ft. 200 Sqs. No, 2 8 ft. i7 Boxes, 20x28, 2X, 56 Sheets, Primes. 
25 Sqs. No. 27 6 ft. 100 Sqs. No 18 8 ft. 55 Boxes, 20x.8, 3X, 56 Sheets, Primes 
200 Sqs. No. 26 10 ft. 100 Sqs. No, 16 8 ft 24 Boxes, 20x28, 3X, 56 Sheets, Wasters. 
All above 5°’, 244” or I’ corrugations; 1'4"’ corruga 10 Boxes, 20x28, 4X 56 Sheets, Primes. 
tion at slight advance. AMERICAN “AAAA”" CHARCOAL TINS (Tissue 
All other forms of galvanized roofing can be made Paper Packed. 
up and shipped on 24 hours notice. 54 Boxes, 20x28, 1C, 112 Sheets, Primes 
38 Boxes, 20x28. 1X, 112 Sheets, Primes 
52 Boxes, 20x28, 2X, 56 Sheets, Primes. 
76 Boxes, 20x28, 3X, 56 Sheets, Primes. 
15 Boxes, 20x28, 3X, 56 Sheets, Wasters. 
25 Boxes, 20x28, 4X, 56 Sheets, Primes. 
AMERICAN TERNS. 
350 Boxes, 20x28, 8 Ibs., Coating 200 Ibs., Primes. 
50 Boxes, 20x28, 8 Ibs., Coating 200 Ibs., Wasters. 
75 Boxes, 20x28. 8 Ibs., Coating 214 lbs., Primes. 





PAINTED CORRUGATED IRON. 
249" Corrugation 1200 8 28 26x 96 
7500 S 28 26x 120 270 8 2S 26x 84 
400 8 28 26x 108 320 5S 28 26x 72 
5500 8 28 26x 96 + 300 S 26 26x12 
400 5 28 26x 84 350 8 26 26x 96 





bo : = RL = : = bo 84 60 Boxes, 20x28, 8 Ibs., Coating 1X, Primes. 

S20 2 2 5 <0 cok te - ow —— . 2 sPrareo 

140 8 26 26x 108 — . AMERICAN EXTRA COATED TERNES (Re- 
600 8 26 26x 96 Painted V Crim; squared and Stamped.) 

800 S 26 26x 84 680 S 28 24x12) 5) Boxes, 20x28, 12 Ibs., Coating 1C, Primes. 

560 S 26 26x 72 560 S 28 24x 96 10 Boxes, 20x28, 12 Ibs., Coating 1X, Primes. 


180 8 28 24x 84 
Painted Brick Siding 
1w0 8S 2 Wx 
Painted Roll Roofing. 
2700 8 W 26x12 800 rolls No, 28 26in.x50ft. 
Pressed standing Seam. Weatherboard. Beaded 
Cetling, etc., also carried in stock 


AMERICAN SPECIAL TERNES (Resquared and 
Stamped.) 
35 Boxes, 2x28, 15 |bs., Coating 1C, Primes. 
10 Boxes, 20x28, 15 |bs., Coating 1X, Primes. 
AMERICAN OLD STYLE “A” TERNES (Re- 
squared and Stamped.) 
80 Boxes, 20x28, W Ibs,, Coating 1C. Primes. 
15 Boxes, 2Ux28, W lbs., Coating 1X. Primes. 
AMERICAN OLD STYLE “AA” TERNES (Re- 
squared and Stamped.) 
65 Boxes, 20x28, 25 Ibs., Coating 1C, Primes. 
12 Boxes, 20x28, 25 Ibs., Coating 1X, Primes. 
AMERICAN OLD STYLE “AAA” TERNES (Re- 
squared and Stampe®) 
20 Boxes, 20x28, 30 Ibs., Coating 1C, Primes. 
6 Boxes. 20x28, 30 Ibs., Coating 1X, Primes. 
AMERICAN OLD STYLE “AAAAA” TERNES (Re 
squared and Stamped.) 
1lv Boxes, 20x28, 40 Ibs., Coating, 1C, Primes. 


325 Boxes, 20x28, 214 ibs. 112 Sheets, Primes 5 Boxes, 20x28, 40 Ibs.,Coating, 1X, Primes. 
“90 Boxes. 20x29%4, 1C, 112 Sheets, Primes. U.S. EAGLE TERNES (Resquared and Stamped. 
140 Boxes, 20x32, 1C, 112 Sheets, Primes 2% Boxes, Wx, 1C, Primes 


1000 8 24 26x120 
$20 S 24 26x 96 
490 S 22 26x12 
622 S 22 26x 96 

144 Corrugation 





TINPLATE. 
AMERICAN COKE TINS. 

130 Boxes, 14x20, 90 Ibs. 112 Sheets, Primes. 
50 Boxes, 14x20, 90 Ibs, 112 Sheets, Wasters, 
(5 Boxes, 14x20, 100 Ibs. 112 Sheets, Primes. 
10 Boxes, 14x20, 1X 112 Sheets, Primes. 

175 Boxes, 20x28, 160 Ibs. 112 Sheets, Primes. 

600 Boxes, 20x28, 180 Ibs. 112 Sheets, Primes. 

550 Boxes, 20x28, 200 Ibs. 112 Sheets, Primes 
























first-class in every respect. 





SPECIAL 


; Orders for the above material to be received subject to prior sale. 
| Roofing we are making special inducements to large buyers. 
material constantly and if the sizes you want are not shown on the list, we may 
have in stock by the time you require the material. 


Soliciting your valued favors, we remain, 


NOTICE 


On Painted 
We are receiving 


All of our material guaranteed 






Yours very truly, 


JOHN 






McVOY & CO. 
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Judgment 





In business matters ought to make it plain to you that it is just as important to you to use 
good Asbestos Furnace Cement in the manufacture of your furnaces as it is to use good 


iron. COLEBROOK’S ASBESTOS FURNACE CEMENT is the best that can be manu- 






factured. We have furnished the largest manufacturers of furnaces and stoves in the 
country, and are still doing it. We are ready to furnish you. Why not? Send us your 
next order. Put up in all sizes removable cover cans, tub:, barrels, and half-barrels. 


W. H. COLEBROOK, SONS & CO., SYRACUSE, N. Y., U.S. A. 


CHAS. SMITH CO., Western Selling Agents. 122 Lake Street, CHICAGO, ILL. 


MANUFACTURED ONLY BY 


Largest Makers of Asbestos Furnace Cement in the World. 




















THE LEONARD 














FURNACE PIPE ELBOWS AND FITTINGS 
CHICAGO FURNACE SUPPLY COMPANY 


64-66 W. MONROE STREET, CHICAGO 
FOR SPECIAL PRICES AND ILLUSTRATED CATALOGUE 


Sectional ELECTROTYPE Cabinet 






WRITE THE 


hold 700 electros 
2x2. Buy one sec- 











Mow does this strike you for 


VACATION 


Write about it. 


R. C. DAVIS, C. P. As 


Chicago, lil. 






‘ » 

Price, $5 per ee eee ee 
for one frame; base $1.00, b~ 

Send for colored circular —_ 1 Geseription 








| BIGELOW’S 
‘WIRE FLY KILLER 


= | 
4 Days Lake Trip $13 is @ rapid action ‘hecpuss 0 bite but does not 


xt f Medi w 
Chicago to Escanaba, Mich. and Return. coe ‘Piles —— pm at hE —_—- a: 


. active agents in the spread of t) phoid fever. 
7 Days Lake T rip $25 Flies alternately visited and fea 
on the infected fecai matter and 


Chicago to Mackinac Island and Return. 
MEALS AND BERTH INCLUDED. 


Muskegon or Grand Haven $2,75 


retarn from Chicage 










PAT. JAN. 8, 1896. 


the foodin the messtents. More 
than once it happened when lime 
had been sca tered cver the fecal 
matter in the pits, flies with their fet covered 
with lime were seen walking over the food."’ 
! Send for prices and illustrated booklet. 


CH J. EF. BIGELOW, Manufacturer 


WORCESTER, MASS. 





\GOODRI 








| LINE 


[STEAMERS 


J. F. LEWIS, Cisco, Ill., writes: 
I cannot get along without 


J THE AMERICAN ARTISAN, 











_—— 








KEL PLATING 
UUTFITS. 


ZUCKER & LEVETT &LOEB CO. 


6. 5728.2530 W.25' ST 


YORK 
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PLECKER’S CORRUCATED EXPANDING CONDUCTORS. 


Made of Galvanized Iron in Ten-Foot Lengths without a Cross Seam. Will not burst when full of ice. 


CLARK, QUIEN & MORSE, Peoria, Ill. 

















PATENT PO 


Can be furnished in either Galvanized Iron 
or Copper. It is made from Galvan- 
regular Polygon 
crimped elbows made to 


ized Iron in 10-ft. lengths with- 
out a cross seam;from cop- 
match this pipe perfectly, or Fancy 
Stamped Elbows, Write us for catalogue. 


B, perin 8-ft lengths. 
" AMERICAN STEEL ROOFING CO. "2xz0"™ 


LA GROSSE STEEL ROOFING AND CORRUGATING CO.,La Crosse,Wis 
ELBOWS, MITRES, 


EAVES TROUGH, ----- 


es omar wnaag HANGERS, CUT OFFS, 
C0 UCTOR PIPE Prices the very lowest ROOFING AND 
Nu Prompt Shipments. SIDING MATERIAL. 


ies JIUST OUT 9 wmccor 


CATALOC NEW 200-PAGE ILLUSTRATED CATALOG 


— GENERAL CATALOGUE “B” FRE 


Eave Trough, DESCRIBING Steel Roofing (All kinds), 
Conductor Pipe, Brick Siding, ° 

(Round or Square) Rock Face Stone Siding, 
Wire and Steel Hangers, Cornices, Beaded Iron, 
Conductor Hooks, Ornamental Stee! Corrugated Iron, 
Trimmings, Solder, Ceilings (a Speciatty Tin Plate, Etc., Etc. 
oun iLiugrnaTep metac §=MUILWAUKEE CORRUCATING CO., 


BE READY JULY 6TH MANUFACTURERS. MILWAUKEE, WIS. 












































Galvanized Elbows, 


(Round and Square) 





YOUNG’S COMBINATION 


STRAINER AND CUT-OFF 


Body in one 
jece; cannot 
reak in two. 
No levers 
or springs to 
breuk off. 

A strainer 
perfect in 
construction 
which ejects 

















| One who watches 
carefully the 
i 
' 
| 












Persistent —_| 2scs,of seneral 
ums = by 
ee two ngs: the 
Advertising persistency with 
which those ad- 


Roofing Slate 


We operate our own quar- 
ries, manufacture and sell all 
grades of Slate, Roofers’ 























vertisers who are 
recogniz:d as successful maintain their ad- 





vertising week after week, month, after 
month. and year after year; they never seem 
to abate their effort, and apparently the 


ote os Supplies, Tools, Cement, volume of het business ineresess steadily. 

The other thing noticeable is the large num- 
riveted and Nails, Felt. Write for prices. ber of advertisers who thrust their announce- 
soldered. ments above the surface for a little while 






Is practi- 


and then sink {nto oblivion. They either had 
cally indes- 


THE AULD & CONGER CO. 


CLEVELAND, O, 


not merit as a basis for their claims or they 
did not possess the skill to ateer their enter- 
prise succ’ss fully, or else they lacked the 
nerve to put forth proper effort.— Adver- 
tising Experience. 








OPEN 


YOUNG MFG. CO., 














Bellevue, lows 























U. S. 
N. =e M. 


ROOFING TIN 


py THe MIF process. 


The MF PROCESS of manufactur- 
ing roofing tin originated in 
South Wales 
ago; from that time to the 


two generations 


present the product of the MF 
PROSESS has been the most reli- 
able and hence the MOST FAVORED. 


Recently the NEW METHOD by 
which terne plates are finished 
ina manner that gives further 
protection against corrosion has 
been combined with the MF 
PROCESS. The result of this 
combination is the U. S. EAGLE 
N. M. 


AMERICAN TIN PLATE CO. 


BATTERY PARK BUILDING, 
NEW YORK, N. Y. 


MARQUETTE BUILDING, 
CHICAGO, ILLS. 
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SEEGER’S The No. 3! Torch 


INVINGIBLE RAIN WATER 
FILTER AND 
STRAINER — 








Pat. 
applied for 


Made of 
galvanized 
iron, 26 in- 
ches high, 
12x14 inches 
wide. Can 
ibe taken 
| apart with ease. 
So constructed 
|as to prevent 
worms, bugs, leaves 
| and dirt getting 
into your drinking 
water. 


Decters recommend it. 
Architects specify it. 


| Write for prices and territory. 


‘CHAS. SEEGER, 


BRIDGEWATER, SOUTH DAKOTA. 


CORRUGATED 
IRON «0 STEEL 


FOR 


Roofing and Siding 



















Uniform Corrugation in Size and 
Shape. Eaves-Trough, Conducto 
Pipe, Galvanized Sheet, Tin Plate. 


Write for Catalogue and Prices. 


THE GARRY IRON 
& STEEL CO., 


CLEVELAND, OHIO. 
Manufacturers Mortar Colors and Roof Paints 

















— 





DERI f YAmnisn REMOVER 




















Sa 
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od 
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Wan thy : ND > 
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4 Strength. QUICK SELLER—GOOD PROFITS 


wna QdawTg Co, 
Solely byo 


An Awful Scrape 


to remove paint, varnish, shellac, 
wax, etc., in the old way with 
sandpaper, scrapers, etc. 
ADELITE PAINT & VARNISH REMOVER 
does it instantly without any in- 
jury to finest woods, veneers or 
any finish applied thereafter and 
its extreme mort creates a de- 
' mand at once wherever intro- 
*) duced. Saves Labor. Time, Money and 




















is a *‘Winner” and is 
the must popular torch 
made. It is strong, 
durable, and is fitted 
= : with a powerful gen- 
2 erator which ro- 
sa x ah ate duces a flame that is 
/ ibe Re be intensely hot, using 
= i 6©but little gasoline- 
therefore saving you 
its cost in a short 
time. Try one, 
$2.50 Net Your site” baa if 
you are not pleased. Your nearest job- 
ber will supply at factory price, or we 
will ship direct upon receipt of $2.50. 
Our catalog is free 





‘Clayton & Lambert Mfg. Co. 


DETROIT, MICH., U. S. A 

















Sizes 11x20% and 12x22%. 


The Boilers that bring you trade an@ 
help you keep it. Made with flat bot- 
tom. Guaranteed full weight, 16 oz. Copper 
Bottom. Royal handles and pieced cover. 
Catalogue and Prices on application, 
—We have no traveling representatives — 
Buy direct and the result is that you 
receive the best of good goods at 
lowest prices. 


STUBER & KUCK 


Manufacturers of Pieced Tinware and 
Specialties. 


PEORIA, ILL. 
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TE MOST Orin 


LS Mer 


HE MOST POPULA NGS 
EIR CONSTRUCTION IS RIGHT, ;: % 


THE PRICES ARE RIGHT | 


EVERY THING RIGHT: 


WRITE FOR OUR AEW ART | 
SPECIALTIES: 
CORNICE, SKYLIGHTS, papas Ere: 1. 








The monarch of all roofing platesis | 
conceded to be the celebrated 


OSBORN’S GUARANTEED 
OLD STYLE 


You will find it to be always uni- 
formly coated and thoroughly good 
and honest in every respect. 

Our special hand dipped, palm oil 
process insures an even, rich coating 
= the maximum of serviceability 

. and durability. 
és will ge cies, give There are no wasters ‘sold under 
‘CANTON eta this brand. 


the largest profits on a job, because they 


are easiest to apply and re THE J. M. & L. A. 


bor to erect. No 
PR cart neon: doe: rome of bad alignment. OSBORN co. 


No calking of jcints ¢¢ 99 because of — me | ~ “aitnaae 
in a" + ger of beautiful classifi a / 
a ‘ “because the con- - 


designs. ' ase 
rectied +. CEILINGS right. You need 
our Art Metal Catalog F. It’s 
yours for a postal. 


The Canton Steel Roofing Co. , 


CANTON, 0. P 
New York Office: 
157 
W. 23d 
St. 


sneeT §| ART METAL 


an) METAL 


arcuec: || CEILINGS 
ORNA- Roofing, Corrugated Iron, 


MENTS, Galvanized Iron, Corruga- 
STATUARY, || ‘4 Conductor Pipe, Finials, 


Weather Vanes, Cresting, |! Gal VANIZED STEEL TANKS FOR 
ETC. Etc., Sheet Copper :: 2: ALL PURPOSES. 


FRIEDLEY @ VOSHARDT, 04-202 natier St. citicago, ILL. 

































































“I FIND MY ADS. IN YOUR ESTIMABLF TOURNAL HAVE 


0. C. Jamison. Homer, lil., Writes : BROUGHT GOOD RETURNS.” 
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BERGER'S “STEEL” CARD INDEX CASES 


Vertical Filing Cabinets, 
Document Files, 
Tables, Desks for 
Office, Store, Bank or 
Library Equipment 


















Is the strenuous, stylish, up-to-date 
‘‘Armor Plate of Modern Business.” 

Our new and latest catalogue, 
“STEEL, STYLE and SAFETY,” 
fully describes our equipment. If 
you can see any chance for steel to 
replace wood throughout your es- 
tablishment it will pay you to write 
for particulars. 


THE BERGER MFG. CO., CANTON, 0. 


BRANCHES: 
NEW YORK OFFICE, 210 E. 23rd Street. BOSTON OFFICE, 176 Federal Street. 
PHILADELPHIA OFFICE, 1013 Arch Street. ST. LOUIS OFFICE, 623 No. Main Street. 
WE MAKE ANY THING IN SHEET STE £  L.' 


ee a 





































z 
pes erare 3 a me FRED HOEHN 
Gis § Sivrj ey A PERFORATED METAL ( “te 
Z 51 SPRUCE S* WT Bl OOOO OOOO IOI, opHiANDLES 
r ROBT) c SO! ' Ci lifton Park, 0. 
PERFORATORS OF SHEET METALS. | \idehipaaebalicsetlicibeialbae teller Bam w. i vanvey 
. gen 
= chicago. 
* 
=<=— Hasa Host of Friends |~ 
— inal —t 
wy" 222222 ye Therefore every dealer who wishes to please his Little Journeys. 
customers should carry a line of the ‘‘Buckeye , 
Brand’’ Decorative Home Paints. The long Little Journeys to lake re- 
list of good points of this paint creates a de- je : 
mand for it everywhere. Our book of Paint sorts and mountain homes 
Points on application. will be more popular this 
BUCKEYE PAINT AND VARNISH CO. |summer than ever. Many 
4 TOLEDO, OHIO. have already arranged their 
— summer tours via the Chica- 









| go, Milwaukee & St. Paul 
railway and many more are 
going to do likewise. Book- 
lets that will help you to plan 
your vacation trip have just 
been published, and will be 
sent on receipt of postage, as 
'follows: ‘‘Colorado-Califor- 















of an established reputa- 
tion is far the easiest and 
most satisfactory for a 
dealer to sell. Our paints 
are right in quality and 
price. Why not write for 

































catalogue and terms? | nia,’’ six cents. ‘In Lake- 
: THE FOREST CITY PAINT § | Jand’’and‘‘Summer Homes, "’ 
| @ VARNISH CO., six cents, ‘Lakes Okoboji 





| 

| 
CLEVELAND, O, | and Spirit Lake, ’’ four cents. 
i 


| F. A. MILLER, General Passenger Agent, Chicago. 
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COMING 


EVENTS CAST THEIR SHADOWS BEFORE 


{| Drop us a line—a letter—or just a request for cata- NATIONAL 


logs and prices. 


Write nearest office. ENAMELING & STAMPING GO. 


| Whether you're a cross-roads dealer or a State St. 


merchant—more money is more easily made by selling NEW YORK BALTIMORE 
our goods. CHICAGO 

J Even if you don t order—you may learn something ST. LOUIS NEW ORLEANS 
about the best Enameled Steel Ware and Tinware made. MILWAUKEE 





— 


—4 








“This is the 
Cooker with the 
— that calls 
= Cook ay *~ is 





“IDEAL” Steam Cookers wend" 


Batire meal can be cooked over one burner—Any kind of stove. Reduces fuel bills 50 per cent. 
Made of the finest one and 2x charcoal tin plate, with heavy pressed copper seamless bottoms. 


SUPERIOR TO ANY OTHER In the following Important Particulars: 


It has a Steam Tight Cover that prevents the steam and odors from escaping, without any kind of 
rubber packing or any useless machinery. It has a Steam Whistle that can bes heard in almost every 
part of the house fifteen minutes before the water is exhausted. 

A whole dinner can be put on at once, covered up and let alone until ready toserve. All the 2utri- 
ment, richness and flavor of the food is retained. Itsaves the labor of watching. 

Burning, scorching, smoking, or over-cooking is impossible. It never boils over. 


Four pounds of meat or poultry cooked in the cooker is equal to five pounds cooked in the 
ordinary way, as there is no shrinkage. 


Bad cooking or scorching victuals are impossible. It saves fuel, saves worry, and cooks perfectly. 


We also make a fine line of Milk Sterilizers, Ideal Clothes Racks, Hat and Coat 
Racks, Vapor Bath Cabinets, etc. 


SEND FOR OUR ILLUSTRATED CATALOGUE WITH PRICES. 


THE TOLEDO COOKER CO.., acsion‘srreer, Toledo, Ohio. 





The Greatest Stove and Range 
Wagon Ever _— 








tebében: Short Turn. Thousands in use.~ Ask idbeainedaiae Prices. 
SHIPMAN, BRADT &4 CO. - - DE KALS, It... 


HAY STACK 


COVERS 
Save the Hay and Grain, 


Write for prices on all 
kinds of Canvas 


goods. 
wit EAPOLIS: Munn” 





AMERICAN TENT 


Mention this paper. 








PATTERN 3 a 


~“~AW FE or me 


m1 3 
ROMAN, ROUND FACE GOTHI 
SHARP FACE GOTHIC, HAIR-LINE . 
ty S& GOTHIC 
OR FOR BRANDING | IRONS 


)STLOUIS ELECTROTYPE FOUNDRY’ 
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oman 





sertion | have a half a hundred inquiries.’’ 


L. A. WILKIN, Chrisman, Ill., writes-—‘‘Please discontinue my ad. in your paper. With the one ins 

























Improved Farmer’s Friend Cream Separator. 


The simplest device of its kind on the 
market. Made of heavy tin plate. 
“Model” Fruit Evaporator. 


A highly satisfactory Evaporator for family 
use. Can be used on an ordinary Cook Stove 
Hardware dealers wanted as agents. Write for Prices 


Blanke & Hauk Supply Co., 


201 and 203 Market St. ST. LOUIS, MO. 











Not Just As Good But THE BEST 


18 OUR CLAIM FOR 


The Star Gream Separator 


A trial order will convince you; If not, return 
goods to us at our expense. Your jobber will 
supply you; If not, write us for prices and cat- 
alogue showing our complete line of 


Pat. Ang. 15, 1899. SEPARATOR AND DAIRY SUPPLIES. 


Pat. Nev. 14, 1900. 


LAWRENCE MFC. CO., Toledo, Ohio. 





m BL 
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The BOSS sepxeator 


The most complete device for 
handling miik winter and sum- 
mer. No mixing of milk and 
water. Thousands were sold last 
year, and many more will be sold 
this year. 

Write at once for descriptive 
circulars and prices. 


Bluffton Cream Separator Ce. 
BLUFFTON, OHIO, 








PATENTS 


promptly obtamed OR NO FEE. Trade-Marks, 
Caveats, Copyrights and Labels registered. 
TWENTY YEARS’ PRACTICE. Highest references. 

, Sketch or photo. for free report 
on patentability. All business confidential. 
HAND-BOOK FREE. Explainseverything. Tells 
How to Obtain and Sell Patenta, What Inventions 
Will Pay, How to Get a Partner, explains best 
mechanical movements, and contains 300 other 
subjects of importance to inventors. 


rte 
H, B, WILLSON & CO. atte 


F Street, N. W. WASHINGTON, D.C. 














SURPRISE CREAM SEPARATOR | 


A Labor-Saving Device for Taking 
Care of Milk and Cream. 








Made of heavy tin; durable—works thor- 
oughly—does away with crocks, pans 
and hard work—keeps milk and cream 
clean; not expensive—not complicated. 
Made in six sizes; every one guaranteed. 


 SEITHER-CHERRY CO., Keokuk, lowa 


a 

















BRISCOE MFG.Co. 


DETROIT. 








“Eagle” Brand Copper Rivets and Burrs 


STANDARD FOR QUALITY. (Lake Superior Copper) 
——-MANUFACTURED BY— 


THE PLVME @ ATWOOD MFG. CO. 


29 Murrey St.. NEW YORK 196 Lake St., CHICAGO, ILL 











BEER, 

MILK CAN, 

OIL CAN, 

CREAM SEPARATOR 










Various Sizes and Styles. 
MANUFACTURED BY 


CLARK: NOVELTY CO., 
ROCHESTER, N. Y. 
The “‘OMEGA,” 2-3 Size. Also Mfrs. of The CLARK Kerosene Oil System 





















$ 52° SAVED 


TO ALL POINTS EAST AND WEST 


Tere OF. 4> manta 


Just Axe _Boats’ 
DERQOITS& BUFFALO 


Commencina MAY tit 
Improved Daily Express Service (14 hours) between 


DETROIT ano BUFFALO 
Leave DETROIT Daily - - 4.00P. M. 
Arrive at BUFFALO -. - - 8.00 A.M, 


Leave BUPFALO Daily - - 5.30P.M. 
Arrive at DETROIT . - - 7.00A.M. 


Connecting with Earliest trains for all ntein SEW 
YORK, EASTERN and NEW ENGLAND STATES. 
Through tick etssold to al! points. Send 2. for illus- 
trated pam phletsand rates. 

Rate between Detroit and Buffalo $8.50 one way, 
$6.50 round trip. Berths $1.00, $1.50; Staterooms 
$: ht direction. Week end Excursions Buffalo 
and Niagara 
I F x aus railway agent will not sell youa 

ough ticket, please buy a local 
ticket te , Buffelo or Detroit, and pay ye 
transfer charges from depot to wharf. 
doing this we will save you $3,00 to any 
point East or West. 
A. A. SCHANTZ, @. P. T. M., Detroit, Mich. 

























To attach to bottom of can for heating Soldering Coppers. 








J. T. Walbert & Son, 
Paducah, Ky., write: “ Our adver- 
tisement in your paper proved 
effectual.” 
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_ guaranteed. 
For particulars send for our Green Book of Hardware 
29 Broadway, New York City, New York. 


~m NEW MODEL B. & S. SLIP JOINT PATTERN. 
SS S _ This plyer, for general utility. quality and durability is 
‘ v unequalled: Can be used as screw driver, reamer, gas 

et21025 Speclaities. 
UTICA DROP FORCE & TOOL CO., SMITH & HEMENWAY CoO., 
LOOK FOR “NEVERBREAK” SHOVELS parenreo 
You will buy only these, once you know them. 


_— Forged from fine tool steel, highly polished and fully 
pipe and burner plyer. 

Mfrs. of Nippers and Plyers. Mfrs. of Cutlery and Hardware Specialies. 

They are remarkable for Strength, Leverage and 








Durability. (‘*Never-Break’’ Steel > eer Griddles, 
Kettles, etc., made at the same stand. 
THE AVERY STAMPING CO. CLEVELAND, OHIO. 


Makers of ‘“‘Never-Break’’ Goods 








The Highest Type of American Cutlery 


QVEEN 


JSHEARS 
FARWELL, OZMUN, KIRK @ CO. 


Wholesale Distributers. ST. PAUL, MINN. 





























HAS TWICE THE STRENGTH 


“TRIUMPH” CHAI OF WELDED. 


SEND FOR FREE SAMPLES, TABLE OF TESTS AND ASK QUESTIONS. 


o_o 


THE BRIDGEPORT CHAIN CO., Bridgeport, Conn. 


OVER TEN MILES OF CHAIN PER DAY. WE LEAD. 







































66 59 - = | Compartment Sleepers 
| Y a n k a a — Standard Open Sleepers 
nan, | Palace Parlor Cars 
fh ill  ——— | Table d’hote Diners 
rl $ - ees) §€6Luxurious Day Coaches 
No. 40—AUTOMATIC DRILL, WITH RATCHET MOVEMENT Are some of the many features 






of a trip over the 











SO ree 





{ v 


No. 41.—AUTOMATI(C DRILL 


Big FourRoute 












Sold CHICAGO 
by Leading No. 42—AUTOMATIC DRILL  piNDIANAPOLIS ena 
Jobbers. } CINCINNATI 
Lb Send for 2s 

ie “Yankee” MH Ask for T’ckets via the “Big Four.” 

Toot! Book. No. 50—RECIPROCATING DRILL FOR WOOD OR METALS —_— 
° s J. Cc. CKER, G. N. A. 

North Bros. Mfg. Co., Philadelphia, Pa. Soe qua Gt, aemege 

















heat in use, and w 1) not break. 
asetscrew. EVERLASTING—TRY THE 
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Does: Our Line Interest You? 


LOGAN'S SOLD'ERING-IRON ao re | 


This handle is made of Gas Pipe and the best hard wood; is neat! nished, will no t 
The Irons can be instantly fastened or re le: ised b 





turr 





Send for Catalog 














HIGHEST 
QUALITY 


SEND FOR 
SAMPLE 


EVERYONE 
GUARANTEED 


Berger’s Ear 





Wood Drop Handle 


KEYSTONE lee HANDLE 


WRITE 
FOR 


Two 


SQUARE 


B. B. Turnbuckle 





PRICL | 





EXTENSION 


Patented July, 1896 


Best Ladder Ever 
Made 


One endless rope operates it. 
Rope can be changed to 
either side. Norope or fix- 
tures in the way. Catch 
irons operate by gravity. No 
springs to get out of order. 
Spruce wood sides and 
hickory rungs. 


SEND FOR 
CIRC ULAR 


_ 


TIN PLATE, SHEET IRON, PIPE, GUTTERS, 
HANGERS, HOOKS, EVERYTHING IN THE 
LINE OF TINNERS’AND ROOFERS’ SUPPLIES 







LADDER 


































BERGER BROS. CO. 


W arerooms— 


Office and Store—2%37 Arch S 


Factory— 3iia-16- is 20 N. 17th st 
PHILADELPHIA 













PELOUZE SCALES 


ARE THE STANI 


eltl-7\-1ebe a 


BBEFR 


ARD FOR 


SUPERIOR WORKMANSHIP 
TINE HE PELouZzeE 


LouzE SCALE & MFG. Co. } 
CHICAGO. | Buy 


LATALOGUVUE,.35 STYLES 





MAKE 








C7. HAM , MANUFACTURING COMPANY 


ROCHELLE RY ™ 


© wiht se 





The Warren Shelving 


WILL SELL IT 


YOU 


the Stock 











Model 





—Perfect Working— 





Exact Size of Cat. 


Ebony, Ivory, Coral or Amber Handle, $2.00 per 
doz. Pearl or Stone Handle, $3.00 per doz. 


We will send twodozen assorted in a hand 
some plush lined cherry tray to any dealer 
on consignment, to be returned at our ex 
pense if foun: unsalabie. We could not do 
this if they were not the best selling novelty 
in the hardware trade. They are now sold 
by over 2.00) hardware dealers in the U.S 
It costs you nothing but a 2c stamp to try 
them. Drop us a line and we do the rest 


DAVISON MFG. COMPANY 


110 Front St. 


Wrench 


BROOKLYN, N. Y. 
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ine ‘*BLACKLOCK”| 2,000,000 


Rural Delivery Mail Boxes will be sold 








Le | ; ; 4; — 


found on handle of | tion. 
Ly 


SADIRON 


we produce, insures 
satisfaction that is i 
always pleasing.) Roesch Automatic 


Your wants in this line 
will be best considered Storm and Dust Proof. The Cheapest 


this year. Hardware Dealers should 
secure this profitable business by handl- 
ing a box on which there is no competi- 





every 





Rural Delivery Mail Box 


is approved by the Postmaster General. 


in addressing the Box, Quality Considered. 


3g : 
Blacklock Foundry, settee | ROESCH MFG. CO. 


Ys TENNESSEE. | a7 ey york St, AURORA, ILL 





EROS AR SS Vig ape igs, “etapa wvwerereres 
weeees, Sperry ’s Steam Kettles 


Made from very thick metal, with- 
out Stay Bolts, Joint packed in such 
a manner as to never need repacking. 
A little higher priced than some, but 
they are safe and tight. 


D. R. SPERRY & CO., 


HOLLOW-WARE FOUNDERS 





| ADA AAA DAD DDDDADADADADARDDADDDDDDDADADADADAD ADD DAT 











IDEAL 
RURAL MAIL BOXES 


Are being used all over the 
U. 8. Perfect in construc- 
tion— neat in design—best 
material — good workman- 
} ship. 

For other information 
write to manufacturer, 


F. ©. FOLSOM, 
SOUTH BEND, IND. 


db he’ 


.-BATAVIA, ILL. 














PATENTED MAY 16, '02. 


Set of three 
dies furnished 
with each punch. 











Frame being made of semi-steel, punch and die 
of best tool-steel, and all parts interchangeable. 
Will punch one-quarter inch hole. Can be had 
in six sizes—specify sizes wanted. 50 pounds 
pressure on the handles increased to 1,000 


pounds punching force. 100 —_— ressure 





“HERCULES” 


Punch Is very strong RONEY HAY 


CARRIER 
AND FORK 


RETURNER. 
This Returner 
will return car- 
rier and fork 
before theteam 
can turnaround 
thereby saving 
all hard work 











ine to 2,000 pounds | 
punching force. 





H. WEISS & CO., Tiners Supplies. 20 Cliff St., New York, | Roney neruRwen cor. eit - 








Ist. 
2nd. 


3rd. 
4th. 


5th. 
6th. 
7th. 





sth. 


9th. 
10th. 














There are Ten Reasons why The Horigan Water Works 


THE HORIGAN SUPPLY CO. :: ST. JOSEPH, MO. 


System is Far Superior to All Others. 


Because we were the originators and we now have 22 imitators. 
Because we do not bury our tank in the ground where it cannot be 
seen and attended to. 

Because you do not have to dig it up. 

Because we put our tank in the cellar where you can have access to it 
at all times and see it in operation. 

Because we sell 20 of our systems to one of our competitors. 

Because we have 7,432 systems in operation to-day. 

Because it does not require a skilled mechanic or plumber to install 
them. 

Because with our system you have a regular water supply same as if 
with a city supply. 

Because our system never fails to work until well or cistern goes dry. 
Because with our system you can use any kind of power, hand, 
windmill, or gasoline engine. 


MANUFACTURED BY 
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DO YOU EVER HAVE TROUBLE — 
WITH YOUR HACK SAW? 


IfSo Try a STERLING 


You don’t know their economy until you do. They cut all kinds of Metal. They dre the 


most durable. They cut straight and quick, Made of the finest grade of Tool Steel. 


DIAMOND SAW AND STAMPING WORKS 
357-361 Seventh Street, Buffalo, N. Y., U. S. A. 


DIRECT ENGLISH REPRESENTATIVES 
South British Trading Co., Limited, 6 Victoria Ave., Bishopsgate Street, Without, London, E. C 





A SWAP FOR YOU, MR. HARDWARE MEN, CUT THIS OUT 


GET THE AGENCY FOR 


THE PETERSEN EVERLASTING STEEL To the Publishers 
BARN DOOR LATCH AND HOLDER. | The American Artisan and 


or shut. Is the ONLY barn door latch and holder on the 

market withouta spring to it which generally gives out in 

a year or two. We also make a Stee! Latch for Sliding ( [ 
rn Doors on rollers. 


LYONS SPECIALTY CO., Sole M’f'rs, Lyons, lowa. 69 Dearborn Street, CHICAGO 


___ The BISCHOFF 
Sa DOORHANGER 


FOR FIRE DOORS 
FOR BARN DOORS 


Hanging ; 
FASY Rolling} $ 
Selling 3 


For Quotations and 

Circulars apply to the 

Leading Jobbers or 
Direct 





Please send us THe AMERICAN 





ARTISAN each week for three months. 
At the end of that time we will remit 
Two Dollars for one year's subscrip- 
tion, or 50 cents in case we decide 
to discontinue. 


NAME 
ADDRESS 
TOWN 


_eweerrrrerererereereereeeeeee 
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STATE 











YOU 


Buy the Stock 











The Warren Shelving 
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Fred. F. Bischoff & Co. 


Grand Ave. @ Robey Sts. 3 : CHICAGO, ILL. 
Telephone Weet 64 


When a Man Builds a House 


Mothing is more important than perfect 
sliding doors. 


No trouble with the RICHARDS. 
Write for our New Catalogue 
it is a safe guide. 
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The Richards Mfg. Co. 
AURORA, ILL., U. S. A. 

















pe ee ys ae — 
4 
- 





ee ee 











THE AMERICAN ARTISAN AND HARDWARE RECORD 



















THE “1900” BALL-BEARING 


WASHERS 


There is not a Machine 
on the Market to- 
day that is as 
satisfactory or 





Simplest, does the work as well as The 
Easiest, — our Washers. einen 
org They Work on an Entirely New Principle, Machines Ever 
Washing There are no wheels, paddles, rock- Invented for 
Clothes Ever ers, cranks or complicated Family 
Invented. Use. 








machinery to get 
out of order. 
They revolve on 
Ball Bearings, mak- 
ing them by far the eas- 
iest running machine made. 








ADDRESS 
THE “1900” WASHER CO. 
Johnson Block BINCHAMTON, N. Y. 










wT 











For 30 years we have been 
manufacturing lamps, 
and make a Miners’ Lamp 
that a:iways gives satis- 
faction. The Globe Lamp 
has a globe. Our name is 
stamped on it. Wealso make 
a Star Miners’ and Drivers’ 


Lamp. GEORGE ANTON, 


OCEAN WAVE 


WASHER © 2 


nce id They Never Come Back 
Gnee Gem y IMPROVED NATURAL:STONE GERM PROOF 


EXCLUSIVE AGENCY GRANTED. WATER FILTERS 
| 


, . . Prevent Zymotic Diseases by pushing sale of 
Handsome, Well Made and Light Running, | vem these goods in your Weeality. 


Adjustable to High or Low Speed. 











Write for particulars. 


VOSS BROS. MFG. CO. 
DAVENPORT, IOWA. 


















WHITE LILY 
WASHER 


HIGH SPEED. LIGHT RUNNING. 


Sold direct from manufacturers to dealers. 
Cnily one dealer in cach town. 


EVERY FILTER IS GUARANTEED TO BE ABSOLUTELY GERM PROOF. 


SEND US A TRIAL ORDER. 


WHITE LILY WASHER CO. oom 


TOLEDO, OHIO. DAVENPORT, IOWA. | prin me Tenccte cro tarniahed upos eppiication. 


“AYOLOVS UNO SIAVZT LI NIHM Y3LN4 1934343 V SI Y3L 14 ANBAR 


card. 
Manufacturers of Sanitary Stoneware of every descrip- 
SAN FRANCISCO, CAL. tion. Pottery Bata blished 1806. 








White Lily Washers Wash Lily W hite. FULPER POTTERY co. 
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Ghe 1903 WASHER 












Perfect washer, 
No wear on clothes. 





ALTOONA, PA, 





Best made, 
Correct principle, 


FORTERMS AND TERRITORY WRITE 


The 1903 Washer Co. 




















If you are looking for a washer containing 
force, strength, and master, then we have it 
in the 


-'B. B. Rotary Roller Gearing Washer. 


Has case-hardened rollers, is noiseless, 
made of kila-dried red cypress lumber, corru- 
gated staves and bottom, has many more ex- 
cellent features. 


WORKS SO EASILY A CHILD CAN OPERATE IT 


If you are wanting a good washer why not write us about ours? 
One-half dozen makes. 


THE BENBOW-BRAMMER MFG. CO., 


sSsT. rovis, MoO. 

















Do You Know 
That the 0), K, WASHING MACHINE 


is the best made, the lightest running and the 
most attractive washer on the market? Are you ' 
selling it? Ifnot,why? Every first-class dealer 
should sell it, because it is made of the best 
materials, by the best mechanics that can be 
















Improved Quick and Easy - 
Rising Steam, Electric 
and Hand Power 


LEVATORS 


Send for Circulars. 
KIMBALL BROS. CO., 
1031 Ninth St., Council! Biufts, la. 
KIMBALL ELEVATOR CO., 139 Vinceat St., Cleveland, 0. 











; 18 
TOWER MFC.CO. 


xg 


NC IN NATIT I C) 
MANUFACTURERS 














obtained, and every one sold will sell another. 
Write us for Cireulars and Prices, 


H. F. BRAMMER MFG. (O. pavexbonz” iowa. 











NEW TRAIN SERVICE 


TO 


FRENCH LICK 





BOSS Washing Machines 


11 DIFFERENT STYLES. 31 SIZES. 


Illustration represents our ‘‘Champion 
Rotary Washer.” For full description 
write for catalogue showing our com- 
plete line. Address 


| Boss Washing Machine Co. 


Station H, Cincinnati, Ohio. 




















Write for our 
Printed Matter. 







it will MORRILLS"HERCULES ” 

HAND PUNCH 

interest you. PATENTED MAY 6, 1902 
M 


CHAS. MORRILL Saqere use” 
Sa S 














AND 


WEST BADEN SPRINGS 











APO 





ROUTE 








A parlor and dining car now 
leaves Chicago at 12:00 o’clock 
noon, arrives at the Springs 
at 8:45 P.M. Leaves Springs 
9:00 A. M., arrives at Chicago 
5:55 P. M. Reservations at 
Monon Route City Ticket 
Office, 232 Clark Street. 

Telephone Harrison 1245. 


Advertising is the root of all money. 
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Stanley Rule - Level Co. 


IMPROVED CARPENTERS’ TOOLS Sold by All Hardware Dealers 
NEW BRITAIN, CONN. 


BABY HURWOOD 


Extra quality Crucible Steel of 7-32 in. diameter. 
A handy little tool for the vest pocket, which 


will work a good sized screw. 50 Per 
(Cut Exact Size.) Made only in one size. $3. Doz. 


THE HURWOOD MFG. CO. (INC.), Plantsville, Conn., U. S. A. 


Luikin 
Magie Pattern Rule Rule 


Will lay out patterns for any size and angle of elbows in three minutes’ time. Co 
Can also be used as Straight-edge Rule, Circumference Rule and Trammell. e9 

Should be in every Tinshop. Will save its cost in a few weeks. Thousands Sa ginaw 
are in use and every one giving excellent satisfaction. Price, complete in a ® 
nice wooden box with Chart, $4.00 net cash. (Mention THE AMERICAN ARTISAN.) Mich. 


'THE CLEVELAND & BUFFALO 
- TRANSIT COMPANY 


CONNECTING 


CLEVELAND 
and BUFFALO 


“WHILE YOU SLEEP” 
| UNPARALLELED NIGHT SERVICE. NEW STEAMERS 
“CITY OF BUFFALO” 


* AND 
CITY OF ERIE" 
| Both together being, without doubt, in all respects 
| the finest and fastest that are run in the interest 
| of the traveling public in the U: States. 
| TIME CARD 
BAILY INCLUDING SUNDAY 
ARRIVE 


‘Cleveland 8 P.M. Buffalo 6:30 ALM. 
Buffalo 8 “ Cleveland 6:30 “ 


CENTRAL GTAPOARD Time 
ORCHESTRA ACCOMPANIES cacn STEAMER 
Connections made at Buffalo with trains for all 

Eastern and Canadian points, at Cleveland 
for Toledo, Detroit and all points 
West and Southwest. 


































SPECIAL LOW RATES CLEVELAND To 
SATURDAY wnGuh ane "SUPPALO TO 
CLEVELAND. 


Ask Ticket ts for tickets via C. & B. 
und tons tents foe Semeeaed nt Fay 


W. F. HERMAN, General Passenger Ageat 


CLEVELAND, Oo. 














COPPER, 
y GALVANIZED STEEL. 
















Bes Stags secica: tit en oy 


THE E. A. FOY 





co. 


640 Main Street, CINCINNATI, OHIO. 


THE TRADE SUPPLIED AT LOWEST RATES. 
Send for New lliustrated Catalog, No. 4. 
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The Paragon Cylinder Washer 


**Paragon” defined means ‘‘a model of excellence.” That is why we 
call our washer ‘**Paragon” and because it is superior to all others 














The ** PARAGON ” has a revolvirg cylinder inside the tub, operating on the 
same principle as all laundry machines. The tub and all parts coming in contact 
with water are galvanized steel, which eliminates the possibilities of the tub ever 
leaking, a condition which is very exasperating to users of the wooden tub wash 
ers so generally used. There are no heavy gearings to get out of order. It can 
be operated by a seven-year-old child. It will wash twelve shirts or their equiv 
alent in twelve minutes. 


We will ship to any responsible dealer answering this advertise- 
ment one of the “Paragon” Washers on 60 Days’ Trial, same 
to be returned to us at our expense if not found practical. 


PRICE TO THE DEALER, $5.00 EACH, DELIVERED 


J.M.GAGAN & CO. «:!%:. 270 to 280 Dearborn St. Chicago 





% 


EE Se Ge Ge Ss ee ee ee American Family Scale 


T BORES 





BEST IN THE WORLD. 








s taiaaachatbetncnesn’, ui dealer rtadted 














THIS AUGER BIT 


has a patented concave twist which keeps the chips from 
the sides of the hole as shown in cut, Therefore the Bit 
bores so easily that no pressure is required even in end 
grain boring. 


If you want the best goods at liberal discounts, 
ask your jobber for them or write direct to 


SF GG Sh hs a 





itis made of STEEL, TIN 
or BRASS Scoop Top. 


A most beautiful and attractive scale for a)! 
purposes. Beautifully enameled, ornamented 
and striped. Weighs W pounds by ounces. 
Occupies but littie space. Is light and easily 
moved, It can be regulated by turning the 
brass screw on top. It is always ready and 
ewlly understood. It is a convenient scale to 
use, @nd has no weights that may be lost. You 
can look this one in the face to prove its accu- 
racy without looking for weights. Every scale 
examined before leaving the factory and war- 
ranted correct. 


MANUFACTURED BY 


AMERICAN CUTLERY Co. 
CHICAGO, ILLINOIS. 














GENUINE 
Hunter’s Sifters 


We are the sole manufacturers and 
there is no other Sifter made that has 
the reputation or is any comparison to 
the Genuine Hunter’s. 



































The only Sifter with a loose cap on the 
handle, so as to clean out the flour that 
accumulates in it while the Sifter is 





FORD AUGER BIT Co., 


HOLYOKE, MASS., t-2 U. S. A. 


in use. 
THE BEST IN THE WORLD 


Combined Mixer, Scoop, Measure, 
Dredger, Rice Washer, Pumpkin, To- 





a Se ai Se ah ee le ae ale ae ih ae ate eae oe ae a 





MANUFACTURERS OF PATENT Bits anp AUGERS, ETc. 


SEND FOR CATALOGUE. 


he fe abe ae ate ae ada ale a ath as ah ae ah a a aa ae aaa 


mato, Wine, Starch and Fruit Strainer. 


S The Fred J. Meyers Mfg. Co., 


HAMILTON, OHIO. 
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HOME PRIDE 


MALLEABLE STEEL RANGES 


The My v4 Not a Cheap Range, 














Heaviest but Cheaper 
than the 

and Cheapest. 

Best 

. Flush, Portable 

Material. Right and LeftHand 
20-0z. Copper 
Reservoirs. 


Portable Left Hand 
Elevated 


Reservoirs. 


Th 
Richest 
Finish. 


“= 
SS SS J A Le 


y oe ™ 
fu ] 


ation , Poy 
~ ; 
Econom- , 
| as 4 Tits 


Asbestos Lined 
Throughout. 






Steel Linings heavier than other family range bodies. Fire-box 25) Ibs. 
heavier than the heaviest. Smooth nickel front finish: has no competitor. 
Oven thermometer “a good talking point,” but does its own talking. 


Manufactured by 


~The Home Pride Range Co. 


MARION ; . INDIANA 


- Sold Exclusively to the Trade. 
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GODOOOOOGHOOHHHOHOHHHHGY 
Suse Siler lard a ENTERPRISE Qe ‘Ree 


Food Choppers “hea @ocone Power 


we TINNED-oe @ 
ve i " ™ 
ae ay) Ff No. 3 $5.50 
Raisin Seeder 
No. 100 chope 2 of — tds e $1.50 
No. 300 chops ome of A pers v2. 25 


lee. 41 68,80 Four Knives with es ‘Bachies ei ee eaee 
Medium ~ Coarse Nut Butter Cutter 


Fine 
Bone, Shell and Corn Mill Cold Handle Polishing 
> 6 4 > 
3 


Order from your Jobber rated Catalogue Free 


d Styles 


Meat Juice Extractor 


No. 750 $8.50 The Enterprise Mig. Co. of Pa. No, 82 $7.50 doz. 


N. Y. Branch, 10 Warren Street Philadelphia, Pa., U. S. A. San Francisco Branch, 105 Front Street 


OOOO OOODOOOOOOOOOOOO 


ae mengeer Geer 
SSIS SSSSSSSSSSS 


LEE-GLASS- “ANORE Er 
HARDWARE CO. oma. ven 
“Neg 














if Made tofit CorrveaTeD 
| | ad Plain Pipe and which 
| | Gan be usedwit 
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NUINE CHARCOAL IRON 


ED ROOFING TIN 
WILL WEAR 
eeeteaianetemeeenenil 


Not because it is guaranteed to do so—but because jt is made from the 
right material and in the right way: 


EA'H SHEET GUARANTEED TO WEAR i5 YEARS. 





THE OOS ere co. 


PITTSBU Oe Sole Makers 


PHILADELPHIA 


MILLS: WASHINGTON, PA. 


| THE “CENTENNIAL” 
Rain-Water Cut-Off 
Soe resem. mee Sor 
orr ‘on —p: market. 
e only single Cut-off 


hout extra 


“PULLMAN” 


Sash 
Balances 


Are you selling 
them? 
In use Everywhere. 
Leok for the Metal 
Tapes in All New 


Buildings. 
Folder No. 3 
sent free. 


PULLMAN MFG. CO. 


Rochester, N. Y., U. S.A. 





EXCELSIOR 


FOR PACKING PURPOSES 


Ask for price F. 0. B. Your station. 


THEO. P. HUFFMAN & CO. 





. $48 & 650 W. 34th Street, NEW YORK City. 


BRADLEY 
SHELF 
BRACKETS. 


Strong, Light and All Right. 
ATLAS MPG. CO., New Havea, Ct. 











We have a variety and if you want 
anything from an ordinary design to 
an artistic one, we can supply you. 
We can give you a metal ceiling just 
a@dapted to your customer's room. 
Send us your inquiry and see how 
nicely we can fix you. 


Fy WLUNOIS ROOFING & SUPPLY ©. 
| 23 LAKE ST. CHICAGO 


tel amate CEILING S 











riess Rain Water Cut-Off. 


of high: e Tin and Galvanized Iron, will 
last for fopgenen* 


lever to aera Place. Lever.is short and can- 
not be broken loose by trying to turn it the wrong 
the shifting tube working loosely inside 


of the 
iy rit is notliabje to rust or freeze fast. 
Send for 


Successors to WELLING MFG. CO., Columbus, Ohio. 


force of water cannot turn the 
aires no weight or catch on the 


of a thin scoop or pan, the flat sur- 
docs not come in contact, consequent- 


and prices to 


‘LIMA, OHIO. 


STEVENS 


SHOTGUN CLEANER 


Most Popular 
Cleaner. on th<« 
Market. 


te ~ j : 


~ ~ " SC 
"se 2 ww Ww 


Actual size for 12-gauge. 


It is made of brass. 

It is indestructible. 

Never requires cleaning. 
Won’t injure the bore. 
Made for 10, 12 or 16-gauge. 


Price, (including patches) 50c. 


Send for Catalog of 
RIFLES, PISTOLS, SHOTGUNS 


Your jobber can supply our Arms. 
J. STEVENS ARMS & TOOL CO. 


298 Main Street, 
CHICOPEE FALLS, MASS. 














: 





The “Globe” Ventilator 


In Brass, Copper, Galvanized Iron 
and with Glass Tops for Skylight 
purposes, 


For Perfectly Ventilating 
Ser hen ein, mi, Fe 

Smoky Chimneys Cured. 
“Globe” Ventilated Ridges. Sead 
for Pamphlet. 


Manufactured by 


Globe Ventilator Co.,Troy,N. Y. 





| “THE SAW THAT SELLS ITSELF” 


When placed in the hands of the intelligen: 
mechanic, the Atkins High Grade 
Silver Steel Hand Saw sells 


| itself. You 
| simply show 
itand the Saw 
does the rest. 


ATKINS 2z.3 Silver Steel Hand Saws, with perfection Handles, are wasrerited the 
FINEST Saws on Earth in Material, Temper, Grinding and Finish. 


E. C. ATKINS & CO., Indianapolis, Ind. 


WRITE FOR aa vee Cae e AND PRICES 








i=l lUk ee ae ee ee Owe at ~- 


